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What  users 
want  from 
Computer 
Associates 


■  BY  DENISE  DUBIE 

With  the  Securities  and  Ex¬ 
change  Commission  sniffing 
around  its  books,  an  angry 
nr j  TVJ  i  |i rvi  j  investor  trying 
LlSilMa*  to  overthrow 
its  board,  and  Chairman  Charles 
Wang  calling  it  quits  after  26 
years  with  the  company,  Com¬ 
puter  Associates  made 
plenty  of  head¬ 
lines  this  year. 

Unfortunately 


■  Computer 
Associates  is 
propping  secu¬ 
rity  informa¬ 
tion  manage¬ 
ment  tools.  See 
page  16. 


for  the  com¬ 
pany,  many  of 

them  had  little  _ _ 

to  do  with  its 

broad  range  of  management, 
security  and  other  technologies. 

“Fbor  CA.They  seem  mightily 
distracted  with  all  the  negative  re¬ 
porting  on  their  booking  and 
financial  practices,”  says  Jasmine 
See  CA,  page  16 


Seven  service 
providers  pass  our  month¬ 
long  performance  trial. 

Can  you  count  on  public  ISP  backbones  for  your  enterprise  apps? 

Based  on  our  test,  the  answer  is  yes.  In  the  largest  public  network 
backbone  test  ever  conducted,  each  of  the  seven  participating  ISPs  let 
us  put  measurement  devices  at  four  of  their  POPs  across  the  country. 

We  collected  156  million  measurements.  Here’s  what  we  found: 


•  Cable  &  Wireless  and  Savvis  had  zero  downtime. 


__ 


) . 


•  WilTel  and  Level  3  met  or  exceeded  the  telco-grade  standard  of  99.999%  uptime. 

•  Average  jitter  measurements  were  well  below  levels  that 
would  affect  application  performance. 

•  Total  packet  loss  amounted  to  less  than  0.01%  of  the 
4.5  billion  packets  passed  back  and  forth. 


esults: 


Bluetooth  backers  take  a  reality  check 


■  BY  JOHN  COX 

SAN  JOSE  —  There  was  evi¬ 
dence  at  the  Bluetooth  Devel¬ 
opers  Conference  last  week  that 
inflated  expectations  have  been 


replaced  by  realism. 

Instead  of  talk  about  Bluetooth 
taking  over  the  world,  discussion 
focused  on  interoperability  test¬ 
ing  and  simplified  software,  inte¬ 
grated  chipsets,  and  technologies 


that  will  let  Bluetooth  and  IEEE 
802.1  IX  radios  work  together  on 
the  same  device. 

Announcements  and  demon¬ 
strations  covered  a  range  of  issues 
(for  more  news  from  the  show, 
see  www.nwfusion.com,  Doc- 
Finder:  3543). They  included: 

•  Plans  by  the  Bluetooth  Special 
Interest  Group  to  make  it  easier 
for  users  to  set  up  short-range 
wireless  connections. 

•  Ready-to-use  modules 
dubbed  Simply  Blue  from 
National  Semiconductor  de¬ 
signed  to  simplify  the  incorpora¬ 
tion  of  Bluetooth  radios  into  dif- 


UPS  is  testing  a  Bluetooth-802.1 1b 
device  that  easily  scans  packages 
for  shipping  information. 


ferent  classes  of  devices. 

•  A  second-generation  voice 
headset  from  Motorola;  smaller, 
lighter  and  with  better  battery  life 

See  Bluetooth,  page  18 


Retailers 
poised  for 
seasonal 
sales  rush 


■  BY  ANN  BEDNARZ 

’Tis  the  season  for  retailers  to 
test  the  brawn  of  their  IT  systems. 

In  anticipation  of  shoppers  buy¬ 
ing  online  in  record  numbers, 
savvy  retailers  had  moved  earlier 
in  the  year  to  improve  their  Web 
infrastructures  to  handle  the  sea¬ 
sonal  spike.  Now  it’s  showtime  for 
the  likes  of: 

•  Sportswear  retailer  Finish 
Line,  which  pulled  its  Web  opera¬ 
tions  in-house  and  launched  a 
new  e-commerce  platform. 

•  Apparel  maker  Vans,  which 
enlisted  a  content  delivery  ser¬ 
vice  provider  to  speed  Web 
downloads. 

•  Gift  retailer  Lillian  Vernon, 
which  invested  in  Web  tracking 
and  acceleration  products. 

Ernst  &  Young’s  Retail  and  Con¬ 
sumer  Products  Group  is  predict¬ 
ing  that  total  holiday  sales  will 
increase  4.8%  over  last  year  —  a 
better-than-expected  growth,  it 
says,  given  the  economic  climate 
and  foreign  affairs.  Early  indica¬ 
tors  for  the  online  realm  bode 
even  better,  as  comScore  Net¬ 
works  reports  online  consumer 
sales  for  the  post-Thanksgiving 
shopping  week  totaled  $2  billion, 
or  34%  more  than  for  last  year’s 
comparable  period. 

Ernst  &  Young  also  cites  other 
factors  that  are  positive  indica¬ 
tors  for  the  industry:  Retailers 
have  achieved  better  manage¬ 
ment  control  of  inventories 
and  operating  expenses;  most 
have  improved  liquidity:  Internet 
distribution  channels  are  grav¬ 
ing  robustly;  and  higher-magin 
private-label  merchandise 
See  Retail,  pafV 


Anything  can  happen  to  your  infrastructure.  Make  sure  it  scales.  Today’s  business  world 


is  a  roller  coaster  ride  of  ups,  downs,  and  complete  unknowns,  and  the  companies  that  adapt  to  this  climate  are  the 

companies  that  will  thrive.  In  this  kind  of  environment,  where _ can  happen  at  any  moment,  it  is  increasingly 

important  that  your  infrastructure  provides  the  headroom  and  ability  to  increase  or  decrease  capacity  as  necessary 
almost  instantly.  Here’s  how  the  Microsoft"1  platform  can  help  you  get  there: 

Scalability  world  records  and  Scaling  up:  Getting  the  superior 

price-performance  leadership  performance  you  need 

The  Windows  Server  family  holds  the  world 
performance  records  in  the  TPC-C  and  TPC-W 
benchmarks,  which  measure  transactions 
per  minute,  and  Web  interactions  processed 
per  second,  respectively.  In  TPC-C  price- 
performance  benchmarks  of  clustered  solutions, 

Microsoft  has  the  top  four  results,  and  six  of 
the  top  ten.  In  tests  of  non-clustered  systems, 

Microsoft  solutions  earned  the  top  ten  spots  in 
price-performance.  In  a  head-to-head  comparison 
of  the  best  non-clustered  results  on  Windows 
Server/SQL  Server  2000  Enterprise  Edition 
and  the  best  Sun  Microsystems  result,  the 
Microsoft  solution  topped  Sun  in  performance 
by  360  percent,  at  a  cost-per-transaction 
that  is  42  percent  lower! 


Today,  many  companies  have  accumulated  large 
quantities  of  servers,  due  to  new  applications, 
growing  data  requirements,  and  through  mergers 
and  acquisitions.  Consolidating  these  large 
numbers  of  servers  onto  fewer  servers  (known  as 
“scaling  up”)  can  help  reduce  the  time  and  effort 
needed  to  manage  the  servers  while  increasing 
performance.  Also,  many  of  today’s  most  popular 
ERP,  CRM,  and  business  intelligence  applications 
are  architected  to  perform  best  on  a  “scale-up’,’ 
single  image  server.  Microsoft  Windows  2000 
Datacenter  Server  and  SQL  Server  2000 
Enterprise  Edition  are  designed  to  efficiently 
utilize  hardware  resources  within  a  single  image, 
and  can  scale-up  to  32  processors  and  32  GB 

/ 

of  memory.  All  of  which  means  that  if  you  need  ii 
to  consolidate  your  workload  or  deploy  large 

databases,  the  Microsoft  platform  can  deliver.  ;  £ 

< 


•Results  from  the  Transaction  Processing  Performance  Council  (www.tpc.org)  as  of  10/22/02.  Comparison  of  Microsoft  Windows  .NET  Server  2003  Datacenter  Edition  and  SQL  Server  2000  Enterprise  Edition  versus  Sun  Microsystems  based  on  the  following  two  results:  NEC  TX7/I9510, 308621  tpniC.  14.96  $,  tr  tiC 
The  names  of  actual  companies  ano  products  mentioned  herein  may  he  the  trademarks  of  their  respective  owners. 


Scaling  out:  Adding  capacity  when 
you  need  it,  where  you  need  it 


With  today’s  unpredictable  business  climate, 
your  computing  capacity  requirements  can 
change  quickly  and  dramatically.  Distributing  the 
computing  workload  among  multiple  servers, 
with  the  ability  to  add  or  subtract  servers 
to  increase  or  decrease  capacity,  helps  you 
optimize  your  resources.  “Scale  out"  scenarios 
are  typically  ones  in  which  applications  are 
architected  for  distributed  processing,  such  as 
Web  infrastructure  and  application  servers.  The 
Microsoft  platform  supports  both  clustering  and 
network  load  balancing  (NLB),  and  Windows 
2000  Advanced  Server  can  support  up  to  32 
servers  in  NLB  scenarios.  In  addition,  with 
Application  Center  2000  you  can  manage  a 
farm  of  servers  as  one  server,  simplify  your 
/management  processes,  and  enable  a  reduction 
V  in  complexity.  So  if  you  need  a  flexible,  scalable 
nvironment,  the  Microsoft  platform  is  ready. 


“JetBlue  is  using  the  Microsoft  Server  Platform  to  enable  hardware 
consolidation,  achieve  better  price-performance,  decrease  IT  support 
costs,  and  reduce  application  development  time.  The  scalability  of  our 
Microsoft-based  infrastructure  gives  us  the  confidence  that  we  are  ready 
to  handle  today’s  usage  spikes  as  well  as  future  growth." 

-Jeff  Cohen,  Vice  President  &  CIO,  JetBlue  Airways 


f>r  a  Server  Consolidation  Kit,  webcasts,  and  other  information  that  can  help  you  get  your  infrastructure  scalable  enough  for 

_ _  visit  microsoft.com/enterprise/scalability  Software  for  the  Agile  Business. 


i  02  Sun  Enterprise  4500, 67103  tpmC.  25.85  $/tpmC,  available  9.  14/01.  C  2002  Microsoft  Corporation.  AJI  rights  reserved  Microsoft  and  Windows  are  either  registered  trademarks  or  trademarks  of  Microsoft  Corporation  m  the  United  Sates  and/or  other  countries 


intel.com 


Are  the  PCs  you  own  costing 
more  than  the  ones  you  can  buy? 


Older  PCs  are  costing  your  business  time  and  money. 

Outdated  PCs  can  be  expensive. 
When  you  consider  that  new  PCs  based  on 
the  Inter  Pentium8  4  processor 
can  increase  productivity  and  enhance 
security  (by  running  the  latest  OS 
and  anti-virus  applications),  the  savings 
to  your  business  can  offset  the  cost  of 
an  upgrade  —  and  then  some.*  Get  the  hard 
facts  on  upgrading  to  Pentium  4 
processor-based  PCs  at  intel.com.  It’s 
a  better  way  to  compute,  and 

a  better  way  to  profit. 


Providing  performance  and 
reliability  to  drive  business 
applications. 


r4f 

pr  r 

• 

Packing  great  performance 
into  versatile,  thin 
and  light  notebooks. 


Cost  savings  calculated  by  comparing  current  advertised  prices  o(  new  Intel  Pentium  4  processor-based  PCs  with  productivity  savings  as  measured  In  an  Intel  study.  Productivity  savings  calculated  by  comparing  employee  performance  on  2 2  GHz  Intel  Pentium  4 
processor  based  PCs  running  Microsoft  Windows  XP  with  a  500  MHz  Intel  Pentium  III  piocessor-based  PC  running  Microsoft  Windows  2000  Details  at  mtel.com 

e  2002  Intel  Corporation  Intel,  the  Intel  Inside  logo  and  Pentium  are  trademarks  or  registered  trademarks  ot  Intel  Corporation  or  its  subsidiaries  in  the  United  States  and  other  countries.  Other  names  and  brands  may  be  claimed  as  property  ol  others  All  rights  reserved 
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After  4.5  billion  packets  and  156  million  measurements,  we  Go  online  for  additional  data,  our  interactive  performance 
have  the  results  of  our  ISP  backbone  network  performance  chart  and  a  Buyer's  Guide  on  ISP  services. 

test.  For  the  most  part,  ISP  performance  met  or  exceeded  www.nwfusion.com  DocFinder:  3626 

telco-grade  standards.p^gg 
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want  CA  to  focus  its  efforts  next  year? 
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Life  beyond  HomePlug 
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to  spend  more  than  S10  billion  on  service  providers  in  the 
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News 


IBM:  We  re  not  killing  OS/2 

■  Reports  of  the  death  of  IBM’s  OS/2  have  been  greatly  exagger¬ 
ated.  Or  slightly  exaggerated,  anyway. The  confusion  stems  from 
an  IBM  announcement  describing  the  pending  discontinuation 
of  263  OS/2-based  products.  Some  who  read  the  withdrawal 
notice  posted  last  week  on  IBM’s  Web  site  interpreted  it  to  mean 
the  end  of  OS/2. 

But  IBM  insists  that  OS/2  isn’t  dead. The  company  will  continue 
to  sell  and  support  OS/2  for  “as  long  as  customers  want  us  to,” 
says  IBM  spokesman  Steve  Eisenstadt.“The  product  is  still  very 
available.  We’re  still  supporting  it.  Nothing  has  changed  except 
elements  of  packaging.”  The  items  to  be  discontinued  primarily 
are  OS/2  packaging  accessories  such  as  documentation, 
Eisenstadt  says.  In  some  cases,  documentation  will  no  longer  be 
printed,  but  instead  will  be  available  electronically. 


Homeland  Security  IT  boss  sees  challenge 

■  In  a  keynote  speech  at  last  week’s  InfoSec  conference  in  New  York,  Robert  Shepherd, 
director  of  information  integration  in  the  U.S.  governments  newly  established 
Department  of  Homeland  Securityspoke  about  the  challenge  of  building  one  IT  system 
for  22  federal  agencies  and  170,000  people.  “We  don’t  want  to  become  a  case  study  at 
the  business  schools  of  how  not  to  put  together  something  this  size,” Shepherd  said. The 
Bush  administration  has  sketched  out  a  road  map  of  what  it  thinks  is  needed  in  IT  for 
the  Department  of  Homeland  Security,  and  it  includes  creating  a  “trusted  database  of 
record”  as  well  as  projects  for  secure  videoconferencing,  Web  portals  and  a  secure 
Internet  link. 

CSC  customer  presses  $100M  claim 

■  21st  Century  Insurance  Group  has  filed  an  arbitration  proceeding  seeking  more 
than  $100  million  from  Computer  Sciences  (CSC)  over  an  IT  project  that  the  insurer 
says  hasn’t  yielded  the  expected  results.  CSC,  a  provider  of  IT  services,  called  last 
week’s  arbitration  filing  “unfounded,”  said  it  had  complied  with  its  contractual  oblig¬ 
ations,  and  pledged  to  defend  itself  “vigorously 

At  issue  is  a  software  development  project  21st  Century  launched  in  1997  and  for 
which  it  hired  CSC  In  an  October  filing  with  the  U.S.  Securities  and  Exchange 
Commission,  21st  Century  claimed  it  spent  almost  $100  million  on  the  project  and 
paid  “most"  of  that  money  to  CSC. The  system  still  is  in  development  and  “currently 
supports  less  than  2%  of  the  company’s  business,”  21st  Century  said  in  the  filing. 

COMPENDIUM 

Where’s  the  mobster? 

Don't  snicker  too  much  at  the  FBI's  plan  to  plaster  Lycos  Web  sites  with  ''wanted" 
banners  for  Boston  mobster  Whitey  Bulger.  More  than  100  years  ago,  New  York’s 
infamous  Boss  Tweed  was  captured  while  on  the  lam  in  Spain  because  caricatures  of 
him  had  spread  around  the  world. 

Read  more  at  u'wu\nwfusion.com,  DocFinder:  3547. 
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<g>  What  spam?  More  than  70%  of  roughly  2,500  e-mail  users  surveyed 
for  the  Pew  Internet  &  American  Life  Project  said  that  10%  or  less  of  their 
e-mail  at  work  is  spam.  Were  glad  to  hear  this  is  the  case,  but  have  just  one 
question:  Where  can  we  get  one  of  these  jobs? 

The  Grinch  lives.  Hewlett-Packard  and  Gateway  are  among  the 
companies  forcing  employees  to  take  the  week  of  Christmas  off  without  pay 
to  help  contain  costs  (those  HP  employees  with  vacation  time  left  can  use  those 
days  as  paid  vacation,  however). 


Bankruptcy,  smankruptcy.  We’re  not  misstating  this. 

WorldCom  —  it  of  the  $9  billion  in  inflated  earnings  and  Chapter  11  bankruptcy 
protection  filing  —  says  it  wants  to  pay  . 
new  CEO  Michael  Capellas  $5  million  T 

in  salary  and  bonuses  and  up  to 
$22  million  in  stock  options. 

The  bankruptcy  court  in  which 
WorldCom  has  filed  its  plan 
is  expected  to  rule 
this  week  on  the 
compensation  plan. 


DAN  VASCONCELLOS 


Moreover,  the  company  stated  that  “material  components  of  this  new  system  do  not 
perform  at  levels  necessary  to  support  the  entire  operations  of  the  company” 


Collins  to  head  Nortel  enterprise  division 

■  Nortel  this  week  named  a  10-year  company  veteran  to  head  its  enterprise  division. 
Malcolm  Collins,  formerly  Nortel’s  senior  executive  for  the  U.K.and  northern  European 
region,  has  been  appointed  president  of  Enterprise  Networks.  Collins  replaces  Frank 
Plastina,  who  left  Nortel  in  October  after  the  company  split  its  Metro  and  Enterprise 
Networks  division  into  two,  creating  two  separate  operational  structures  to  pursue 
those  respective  markets.  Collins  will  be  responsible  for  all  elements  of  Nortel’s 
Enterprise  business  —  including  business  development,  products,  marketing  and  sales. 
He  will  report  directly  to  CEO  and  President  Frank  Dunn. 

NetlQ  snaps  up  Marshal  Software 

■  Security  management  software  company  NetlQ  last  week  announced  that  it  had 
agreed  to  acquire  Marshal  Software  for  $23  million  in  cash.  Marshal  Software,  which  is 
based  in  Auckland,  New  Zealand,  provides  e-mail  scanning, Web  filtering  and  Internet 
content  management  software  to  3,500  customers  in  30  countries.The  acquisition  will 
add  content  security  and  spam-blocking  capabilities  to  NetIQ’s  migration,  security 
administration  and  performance  management  products,  the  company  says.  Marshal 
Software’s  products  include  MailMarshal,  e-mail  scanning  software  that  blocks  spam 
and  viruses,  and  WebMarshal.an  Internet  access  control  and  monitoring  application. 
The  acquisition  is  expected  to  be  completed  by  year-end.  NetlQ  also  said  it  had  com¬ 
pleted  its  acquisition  of  Pentasafe  Security  Technologies,  announced 
on  Oct.  1. 


Want  to  cut  your  IT  costs  without  sacrificing 
performance?  PRIMEPOWER  Servers  from  Fujitsu. 


UThe  secret  is  out.  PRIMEPOWER™ Solaris™- compatible 
servers  from  Fujitsu® deliver  a  major  breakthrough  in 
price/performance  compared  to  our  more  famous 
competition.  Want  proof?  PRIMEPOWER  servers  offer 
such  an  advantage  that  the  world’s  leading  com¬ 
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systems  that  scale  to  1 28  CPUs  for  unsurpassed  performance  in 
the  data  center. 

Of  course,  it’s  not  just  the  hardware  you’re  buying.  It’s  also 
Fujitsu’s  30+  years  of  experience  supporting  high-perform¬ 
ance,  mission-critical  systems.  We’ve  already  helped  many 
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Total  Cost  of  Ownership.  Our  free  white  paper,  The  Why  and 
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www.ftsi.fujitsu.com/ad.  Or  call  (877)  905-3644. 
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Start-up  revives  once-vaunted  DR-DOS 


Location: 

PROFILE: 

DEVICELOGICS 

Salt  Lake  City 

Founded: 

November  2002 

Product  name: 

DR-DOS 

Product  type: 

Embedded  operating  system 

Ship  date: 

First  quarter  2003 

Founders: 

0 

Bryan  Sparks,  CEO;TroyTribe,  vice  president 
of  sales  and  marketing:  Bryce  Burns,  vice 
president  of  operations. 

Funding: 

Self-funded 

Fast  fact: 

Sparks'  Caldera  started  the  first  of  two  antitrust 
trials  against  Microsoft. 

■  BY  DENI  CONNOR 

UNDON,  UTAH  —  A  start-up  is 
looking  to  dust  off  and  buff  up 
DR-DOS,  a  largely  dormant  oper¬ 
ating  system  that  still  attracts  a 
hardcore  following  but  is  best- 
known  for  a  colorful  past  that 
some  see  checkered  with  missed 
opportunity 

DeviceLogics,  a  company  co¬ 
founded  last  month  by  Bryan 
Sparks,  former  CEO  and  founder 
of  Linux  vendors’  Lineo  (now 
Embedix)  and  Caldera  Systems 


(now  SCO  Group),  has  bought 
DR-DOS,  which  once  competed 
against  Microsoft’s  MS-DOS. 

DeviceLogics  purchased  DR- 
DOS  from  Lineo,  where  it  under¬ 
went  minor  functional  develop¬ 
ment  during  the  past  few  years. 
The  start-up  will  develop  a  com¬ 
pact  operating  system  —  for 
kiosks,  automated  teller  ma¬ 
chines,  point-of-sale  devices, 
handheld  computers  and  desk¬ 
top  PCs  running  legacy  DOS  ap¬ 
plications.  Observers  say  the 
operating  system,  which  is  ex¬ 


pected  to  ship  in  the  first  quarter 
of  next  year,  could  be  more  effi¬ 
cient  and  less  expensive  than 
Windows  XP  Embedded,  Win¬ 
dows  CE  or  Linux. 

Interest  level  high 

“There  are  still  a  lot  of  people 
running  DR-DOS  on  single  PCs,” 
says  Troy  Tribe,  vice  president  of 
sales  and  marketing  at  Device- 
Logics.  “We  are  going  to  revise 
DR-DOS  for  the  desktop,  as  well 
as  provide  a  kiosk,  embedded, 
point-of-sale  and  a  handheld 
version.  People  are  now  having 
to  do  that  work  on  their  own.” 

Digital  Research  developed  DR- 
DOS,  a  32-bit  operating  system,  in 
1987  as  a  fully  compatible  alter¬ 
native  to  MS-DOS  for  80286-  and 
80386-based  PCs.  It  succeeded 
creator  Gary  Kildall’s  Control 
Program  for  Microcomputers 
(CP/M). The  most  popular  legend 
told  is  that  Kildall,  the  CEO  of 
Intergalactic  Digital  Research 
(later  shortened  to  Digital  Re¬ 
search), was  piloting  his  plane  the 
day  IBM  approached  the  compa¬ 
ny  about  licensing  CP/M  for  its 
first  microcomputer  —  instead, 


Jeff  Johnson 

IT  consultant 

IBM  signed  Microsoft’s  MS-DOS. 

In  1991,  Novell  acquired  Digital 
Research, DR-DOS  and  CP/M, with 
plans  to  compete  against  MS-DOS 
in  the  DOS  market.  When  Novell 
CEO  Ray  Noorda  failed  to  capital¬ 
ize  on  the  plan  to  take  over  the 
DOS  market,  Novell  sold  DR-DOS 
to  Caldera  in  1996.Caldera, which 
Sparks  founded  with  Noorda’s 
assistance,  then  sued  Microsoft 
for  lost  sales  and  unfair  competi¬ 
tion  and  settled  out  of  court  for 
an  unspecified  amount. 

Simple  development 

Analysts  say  embedded  DOS 
is  important  in  that  the  develop¬ 
ment  environment  is  simplified 
because  the  code  is  compact 
and  the  devices  that  use  it  often 
do  not  require  a  keyboard, 
mouse  or  more-complicated 
Windows-like  display. 

“It  would  probably  be  much 
smaller  [than  XP  Embedded], 


take  less  machine  resources, 
and  because  it  is  inherently  sim¬ 
pler,  some  tasks  would  run 
faster,”  says  Dan  Kuznetsky,  re¬ 
search  director  at  IDC.  “DOS 
runs  very  well  in  a  small  system 
by  today’s  standards.” 

Challenges  ahead 

However,  Kuznetsky  says  getting 
an  embedded  operating  system 
such  as  DR-DOS  accepted  would 
not  be  without  challenges. 


“It  would  not  necessarily  have 
the  same  security  or  develop¬ 
ment  tools  that  are  up  to  today’s 
standards;  that  would  be  a  chal¬ 
lenge,”  he  says. 

DeviceLogics  says  it  will  intro¬ 
duce  a  software  developer  kit  in 
the  first  half  of  next  year. 

Users  within  IT  organizations 
have  mixed  opinions  about  us¬ 
ing  DOS. 

“We  do  have  DOS  applications 
running  on  legacy  dedicated 
hardware  that’s  sitting  on  real¬ 
time  control  systems,  which  sim¬ 
ulate  the  hardware  they  are  con¬ 
trolling,”  says  Peter  DaSilva,  con¬ 
sulting  engineer  at  ABB,  a  power 
and  automation  technology 
company  in  Houston.  “We  don’t 
have  any  anticipation  of 
upgrading  them  —  ever1 

Others  say  having  a  com¬ 
mand-line  operating  system 
available  such  as  DOS  is  still  the 
most  direct  way  to  troubleshoot 


a  system. 

“DOS  is  still  the  best  way  to 
run  recovery  programs,  low- 
level  disk  utilities,  removal  of 
computer  viruses,  the  flashing  of 
the  system  BIOS  and  diagnos¬ 
tics,”  says  Jeff  Johnson,  an  IT 
consultant  in  Boca  Raton,  Fla. 

Johnson  says  that  if  Device 
Logics  added  features  to  DR-DOS 
that  eliminated  the  need  for 
commonly  used  utilities  such  as 
4  DOS  and  the  Quarterdeck  Ex¬ 
panded  Memory  Manager,  while 
maintaining  a  small  conven¬ 
tional  memory  footprint  and 
compatibility,  it  would  increase 
the  chances  of  use  by  end  users, 
PC  hobbyists  and  developers. 

DR-DOS  will  compete  against  a 
variety  of  other  DOS  implementa¬ 
tions,  including  DataLight's  ROM- 
DOS,  Paragon  Softwares  PTS  DOS 
2000  Pro  and  IBM’s  PC  DOS  for 
Embedded  Devices.  In  addition, 
an  open  source  version  of  Free 
DOS  is  available.  ■ 


\  I  / 


■  THIS  WEEK’S  QUESTION: 

What  was  the  code 
name  for  the  recently 
announced  AT &T-IBM- 
Intel  nationwide 
wireless  LAN  venture? 


Answer  this  and  ire  addtaonal  questions 
online  and  you  could  win  $500!  Visit 

Networt  World  Fusioi  and  enter  2349 
in  the  Search  box. 

www.nwnision.Gom 


Remedy  adds  tools 
to  track  assets 

■  BY  JOHN  FONTANA 

Remedy  this  week  will  release  a  service  for  its  asset  management 
and  help  desk  products  that  lets  users  integrate  detailed  inventory 
data  on  corporate  hardware  configurations  and  installed  software. 

The  company,  which  BMC  Software  recently  purchased  from  finan¬ 
cially  troubled  Peregrine  Systems,  is  integrating  its  Remedy  Help  Desk 
and  Asset  Management  products  with  TS.Census,  asset-tracking  soft¬ 
ware  developed  by  Tally  Systems.The  new  product  is  called  Remedy 
Discovery  Service  for  Tally  TS.Census. 

Tally  provides  a  way  to  inventory  hardware  on  a  network  and  the  soft¬ 
ware  on  that  hardware,  a  feature  that  has  been  missing  from  the 
Remedy  product  line. TS.Census  collects  asset  information  from  hard¬ 
ware,  such  as  media  access  control  address,  processor  speed  and 
installed  RAM.  as  well  as  data  about  software  versions  and  service 
packs. 

The  Remedy  Discovery  Service  pulls  the  information  from 
TS.Census  into  its  Action  Request  System,  providing  help  desk  per¬ 
sonnel  with  insight  into  machines  they  are  trying  to  troubleshoot. 
TS.Census  also  provides  the  Remedy  Asset  Management  system  a  list 
of  installed  software  that  can  be  reconciled  against  purchase  and 
lease  contracts  in  that  system  so  companies  can  ensure  they  have 
licenses  for  all  their  software  or  prevent  overbuying  of  licenses. 

“The  help  desk  relies  on  the  accuracy  of  configuration  data,  but  not 
all  that  data  can  be  tracked  through  a  trouble  ticket  system," says  David 
Friedlander,  an  analyst  with  Giga  Information  Group.  “By  integrating 
help  desk  and  inventory  data, you  can  speed  help  desk  efforts.” 

Friedlander  says  the  Remedy-Tally  relationship  is  a  good  one  and 
that  Giga  expects  to  see  more  partnering  and  consolidation  in  the 
asset-management  market,  which  has  been  in  turmoil  recently. 

Remedy  competes  with  companies  such  as  Computer  Associates, 
MRO  Software  and  Network  Associates. 

Tire  Remedy  Discovery  Service  features  a  graphical  data-mapping 
tool  for  creating  custom  rules  for  moving  data  from  TS.Census  to  the 
Remedy  products. The  software  comes  with  a  set  of  predefined  map¬ 
pings  and  includes  a  scheduling  component,  and  an  event  trigger 
that  will  update  data  based  on  any  changes  made  to  the  system. 

“One  of  the  main  benefits  of  this  integration  is  that  it  puts  data  in  a 
place  where  it  can  best  be  used," 
says  Sarah  Davie,  product  manag¬ 
er  for  TS.Census.  “It  helps  justify 
the  time  and  money  spent  on 
inventory  tools.” 

The  Discovery  Service  run  on 
Windows  NT  and  2000  and  is 
priced  at  $  1 0,000.  ■  DocFinder.  5434  www.nwfusion.com 


Network 

Management 


Subscribe  to  our  free  newsletter. 


Ifc  DOS  is  still  the  best  way  to  run  recovery 
programs,  low-level  disk  utilities,  removal 
of  computer  viruses ...  99 


pngu 


At  HP  Procurve  Networking,  so  do  we. 

You're  committed  to  making  your  network  run  smoothly  and  meet  the  demands  of  your 
organization,  and  so  are  we.  The  new  HP  Procurve  Switch  5300x1  series  delivers  the 
fastest  layer  3/4  features  for  the  price  of  the  competition's  layer  2  modular  switches. 
And  HP  Procurve  switches  are  fully  interoperable  and  scalable,  making  it  easier  than 
ever  to  add  the  switching  capacity  you  need  for  current  and  future  growth.  These 
convergence-ready  switches  provide  flexibility,  high  port  density,  free  software 
upgrades  and  a  lifetime  warranty. 


And  now  HP  Procurve  gives  you  3  unbeatable  offers: 

•  Trade  in  any  Cisco  2924,  2948,  3548,  4006  or  6500  switches  with  no 
trade-in  limits  when  they  are  traded  for  HP  Procurve  5300  series  switches 

•  Get  a  $400  cash  rebate  on  the  HP  Procurve  4148gl  and  up  to  $500  off 
mini-GBIC  modules  or  transceivers 

•  Buy  an  HP  Procurve  switch  2524  and  get  a  free  1 00/1 000T  transceiver  worth  $389 


Find  out  more  at  www.hpprocurve.com/hiaherportdensity  or  call 
us  now  to  talk  to  an  HP  Procurve  professional  at  1-800-477-61 1 1 
extension  41682. 
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Enterasys  boosts  1 0Gig  support 


Some  strategies  observers  say  the  embattled  company 
needs  to  take  to  stay  competitive: 

Innovate 

The  company  must  continue  to  develop  its  core  technology,  including 
LAN  infrastructure,  security  and  VPNs,  while  differentiating  itself 
from  new  low-cost,  commodity  switch  makers  that  have  entered  the 
market,  namely  Dell. 

Partner 

Partnerships  with  vendors  in  areas  where  Enterasys  does  not  play 
—  such  as  Siemens  in  VoIP  —  will  be  critical  to  gaining  customer 
mindshare.  Large,  high-profile  convergence  customer  wins  would 
help  too. 

Promote 

The  company  needs  to  promote  itself  more  as  an  end-to-end 
enterprise  data  network  firm,  because  it  is  one  of  the  few  vendors 
with  LAN,  WAN,  security,  wireless, VPN  and  network  management 
offerings. 


■  BY  PHIL  HOCHMUTH 

ROCHESTER,  N.H.—  Enterasys 
Networks  this  week  will  revamp 
the  10  Gigabit  Ethernet  support 
in  its  switches  to  help  customers 
link  high-density  wiring  closet 
devices  to  backbone  switches 
and  let  companies  more  easily 
deploy  high-speed  links  over 
metropolitan  or  campus-area 
networks  where  strands  of  fiber 
are  scarce. 

The  modules,  for  Enterasys’ 
X-Redition  ER-16  and  Matrix  El 
switches,  come  almost  18  months 
after  Enterasys  announced  its 
entry  in  the  10  Gigabit  market 
with  a  prestandard  Matrix  El 
switch,  the  industry’s  first  10  Gig¬ 
abit  box. 

Since  then,  the  lagging  stan¬ 
dards  process  and  lack  of 
demand  have  slowed  the  com¬ 
pany’s  10  Gigabit  push. 

The  company  also  has  had  to 
deal  with  a  leadership  shakeup 
and  a  massive  re-examination  of 
its  accounting  practices  after  an 
investigation  by  the  Securities 
and  Exchange  Commission  ear¬ 


lier  this  year. 

Enterasys  added  a  one-port  10 
Gigabit  Ethernet  module  to  its  X- 
Pedition  ER-16, a  16-slot  Layer  2  to 
Layer  4  modular  switch. 

The  chassis  now  can  support 
up  to  128  Gigabit  Ethernet  ports, 
seven  10  Gigabit  Ethernet  ports, 
and  modules  for  FDDI,  Packet 
over  SONET,  and  high-density 
10/1 00M  bit  connections. 

The  10  Gigabit  products  bring 
X-Pedition  up  to  speed  with 
competing  products  such  as 
Cisco’s  Catalyst  6500,  Foundry 
Networks’  Biglron,  Extreme  Net¬ 
works’  BlackDiamond,  Hewlett- 
Packard’s  9300m  and  Alcatel’s 
OmniSwitch  8800. 

Enterasys’  Matrix  El  is  a  fixed- 
configured  Ethernet  switch 
with  12  Gigabit  Ethernet  ports 
and  one  10  Gigabit  Ethernet 
slot.  The  box,  which  was 
announced  in  mid-2001  and 
delivered  last  year,  was  previ¬ 
ously  available  only  with  propri¬ 
etary  10  Gigabit  technology. 

While  industry  watchers  say 
mass  10  Gigabit  adoption  is  a  few 
years  off,  some  corporate  users 


would  like  to  see  it  sooner  than 
later. 

“I  could  use  [10  Gigabit  Ether¬ 
net  links]  today”  says  Mike 
Cranmer,  an  assistant  vice  presi¬ 
dent  of  technical  operations  at 
IGN  Variable  Annuities  in  West 


Chester,  Pa.“Currently  we  are  run¬ 
ning  single  Gigabit  uplinks  [from 
the  LAN  edge  to  the  core]  and  I 
have  seen  utilization  hit  80%  from 
time  to  time.” 

“A  single  10  Gigabit  uplink 
would  give  me  the  density  and 


capacity  I  needed  for  the  foresee¬ 
able  future,"  he  adds. 

Finishing  what  it  started 

One  reason  for  the  long  delay  in 
delivery  of  Matrix  El  since  it  was 
announced  almost  18  months 
ago  was  the  holdup  in  the  ratifi¬ 
cation  of  the  802.3ae  standard  by 
the  IEEE.The  standard  was  sched¬ 
uled  to  be  ratified  last  March  but 
lingered  until  June.  Another  rea¬ 
son  was  market  conditions. 

“To  be  honest,  we  didn’t  see 
much  of  a  market  for  10  Gigabit 
Ethernet,”  last  year,  even  while 
Cisco,  Foundry  and  others  all 
shipped  prestandard  10G  Ether¬ 
net  gear  in  2001,  says  Mark 
Pearce,  product  marketing  man¬ 
ager  for  X-Redition.  “We  saw  no 
need  to  rush  into  it." 

While  the  10  Gigabit  modules 
put  Enterasys  in  the  same  arena 
with  the  rest  of  the  10  Gigabit 
players,  the  company  says  its 
product  has  the  same  shortcom¬ 
ings  as  many  other  competitors 
in  that  its  10  Gig  blades  can’t 
deliver  true  10G  bit/sec  perfor- 
See  Enterasys,  page  71 


Traction  taps  Weblogs  for  information  gathering 


■  BY  JOHN  FONTANA 

PROVIDENCE,  R.I. —  Traction  Software 
is  taking  the  trendy  publishing  concept  of 
Weblogs  and  providing  com¬ 
panies  with  a  way  to  glean 
useful  information  from 
them  by  collecting,  present¬ 
ing  and  analyzing  content 
for  competitive  and  busi¬ 
ness  gains. 

The  company  this  week 
will  release  TeamPage  for 
Competitive  Intelligence 
and  Market  Research,  add¬ 
on  software  for  its  flagship 
TeamPage  product  released 
in  July. 

The  collaboration  soft¬ 
ware  lets  users  collect  data 
from  e-mail,  the  Web, 
intranets,  business-analysis 
systems  and  various  docu¬ 
ment  formats.and  distribute 
it  via  a  browser-based  Web¬ 
log  news  page  where  users 
can  view,  edit  and  annotate 
the  information. 

The  key  is  what  Traction 
calls  its  Hypertext  Journaling 
System,  which  allows  for 
labeling  and  cross-linking  of 


all  the  data  stored  on  the  Java-based 
Traction  Server.  The  labels  and  links  create 
context  and  a  timeline  for  seemingly  unre¬ 
lated  bits  of  information  collected  from 


various  sources. 

“The  competitive  intelligence  process 
often  bogs  down  in  collecting  and  distrib¬ 
uting  information,”  says  Arik  Johnson, 
managing  director  of  Aurora 
WDC,  a  consulting  and  out¬ 
sourcing  firm  for  competitive 
intelligence  services.  “That 
takes  away  from  the  analyti¬ 
cal  process  and  makes  peo¬ 
ple  more  like  librarians  than 
intelligence  analysts.” 

He  says  Traction  lets  him 
easily  collect  and  publish 
data  and  organize  that  data 
and  most  importantly  get 
feedback.  “We  can  clip,  cut 
and  paste  data  into  the 
Weblog,  and  then  add  com¬ 
ments  and  opinions.  It’s  more 
efficient  than  copying  and 
pasting  articles  into  our  doc¬ 
ument  management  system.” 

Traction  works  via  a  plug-in 
to  a  browser  that  adds  an 
icon  to  the  interface.  The 
plug-in  lets  users  highlight 
information  they  see  on 
screen,  click  the  Traction  icon 
and  send  the  information  to 
the  Traction  Server.  The  infor¬ 
mation  is  posted  in  a  Weblog 


as  an  article  with  an  “author”  and  a  time 
stamp  or  sent  to  end  users  through  e-mail 
as  part  of  a  newsletter  called  an  Executive 
Summary  Users  also  can  contribute  e-mail 
by  sending  or  forwarding  it  to  an  address 
hosted  on  any  mail  server  that  can  be  read 
by  the  Traction  Server.  The  server  supports 
controls  that  let  users  right  click  on  the 
Weblog  data  to  add  comments  and  labels 
to  data. 

Traction,  which  has  a  built-in  Web  server 
and  database,  supports  access  controls, 
Secure  Sockets  Layer  encryption  and  a 
search  engine  similar  to  Google  that  allow 
for  searches  on  time,  content  or  topic. 

“Personal  Weblog  software  lacks  those 
enterprise  controls,”  says  Tim  Simonson, 
CEO  of  Traction.  He  says  the  software  com¬ 
plements  other  teamware  collaboration 
tools  such  as  eRoom  from  eRoom  Technol¬ 
ogies,  Lotus  QuickPlace  and  Microsoft 
SharePoint  Portal  Server,  which  are  for 
more  structured  documents.Traction  pulls 
together  highly  unstructured  information," 
Simonson  says. 

The  software  competes  with  an  open- 
source  database  tool  called  Wiki,  which 
also  lets  users  edit  Web-based  content. 

TeamPage  for  Competitive  Intelligence 
and  Market  Research  runs  on  Linux, 
Macintosh  OS  X,Sun  Solaris,  and  Windows 
NT.XP  and  2000.  ■ 


Corporate  blogging 


Traction  Software  has  rolled  out  a  competitive 
intelligence  module  for  its  TeamPage  software  that 
uses  a  Weblog  interface  to  let  users  collate  data  from 
a  variety  of  sources. 
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A  Traction  TeamPage  can  .  „ 
include  graphics  and  live 
data  pulled  from  the  Web. 
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Users  who  contribute 
content  create  a  blog-like 
list  of  news  and  events  "  '*“* 

that  is  presented  in 
chronological  order. 
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Crate  and  Barrel  gets  the  IP  message 

Retailer  boosts  productivity  and  cuts  costs  with  a  Cisco  IP  Communications  system 

featuring  Cisco  Unity™  unified  messaging. 


In  his  position  as  IT  financial  analyst  for 
the  home  goods  retailer  Crate  and  Barrel, 

Avi  Fogel  spends  a  good  deal  of  time  on 
the  phone.  The  company  has  more  than 
100  stores  and  Fogel  handles  the  purchas¬ 
ing  of  IT  equipment  for  all  of  them,  a  job 
that  entails  hashing  out  details  with  suppli¬ 
ers,  contractors  and  other  financial  ana¬ 
lysts.  He  also  receives  lots  of  voice  mail  on 
top  of  the  reams  of  e-mail  that  virtually  all 
knowledge  workers  get  these  days. 

But  Fogel  has  become  more  deft  at  han¬ 
dling  the  message  onslaught.  Just  over  a 
year  ago,  Crate  and  Barrel  moved  nearly 
400  employees  into  a  new  corporate  head¬ 
quarters  building  in  Northbrook,  III.  As  part 
of  the  move,  the  company  installed  a  Cisco 
IP  Communications  system  that  includes 
Cisco  Unity  unified  messaging,  a  solution 
that  enables  users  to  receive  all  their  e-mail, 
voice  messages  and  faxes  in  a  single  inbox. 

"I  can  say  with  100  percent  assurance  that  unified  messaging  has  made  me 
more  productive,"  Fogel  says.  Cisco  Unity  works  with  Microsoft  Outlook  (as 
well  as  with  Lotus  Notes/Domino),  so  Fogel  can  see  all  his  e-mail  and  voice 
messages  at  a  glance.  In  addition  to  being  marked  with  a  distinctive  icon,  voice 
mail  messages  from  other  Crate  and  Barrel  employees  show  the  sender's  name, 
while  messages  from  external  numbers  have  caller  ID  information  attached. 

"I  can  shuffle  through  the  messages,  and  separate  those  that  I  know  are 
important  from  those  that  aren't,"  he  says.  Fogel  also  has  the  option  to  navi¬ 
gate  through  his  incoming 
messages  with  the  click  of  a 
mouse.  As  compared  to  the 
company's  previous  Rolm 
PBX  and  voice  mail  system, 
he  says  the  Cisco  solution 
"makes  it  much  easier  to  skip 
a  message,  stop,  delete  or 
move  to  wherever  you  want 
within  a  message." 

A  new  IP  beginning 

In  early  2001,  when  Crate 
and  Barrel  began  scoping  out 
phone  system  options  for  its 
new  headquarters,  the  focus 
was  on  a  traditional  PBX  solu¬ 
tion,  says  Mark  Carrier,  telecommunications  manager  for  the  company.  But 
after  hearing  a  pitch  from  their  Cisco  representative,  Steve  Infante,  the  com¬ 
pany  warmed  up  to  the  idea  of  IP  Telephony.  Among  the  selling  points  for  the 
Cisco  IP  Communications  offering  was  that  the  Cisco  Architecture  for  Voice, 
Video  and  Integrated  Data  (AWID)  made  it  simple  to  have  the  telephony  and 
data  networks  share  the  same  network  infrastructure,  while  providing  features 
that  ensure  voice  gets  the  bandwidth  it  requires. 

Crate  and  Barrel  installed  two  Cisco  Catalyst®  6509  Switches  for  its  back¬ 
bone  and  nine  Cisco  Catalyst  4006  Switches  in  its  wiring  closets.  A  redundant 
configuration  of  Cisco  CallManager  software  installed  on  a  pair  of  Windows 
2000-based  Cisco  Media  Convergence  Servers  supports  IP  Telephony,  along 
with  some  450  Cisco  IP  Phones.  The  Cisco  Unity  software,  which  runs  on  a 
Windows  NT  4.0-based  Dell  server,  rounds  out  the  configuration. 


mail  in  new  ways.  Voice  messages  can  be 
stored  in  folders,  just  like  e-mail,  such  as 
on  a  project-by-project  basis.  Users  can 
also  save  messages  to  their  PC  hard  drive 
and  send  voice  messages  to  people  out¬ 
side  of  Crate  and  Barrel  by  attaching  them 
to  an  e-mail  message  as  a  .wav  file  that 
recipients  can  play  on  their  PCs. 

Carrier  recalls  the  time  he  used  email  to 
forward  an  architect's  voice  mail  message 
about  a  change  in  a  store  construction 
plan  to  a  number  of  Crate  and  Barrel 
employees  as  well  as  to  electricians  out¬ 
side  the  company,  who  had  to  order  more 
cable  as  a  result.  "Using  this  method, 
everyone  got  the  correct  information 
immediately,"  he  says. 

Another  Cisco  Unity  feature,  the  text-to- 
speech  function,  enables  users  to  make 
productive  use  of  what  would  otherwise 
be  downtime  when  they  are  on  the  road. 
During  a  cab  ride  from  the  airport  to  a  job  site  on  a  trip  to  New  York,  Carrier 
called  in  to  Cisco  Unity  to  have  the  system  "read"  him  his  email.  He  found  out 
about  a  problem  that  he  otherwise  would  not  have  known  about  until  that 
evening,  when  he  checked  email  using  a  laptop  at  his  hotel.  Instead,  he 
responded  to  the  email  with  a  voice  message.  "When  I  checked  in  an  hour 
later,  the  problem  had  been  fixed." 

Saving  with  IP  Telephony 

On  top  of  such  communication  benefits,  Crate  and  Barrel  is  also  realizing 
impressive  cost  savings  from  its  Cisco  IP  Communications  implementation.  The 
company  estimates  it  will  save  $1 80,000  over  five  years  on  maintenance,  man¬ 
agement  and  wiring  costs  as  compared  to  a  traditional  PBX.  In  addition  to  only 
having  to  string  one  set  of  wires,  those  savings  come  from  the  cost  of  the  Cisco 
maintenance  contract  vs.  the  PBX  support  contract,  and  reduced  internal  sup¬ 
port  costs.  Moves,  adds  and  changes  are  much  simpler  now,  notes  Lou  Tucker, 
director  of  technology  for  Crate  and  Barrel.  The  Cisco  CallManager  system  will 
automatically  recognize  when  a  Cisco  IP  Phone  is  moved  because  of  its  unique 
MAC  address.  The  company  also  expects  to  gain  considerable  savings  by  using 
toll  bypass  when  it  rolls  out  IP  Communications  to  its  stores. 

The  IP  solution  also  makes  expansion  less  costly  -  an  important  considera¬ 
tion  for  a  growing  company  like  Crate  and  Barrel.  If  the  company  needs  to 
add,  say,  30  new  employees,  it  can  install  one  48-port  blade  on  a  Catalyst 
4006  to  handle  all  the  additional  phones  and  computers  -  with  room  to  spare. 
With  a  traditional  PBX,  the  company  would  also  need  30  new  digital  ports  for 
the  phones  and  twice  as  much  wiring. 

Harder  to  quantify  is  the  savings  inherent  in  improved  employee  productiv¬ 
ity.  In  addition  to  the  productivity  boost  that  unified  messaging  provides, 
Fogel  notes  that  the  Cisco  IP  phones  are  much  easier  to  use  than  traditional 
models.  The  phone  has  a  large  display  area  and  context-sensitive  soft  keys,  so 
the  "hold"  button  only  shows  up  if  you're  on  a  call,  for  example.  Users  can 
easily  transfer  calls,  manage  functions  like  call  forwarding  and  dial  contacts 
directly  from  their  Outlook  contact  manager. 

Even  functions  like  conference  calling  -  traditionally  a  mystery  to  many 
users  -  are  simple  to  execute.  As  Fogel  puts  it,  "Now  I'm  the  guy  who  every 
one  else  goes  to  for  conference  calls  because  they  don't  know  how  to  do  it 
from  their  office." 


Learn  more  about 

Cisco  IP 

Communications 

Download  the  free  Cisco  "Straight 
Talk  on  IP  Communications"  pack, 
including  independent  evaluations, 
customer  success  stories  and  a 
financial  justification  white  paper. 

Visit: 

www.nwfusion.com/gocv/adv4 
or  enter  DocFinder  3521. 


Producing  productivity 

Along  with  the  more  efficient  handling  of  incoming  messages  that  has  made 
users  like  Fogel  more  productive,  Cisco  Unity  enables  users  to  manage  voice 
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Caching  gear  at  the  heart  of  rock  ’n’  roll 

Hard  Rock  Cafe  looking  forward  to  Cisco's  combo  caching-routing  wares. 


■  BY  PHIL  HOCHMUTH 


Rock  videos 


While  Hard  Rock  Cafe  cus¬ 
tomers  might  enjoy  watching 
music  videos  while  eating  their 
burgers,  few  probably  care  how 
the  digital  content  they’re  watch¬ 
ing  got  there.  But  Rob  Conti  does. 

As  IT  director  for  Hard  Rock 
Cafe  International,  Conti  needs  to 
make  sure  his  company’s  90  loca¬ 
tions  receive  the  latest  music- 
video  content.  To  do  this,  Hard 
Rock  deployed  Cisco’s  Enterprise 
Content  Delivery  Network 
(ECDN)  gear  to  its  sites,  letting 
videos  be  downloaded  overnight 
to  a  Cisco  caching  device  to  be 
played  locally  during  business 
hours  at  all  Hard  Rock  Cafes, casi¬ 
nos  and  hotels  around  the  world. 

“This  [ECDN]  technology 
allows  our  music-video  experi¬ 
ence  to  remain  current  with  in¬ 
dustry  trends,”  Conti  says.  The 
company  uses  products  such  as 
Cisco’s  Application  and  Content 
Networking  System  (ACNS)  soft¬ 
ware  to  manage  and  schedule 
the  pushing  of  content,  and 
Content  Distribution  Manager 
and  Content  Engine  devices 
send,  receive  and  cache  the  data. 

“It  is  very  challenging  to  distrib¬ 
ute  any  content  over  128K  bit/sec 
links  [which  the  company  uses  to 


connect  the  remote  sites]  while 
balancing  10  to  15  centralized 
applications  on  these  same  links,” 
Conti  adds.  “We  [push  out  con¬ 
tent]  three  times  throughout  the 
dayA  Hard  Rock  business  is  oper¬ 
ating  all  hours  of  the  day  some¬ 
where  in  the  world;  this  schedul¬ 
ing  [distribution]  is  vital  to  our 
network  and  application  stability’ 
To  increase  efficiency  and 
streamline  management,  Conti 
says  he  is  looking  into  combining 
caching  with  WAN  routing  at 
Hard  Rock  locations.  Cisco  is 


looking  to  make  that  possible  as 
well. 

Sneak  preview 

Unofficially  announced  at 
Cisco’s  analyst  conference  this 
month,  a  new  content  module 
soon  will  be  available  that  will  fit 
into  a  single  slot  on  Cisco  routers, 
letting  content  be  pushed  from  a 
central  site  over  a  WAN  to  a  20G 
or  40G  byte  SCSI  hard  drive  on 
the  modules.  The  modules  are 
aimed  at  letting  customers  com¬ 
bine  two  boxes  into  one  at 


IBM  to  service  VoIP  users 


■  BY  PHIL  HOCHMUTH 

ARMONK,  N.Y  —  IBM  Global 
Services  last  week  announced 
services  for  companies  that  want 
to  converge  their  voice  and  data 
applications  onto  IP  networks  but 
don’t  have  the  expertise  in-house. 

The  offerings  range  from  net¬ 
work  assessment  to  installation, 
system  “tuning”  and  remote 
management. 

IBM  says  replacing  a  traditional 
PBX  network  with  IP  telephony 
could  save  companies  20%  to 
30%  per  year  on  system  mainte¬ 
nance  and  management. 

Along  with  its  consulting,  IBM 
Global  Services  w  ill  resell  Avaya’s 
Eclips  gear  and  Cisco’s 
Architecture  for  Voice  Video  and 
Integrated  Data  convergence 
productsdn  addition  to  the  in¬ 
stallation  of  voice-ovei-IP  (VblP) 
gateways,  IP  phones  and  PBXs 
farm  these  vendors.  IBM  says  it 
can  integrate  applications,  such 


as  CRM  systems,  onto  converged 
IP  networks.  Migration  plans  for 
switching  from  existing  enter- 


VolP  variety 

Some  of  the  VoIP  consult¬ 
ing,  integration  and  man¬ 
agement  services  IBM 
offers  include: 

Network  assesment: 

Examining  LANs  and  WANs  to 
ensure  they  can  support  VoIP. 

Installation: 

Rollout  of  IP  PBXs,  phones 
and  gateways,  from  blue¬ 
prints  based  on  consulting 
and  architecture  planning. 

Network  monitoring: 

IBM  will  monitor  IP  telephony 
gear. 


prise  phone  networks,  whether 
they  be  PBX-  or  Centrex-based, 
also  are  available. 

Bolstering  IBM’s  VoIP  profes¬ 
sional  services  is  the  expertise 
the  company  obtained  through 
its  acquisition  earlier  this  year  of 
PricewaterhouseCoopers’  con¬ 
sulting  arm. 

A  management  offering  is  avail¬ 
able  from  IBM,  through  which  the 
company  will  manage  a  compa¬ 
ny’s  VoIP  network  once  deployed. 
This  involves  secure  remote  mon¬ 
itoring  over  private  AT&T  WAN 
connections,  and  remote  system 
management  and  configuration. 

According  to  IBM,  its  services 
group  also  is  planning  to  offer  IP 
telephony  as  a  completely  out¬ 
sourced  service,  possibly  by  mid- 
2003.  In  this  model,  IBM  would 
host  IP  PBX  and  gateway  equip¬ 
ment  in  facilities  used  by  its  host¬ 
ing  business.  IP  phones,  gateways 
and  routers  would  be  at  the  cus¬ 
tomer  premises.  ■ 


remote  sites,  which  could  reduce 
the  number  of  devices  that  cus¬ 
tomers  have  to  manage,  save  on 
power  consumption  and  wiring 
rack  space. 

“Less  equipment  to  manage  on 
our  edges  is  a  huge  value  to  us,” 
Conti  says. 

In  addition  to  content  caching 
and  streaming,  the  module  can 
provide  HTTP  caching  for  local 
access  to  frequently  used  Web 
sites,  keeping  loads  of  traffic  off 
the  backbone. 

The  Content  Engine  Network 
Module  uses  its  own  self-con¬ 
tained  processor  and  RAM,  so 
router  performance  is  unaffected, 
the  company  says.  The  module 
communicates  with  the  router  via 
an  internal  Fast  Ethernet  inter¬ 
face.  An  10S  software  upgrade  to 
the  router  also  lets  the  module  be 
managed  along  with  the  router, 
and  other  service  modules  on  the 
box  through  a  single  command¬ 
line  interface.The  device  also  can 
work  with  ACNS  software  and 
hardware  (such  as  the  Content 
Distribution  Manager)  for  sched¬ 
uling  delivery  of  content  over  a 
WAN. 

Cisco’s  ECDN  gear  competes 
with  products  such  as  F5  Net¬ 
works’  BiglP  caching  and  con¬ 
tent  devices. The  Content  Engine 
Network  Module  with  a  20G-byte 
hard  drive  is  available  now  for 
$3,900,  and  a  40G-byte  version 
costs  $4,500.  ■ 
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The  Hard  Rock  Cafe  has  deployed  a  Cisco-based  content  delivery  system  to  quickly  deliver 
digital  video  to  90  of  its  sites  worldwide. 


Video  music  content  stored  on  servers  at  a  central  site  is 
distributed  to  90  Hard  Rock  Cafe  casinos,  hotels  and  restaur¬ 
ants  worldwide  over  a  128K  bit/sec  WAN  during  off  hours. 
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Video  content  is  stored  locally  on  a  Cisco  2600  router 
outfitted  with  a  Content  Engine  Network  Module. 
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90  Hard  Rock  Cafe  locations 


Music  videos  are  streamed  from  the  caching  device 
through  a  video  distribution  system  and  onto  digital 
video  kiosks  at  speeds  higher  than  300K  bit/sec. 
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CA  targets  security  management 

Latest  package  promises  to  help  companies  manage  a  wider  variety  of  product  types. 


Security  monitor 


Computer  Associates’  eTrust  Security  Command  Center 
will  include  software  for  overseeing  antivirus,  intrusion- 
detection  and  other  security  systems. 


The  Threat  Management  view 
provides  the  manager  with 
information  on  virus  activity 
and  access  control. 


■  BY  ELLEN  MESSMER 

NEW  YORK  —  Computer 
Associates  is  readying  what 
could  be  among  the  most 
comprehensive  product  suites 
in  the  emerging  security  infor¬ 
mation  management  market. 

The  first  two  parts  of  that 
suite,  which  is  dubbed  the 
eTrust  Security  Command 
Center,  include  a  pac¬ 
kage  for  overseeing 
multivendor  intru¬ 
sion-detection  sys¬ 
tems  (IDS)  and  fire¬ 
walls,  and  another 
for  managing  host- 
based  access-control,  antivirus 
and  content-filtering  systems. 

Beta-test  versions  of  the  soft¬ 
ware,  which  will  run  on 
Windows  2000  and  XR  are 
scheduled  for  release  around 
February  according  to  Simon 
Ferry,  CAs  vice  president  of  security  strategy 

Like  other  SIM  offerings,  CAs  products 
would  be  aimed  at  providing  customers 
with  centralized  control  and  reporting  of 
multivendor  security  products  across  a 
company  to  achieve  event  correlation 
and  eliminate  the  use  of  a  large  number 
of  consoles.  Where  CA’s  approach  to  SIM 
appears  to  differ  from  that  of  most  other 
vendors  is  that  it  is  looking  to  help  com¬ 
panies  manage  a  wider  variety  of  prod¬ 
uct  types. 

“This  is  the  first  time  were  doing  inte¬ 
grated  security  management,”  Perry  says. 


Rather  than  using  an  overarching  secur¬ 
ity  management  platform,  CA  is  building 
individual  but  compatible  SIM  products 
because  of  the  way  large  customers  tend 
to  delegate  security  management  in  their 
organizations,  Perry  says. 

CA  also  will  rely  on  its  UniCenter  net¬ 
work,  systems  management  platform  and  a 
security  product  called  eTrust  Audit  to  cre¬ 
ate  the  foundation  for  the  eTrust  Security 
Command  Center. 

Like  other  vendors  that  have  jumped  into 
SIM,  including  Symantec,  Check  Point  Soft¬ 
ware,  Internet  Security  Systems  and  a 


handful  of  start-ups,  CA  will 
require  customers  to  deploy 
special  agent  software  called 
collectors  on  desktops  or  se¬ 
curity  devices  to  feed  event 
information  to  a  centralized 
console  for  correlation. 

The  company  is  writing  col¬ 
lectors  for  antivirus  systems, 
access-control  software,  IDS 
and  firewalls  from  vendors 
that  include  Check  Point, 
Cisco,  IBM,  Network  Assoc¬ 
iates  and  Symantec.  CA  will 
build  more  for  other  products 
based  on  customer  interest. 

Perry,  who  declined  to  spec¬ 
ify  when  the  new  products 
would  ship  or  how  much 
they  would  cost,  says  CA 
doesn’t  want  to  ship  the  SIM 
products  until  at  least  six 
companies  have  rigorously 
stress-tested  them. 

Although  few  corporations 
have  deployed  SIM,  the  idea  has  appeal, 
especially  for  large  organizations  seeking 
to  establish  a  single  security  policy 
“We  have  a  desire  to  centralize  on  auth¬ 
entications  and  permissions  for  the  Web, 
[Lotus]  Notes  and  mainframe,  for  exam¬ 
ple,”  says  Karl  Wagner,  director  of  global 
networking  and  telecommunications  at 
PricewaterhouseCoopers,  which  has  of¬ 
fices  in  more  than  140  countries. 

But  even  with  new  tools,  he  says  he 
expects  companies  trying  to  establish  cen¬ 
tralized  security  systems  to  run  into  many 
legal  and  day-to-day  business  obstacles.* 


kk  When  you  bring  a  new  product  in-house,  it  would  be 
nice  to  have  a  package  deal  that  would  allow  you  to  get 
the  product  up  and  running  quickly  with  a  modicum  of 
design,  training,  mentoring  and  installation  assistance.  1 1 

Jim  Farmer 

Manager  of  systems  administration  and  telecommunications,  Superior  Essex 


CA 

continued  from  page  1 

Noel,  principal  at  consulting  firm  JNoel 
Research. 

To  help  the  company  refocus  for  the 
new  year,  we’ve  polled  CA  customers  and 
watchers  to  find  out  where  they  would 
most  like  to  see  the  26-year-old  software 
giant  put  its  efforts. 

Licensing. 

Rater  Farquharson,  manager  of 
■  technology  integration  for  the 
city  of  Saskatoon  in  Saskatchewan,  wants 
to  see  CA  develop  a  better  pricing  model 
and  licensing  structure  for  customers  look¬ 
ing  to  consolidate  servers. 

"Were  trying  to  consolidate  onto  fewer 
servers  but  are  forced  to  pay  high  prices 
based  on  the  processor  size  regardless  of 
the  number  of  users,”  he  says. 

Farquharson  says  he  also  wishes  CA 
would  change  the  way  it  prices  software 
for  Microsoft  clusters.  With  two-node  clus¬ 
ters,  both  nodes  require  CA  licenses  even 
though  only  one  is  in  use  at  any  time,  he 
says.  It  would  be  fairer  to  charge  for  just 


one  node,  he  says. 

Jim  Farmer,  manager  of  systems  admin¬ 
istration  and  telecommunications  for 
cable  manufacturer  Superior  Essex  in 
Brownwood,  Texas,  calls  CAs  licensing 
schemes  “troublesome.”  At  times,  it  has 
taken  as  long  as  a  month  to  purchase  a 
valid  license  for  CA  software.  He  would 
like  to  see  the  company  streamline  the 
licensing  process,  perhaps  by  creating  an 
online  licensing  service  or  system. 

Farmer  also  finds  having  to  separately 
buy  Unicenter  and  the  agents  it  uses  to 
manage  infrastructure  components  to  be 
unnecessary.  “Unicenter  should  have  the 
operating  system  agents  bundled  in”  as 
opposed  to  licensing  them  per  server,  he 


says.“This  would  get  you  out  and  touching 
lots  of  machines.” 

CA  changed  its  licensing  model  two 
years  ago  to  let  customers  purchase  soft¬ 
ware  on  a  month-to-month  basis  and 
change  contracts  when  their  business 
needs  changed.  And  the  company  in  2001 
started  offering  its  Unicenter  management 
product  in  smaller  chunks  to  address  spe¬ 
cific  needs,  but  customers  want  to  see 
more  give  in  the  company’s  software 
licensing. 

“Charge  for  agents  for  Exchange, 
Ingres,  Oracle  and  other  specialty  pack¬ 
ages,  but  give  us  the  infrastructure,” 
Farmer  adds. 


See  CA,  page  17 
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II  Having  technical  [customer  relations  managers]  that 
will  help  customers  leverage  licensed  products  will  go  a 
long  way  in  showing  that  CA  is  not  just  interested  in  the 
bottom  line.  9  9 

Ben  Ettlinger 

President,  New  York  Enterprise  Modeling  User  Group 
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Microsoft. 

Ben  Ettlinger,  president  of  the 

■  New  York  Enterprise  Modeling 
User  Group, says  he  hopes  CA  will  help  its 
customers  implement  and  get  the  most 
out  of  their  Microsoft  .Net  products. 

“Aside  from  trying  to  clearly  understand 
what  .Net  is  all  about,  IT  departments  want 
to  leverage  the  products  they  already 
license  and  see  how  CAs  other  offerings 
will  help  with  .Net,”  Ettlinger  says. 

While  CA  is  a  Microsoft  partner,  consul¬ 
tant  Noel  agrees  that  CA  needs  to  focus  on 
technologies  such  as  .Net  and  Java  2 
Platform  Enterprise  Edition. 

“As  those  application  and  Web  services 
environments  get  more  complex,  todays 
application  management  solutions  will 
break,  and  a  new  approach  will  be 
needed,”  she  says. 

Farquharson  agrees  CA  should  tie  itself 
closer  to  Microsoft,  not  only  to  get  a  better 
handle  on  newer  technologies  such  as 
.Net,  but  also  to  ease  customer  deploy¬ 
ments  of  other  Microsoft  tools.  Changes  in 
Microsoft’s  SQL  Server  7.0  threw  Far¬ 
quharson  s  CA  software  for  a  loop,  he  says. 

“CAs  implementation  had  some  issues” 
with  how  SQL  Server  communicated  with 
the  software,  he  says.  And  his  staff  actually 
learned  the  fix  from  Microsoft  technical 
help  and  passed  it  along  to  CAs  support 
staff  for  future  reference. 

Customer  service. 

While  CA  has  spent  the  better 

■  part  of  the  past  18  months  trying 
to  drive  home  its  customer  service  mes¬ 
sage,  the  fruits  of  that  labor  have  yet  to  be 
enjoyed  by  all  its  clients. 

Take  Simon  Samaha,vice  president  of  IT 
and  CIO  at  Cooper  Health  System  in 
Camden,  N.J.  He  would  like  CA  to  improve 
upon  its  customer  relations,  at  least  in  its 
mainframe  division. 

“Their  noise  about  customer  service  is 
nothing  but  noise,”  Samaha  says.  “It  was 
disappointing  to  see  that  what  everyone 
complains  about  is  actually  true, at  least  in 
the  [mainframe]  division.” 

Samaha  says  a  CA  mainframe  sales  rep¬ 
resentative  refused  to  negotiate  a  price  and 
offered  only  one  licensing  agreement: 
“either  prepay  and  overpay  if  I  undersize  or 
pay  a  penalty  if  I  overgrow"  He  says  he 
would  have  preferred  further  discussion 
and  less  pressure.  Samaha  wishes  for  CA 


Correction 


■  The  story  “EMC  touts  SAN  box  as  bar- 
I  gain"  (Dec.  9,  page  1)  incorrectly  de- 
|  scribed  the  EMC  Celerra  NS600.  The  new 
\  product  is  a  rack-mountable  network- 
\  attached  storage  server.  Also,  the  price  of 
|  the  OnCourse  management  console,  which 
1  works  with  EMC's  NAS  systems,  was  omit- 
[  ted.  It  costs  S30.000. 


would  “be  serious  about  changing  culture 
and  customer  management.” 

For  its  part,  CA  established  its  Client 
Relations  Organization  (CRO)  earlier  this 
year  and  dedicated  500  people  to  the  task 
of  addressing  customer  needs.  Stephen 
Richards,  executive  vice  president  and 
general  manager  at  CA,  says  his  company 
still  sees  a  “healthy  ‘prove  it  to  me’  atti¬ 
tude”  from  customers. 

“We  are  working  to  dramatically  change 
our  relationship  with  customers,”  he  says. 
“And  bit  by  bit,  we’re  proving  we’re  serious 
about  doing  the  right  things.” 

Technical  support. 

Customers  Ettlinger  and  Farmer 
I  want  to  see  CA  put  more  time 
into  technical  support. 

Ettlinger  applauds  CA  for  launching  the 
CRO,  but  he’d  like  to  see  the  company  take 
its  customer  directive  further. 

“Having  technical  [customer  relations 
managers]  that  will  help  customers  lever¬ 
age  licensed  products  will  go  a  long  way 
in  showing  that  CA  is  not  just  interested  in 
the  bottom  line,  but  also  interested  in  the 
welfare  of  its  software  licensees,”  he  says. 

Farmer  wants  to  see  CA  completely  do 
away  with  its  management  framework 
mentality  and  offer  a  “quick-start  program.” 

“When  you  bring  a  new  product  in- 
house,  it  would  be  nice  to  have  a  pack¬ 
aged  deal  that  would  allow  you  to  get  the 
product  up  and  running  quickly  with  a 
modicum  of  design,  training,  mentoring 
and  installation  assistance,”  he  says. 

More  intelligence. 

Farquharson  also  wants  CA  to 
I  delve  further  into  content  man¬ 
agement  and  filtering.  The  company’s 
intelligent  software  agents,  or  Neugents, 
can  search  through  data  sources  to  find 
patterns  of  activity  and  predict  outcomes. 
But  he  would  like  CA  to  produce  a 
Neugent  that  also  “would  recognize  spam 
mail  and  pornography!’ 

“I’m  not  talking  about  a  traditional  list  of 
bad  Web  sites  and  spam  mailers,”  he  says. 
“I  mean  pattern  recognition  and  adaptive 
learning.” 

CA  might  want  to  look  further  into  part¬ 
nering  with  hardware  vendors  to  add  more 
intelligent  tools  to  its  portfolio,  says  Jean- 
Pierre  Garbani,  a  research  director  with 
Giga  Information  Group.  Garbani  says  he 
hopes  “CA  seeks  an  alliance  with  a  major 
hardware  manufacturer  to  balance  the 
IBM  Tivoli  and  Hewlett-Packard  OpenView 
unfair  advantage  when  it  comes  to  auto¬ 
nomic  and  utility  computing." 

While  IBM  and  HP  each  have  a  hard¬ 
ware  component  in  their  automated  man¬ 


agement  tools,  CAs  Richards  says  CA  will 
support  the  emerging  intelligent  infra¬ 
structure  differently  “We  plan  to  integrate 
our  tools  with  the  information  side  of  the 
business.  And  we’d  most  likely  be  sitting 
on  top  of  something  like  IBM’s  utility- 
based  model,”  he  says. 

Storage  management. 

Customers  also  are  looking  to 

■  CA  for  storage  management 
expertise. 

“I’d  like  to  see  them  put  hierarchical 
storage  management  in  the  mainstream,” 
Farquharson  says.  He  explains  that  while 
CA  has  software  that  monitors  storage  and 
offers  a  portal  to  view  storage  resources, 
and  that  Microsoft  addresses  storage  man¬ 
agement  with  some  operating  system  fea¬ 
tures,  he  has  yet  to  see  a  complete  prod¬ 
uct  that  is  easy  to  maintain  and  upgrade. 

“It  seems  that  too  many  companies,  both 
end  users  and  vendors,  have  given  up  on 
managing  storage  and  are  quite  happy  to 
simply  add  more,  which  fuels  the  back-up 
management  issues,”  he  says. 

CA  officials  insist  the  company  has  not 
given  up  on  storage  management  at  all. 
Last  year,  the  company  created  its  Bright- 
Stor  brand  and  pulled  all  its  storage  man¬ 
agement  software  and  tools  into  one 
product  portfolio. 

Security. 

Analyst  Noel  says  CA  needs  to 

■  better  integrate  its  network  and 
security  management  technologies. 

“Network  traffic  management  now  has  a 
heavy  denial-of-service  and  encryption 
component  to  it,  and  more  security  man¬ 
agers  need  event  correlation  systems,” 
Noel  says. 

CAs  Richards  says  the  company  will 
showcase  its  strength  in  the  security  market 
in  2003.  “The  market  perception  that  com¬ 
panies  such  as  Symantec  are  the  leading 
providers  of  enterprise  security  is  not  what 
we  like  to  see,”  he  says.  “We  are  making  a 
strong  push  in  the  next  12  months  to  make 
it  very  clear  that  we  are  a  security  leader!’ ■ 


More  online! 


Weigh  in  on  what  Computer  Associates  should  focus  on 
by  visiting  our  online  forum. 
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Multilink  frame  relay  might  gain  fans 


■  BY  DENISE  PAPPALARDO 

Getting  the  most  out  of  existing  network 
technologies  is  at  the  forefront  of  just  about 
every  network  executive’s  mind.  For  some, 
multilink  frame  relay  might  be  the  latest 
“old”service  that  fits  the  bill. 

Multilink  frame  relay  lets  users  bond  mul¬ 
tiple  T-l,  1.544M  bit/sec  connections  so 
they  can  incrementally  increase  band¬ 
width  without  migrating  to  a  new  technol¬ 
ogy  or  costly  T-3, 45M  bit/sec,  ports. 

While  the  service  has  been  around  since 
1999  when  the  Frame  Relay  Forum  issued 
its  first  implementation  agreement,  or  spec¬ 
ification,  more  users  are  expected  to  adopt 
the  service  over  the  next  few  years,  accord¬ 
ing  to  analysts.  The  main  drivers  are  the 
economy  a  recently  updated  specification 
from  the  forum  and  the  promise  of  stan¬ 
dard-based  services. 

“The  bad  economy  may  be  good  for  mul¬ 
tilink  frame,”  says  Steve  Taylor,  president  of 
consulting  firm  Distributed  Networking  As¬ 
sociates  and  a  Network  World  columnist. 
“Despite  the  bad  economy,  users  are  still 


dealing  with  traffic  increases.”  To  keep  up 
with  network  demand,  existing  frame  users 
would  rather  keep  their  current  infrastruc¬ 
ture  if  they  can  upgrade  to  higher  speeds 
economically,  he  says. 

Other  analysts  agree. 

“Frame  relay  is  the  most  prevalent  service 
out  there  after  privateline  services,”  says 
Erin  Dunne,  research  director  at  consulting 
firm  Vertical  Systems.  “And  it  isn’t  going 
away  despite  all  of  the  hoopla  about  IP 
VPNs.  Bandwidth  needs  are  increasing, and 
multilink  offers  users  a  good  alternative  to 
T-3  service.” 

Sprint  will  offer  its  frame  customers  a 
fully  compliant  multilink  service  based  on 
the  forum’s  FRF  16.1  specification  next 
year,  says  Larry  DeNayer,  manager  of  frame 
relay  products. 

Sprint  has  offered  a  proprietary  service 
since  1998,  but  the  standard-based  version 
is  expected  to  bring  two  primary  benefits. 
Customers  could  deploy  any  FRF  16. 1 -com¬ 
pliant  vendor  device  at  their  site,  and  it  will 
allow  Sprint  to  free  up  considerable  net¬ 
work  resources,  DeNayer  says. 


The  carrier  offers  a  service  that  is  based 
on  Quick  Eagle  devices, which  are  required 
at  every  multilink  location.The  new  service 
will  eliminate  that  chokehold,  letting  cus¬ 
tomers  use  routers  and  devices  they 
already  own. 

Sprint  supports  its  proprietary  service  by 
deploying  a  multiplexer  that  sits  in  front  of 
its  Nortel  Passport  15000  multiservice 
switches.That  multiplexer  uses  up  an  entire 
slot  on  the  Passport  for  every  multilink  cus¬ 
tomer  using  up  to  eight  T-ls.The  standard- 
based  service  will  eliminate  the  need  for 
the  multiplexer  and  will  let  Sprint  support 
up  to  128T-ls  per  slot,  compared  with  eight 
with  its  proprietary  version. 

“That’s  a  significant  difference,”  DeNayer 
says.  He  says  the  upgrade  will  simplify  net¬ 
work  support  and  reduce  costs  that  could 
trickle  down  to  customers  in  the  form  of 
lower  service  rates. 

AT&T  and  WorldCom  traditional  frame 
relay  customers  are  not  likely  to  see  a  stan¬ 
dard-based  service  any  time  soon. 

WorldCom  is  offering  its  IP  customers  a 
multilink  T-l  service  that  is  based  on  the 


forum’s  FRF  16.1  specification,  which  was 
ratified  in  1999.  While  it  is  an  IP-only  ser¬ 
vice,  it  runs  over  WorldCom’s  UUNET  net¬ 
work  that  uses  frame  relay  at  its  core.  While 
analysts  think  this  is  a  smart  move  and 
gives  multilink  frame  wider  appeal,  tradi¬ 
tional  frame  users  are  still  left  with  a  pro¬ 
prietary  offer. 

WorldCom’s  NxT-1  service  is  based  on 
Quick  Eagle  technology,  as  well  as  Lars- 
com  gear. 

AT&T  customers  do  not  have  a  multilink 
frame  relay  option.  Frame  customers  who 
want  to  increase  bandwidth  beyond  T-l 
have  two  choices:  They  can  opt  for  AT&T’s 
ATM  Inverse  Multiplexing  service  that  lets 
users  bond  multiple  T-l  ATM  connections, 
or  they  can  buy  a  dedicated  T-3  port. 

But  a  T-3  port  can  cost  up  to  10  times  as 
much  as  a  T-l  port,  according  to  Sprint. 

Both  WorldCom  and  AT&T  say  they  are 
“investigating”  the  need  for  a  service  based 
on  FRF  16.1. 

Senior  Editor  Tim  Greene  contributed  to 
this  story. 


Tracking  Bluetooth 

Purchases  of  Bluetooth-based  cell  phones  could  spur 
sales  of  computers  with  the  short-range  wireless 
technology  embedded. 

(Worldwide  Bluetooth-enabled  device  shipments  in 
millions  of  units) 


2002 

2003 

2003 

Communications 

Mobile  handsets 

Cordless  headsets 

16.5 

49.9 

186.2 

2.8 

8.3 

23.8 

Computing 

Notebook  PCs 
Desktop  PCs 

PC  accessories 

PDAs 

1.2 

4.1 

15.4 

0.1 

1.8 

15.4 

0.2 

1.8 

7.4 

1.0 

3.4 

10.5 

Other 

Adapters 

Access  points 

0.32 

0.9 

2.9 

0.17 

0.4 

1.4 

SOURCE  ALLIED  BUSINESS  INTELLIGENCE.  OYSTER  BAY.  N  Y. 


Bluetooth 

continued  from  page  1 

than  its  predecessor.  It  also  has  a 
lower  list  price,  $150,  compared 
with  $200  for  the  earlier  model. 

Also,  in  one  of  the  first  enter¬ 
prise-network-level  Bluetooth 
case  studies,  staff  from  United 
Parcel  Service  detailed  for  con¬ 
ference  attendees  their  beta  test¬ 
ing  of  a  Bluetooth-802. 1 1  b  device 
used  by  workers  to  scan  pack¬ 
ages  at  UPS  sorting  hubs. 

“From  what  we’ve  seen,  in  our 
situation  it  works  very  well,”  said 
Guy  Hamblen,  program  manager 
for  UPS’s  global  network  systems. 

The  scanner,  which  slips  over 
two  fingers,  uses  Bluetooth  to 
transfer  scanned  data  to  the 
portable  computer  worn  on  the 
worker’s  belt.  Then  an  802.11b 
wireless  LAN  adapter  carries  the 
data  to  an  access  point,  where  it 
jumps  to  the  UPS  wired  network. 

“We  have  very  high  mainte¬ 
nance  and  support  costs  associ¬ 
ated  with  the  wired  version  of 
this  device,”  Hamblen  said.  “We 
expect  significant  cost  savings 
with  this  new  system.” 

But  it  won’t  happen  soon.  UPS 
plans  another  year  of  testing 
around  the  world. 

"We’ve  learned  to  test  exten¬ 
sively  in  many  geographic  areas, 
in  lots  of  different  conditions, 
such  as  high  humidity,  cold  and 
so  on,”  Hamblen  said. 

Enterprise  pragmatism  seemed 


to  underlie  much  of  the  confer¬ 
ence’s  agenda.  Vendors  and 
members  of  the  Bluetooth  Spe¬ 
cial  Interest  Group  talked  about 
returning  to  the  basics  of  Blue¬ 
tooth’s  original  intent:  a  radio 
link  to  replace  the  cables  that 
interconnect  cell  phones,  head¬ 
sets,  PDAs,  notebook  PCs  and 
other  devices. 

Bluetooth  was  conceived  in  the 
mid-1990s  as  a  way  to  connect 
devices  without  using  cables. 
Bluetooth  specifies  a  maximum 
data  rate  of  768K  bit/sec  over  a 
distance  of  30  feet. 


“At  the  peak  of  the  hype,  some 
people  positioned  Bluetooth  as 
more  of  a  network, ’’said  Malcolm 
Humphrey,  product  line  director 
for  cellular  solutions  at  National 
Semiconductor.“It  doesn’t  have  a 
place  as  a  full-blown  network. 
This  led  to  disillusionment.” 

The  disillusionment  was  fueled 
by  early  Bluetooth  products  that 
didn’t  work  with  each  other. 

“There  was  a  high  degree, an  un¬ 
acceptable  degree,  of  interoper¬ 
ability  problems,”  Humphrey  said. 

This  had  a  bracing  effect  on  the 
industry.  The  Bluetooth  Special 


Interest  Group  refocused  on  Ver¬ 
sion  1.1  of  the  specification,  cor¬ 
recting  many  of  the  problems. 

And  last  week,  Special  Interest 
Group  Executive  Director  Mic¬ 
hael  McCamon  unveiled  the  5- 
Minute  Ready  program  to  make 
it  easier  for  users  to  set  up  prod¬ 
ucts  that  use  the  short-range 
wireless  connection.  The  pro¬ 
gram  includes  implementation 
guides  for  vendors,  reference 
testing  platforms  and  an  interop¬ 
erability  testing  facility  spon¬ 
sored  by  the  group. 

McCamon,  in  a  keynote  presen¬ 
tation,  said  this  interoperability 
push  is  critical  to  widespread  ac¬ 
ceptance  of  Bluetooth.  “If  we 
don’t  do  this,  everything  we’re 
doing  and  everything  we’ve  done 
won’t  mattec’he  said. 

3Com  emphasized  interopera¬ 
bility  and  ease  of  use  in  its  most 
recent  Bluetooth  adapter  cards 
for  notebooks.  Its  latest  satisfied 
customer  might  be  the  wife  of 
Brent  Nixon,  3Com’s  product  line 
manager  for  Bluetooth.  Two 
weeks  ago,  the  couple,  expecting 
twins,  were  in  their  car  when 
Nixon’s  wife  wanted  to  check  her 
eBay  bid  on  a  double  stroller. 

“She  opened  my  notebook, 
which  was  in  ‘sleep’  mode, 
clicked  on  the  [icon],  which 
dialed  in  by  my  General  Packet 
Radio  Service  phone,  and  she 
was  browsing  eBa>f  he  said. 
“Because  it’s  a  [subscriber  identi¬ 
ty  module]  card,  there's  no  user- 


name  and  password  to  type.  It’s 
easier  than  a  standard  laptop 
dial-up  connection." 

Almost  equally  important, is 
Bluetooth’s  coexistence  with  en¬ 
terprise  wireless  LANs.  “The  big¬ 
gest  issue  I  see  is  what  impact 
Bluetooth  will  have  on  802.1  IX 
nets,”  says  Matt  Maupin,  product 
marketing  manager  for  Motorola’s 
Bluetooth  products. 

The  Special  Interest  Group  has 
been  hammering  out  a  tech¬ 
nique  for  “adaptive  frequency 
hopping,”  which  will  be  part  of 
the  Version  1.2  specification,  due 
sometime  in  2003.  With  this  tech¬ 
nique,  a  Bluetooth  radio  will  be 
able  to  detect  potential  interfer¬ 
ence  and  avoid  it,  Maupin  says. 

Stephen  Lawson,  senior  U.S.  cor¬ 
respondent  with  IDG  News  Ser¬ 
vice  in  San  Francisco,  contributed 
to  this  story. 


More  online! 

Our  Cool  Tools  expert.  Keith  Shaw,  is  less 
than  enthusiastic  about  the  Bluetooth 
products  he's  checked  out.  Read  his 
musings  online. 

DocFinder  3541 


I  don’t  want  to 

work  harder.  I  want 

to  work  smarter. 


The  AMD  Athlon™  XP  processor  is  fast.  Very  fast.  And  fortunately,  speed  is 
just  the  beginning.  This  processor  is  about  more  than  just  megahertz.  Its  unique  design 
results  in  more  work  per  clock  tick,  giving  your  computers  a  more  efficient  way  to  work, 
and  your  people,  a  smarter  way  to  work.  Think  of  it  as  true  performance.  It’s  just  one 
more  way  AMD  designs  and  builds  processors  with  your  IT  needs  in  mind.  We  always 
have.  We  always  will.  To  learn  more  about  AMD’s  true  performance,  visit  www.amd.com 
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When  Toyota  launched  a  series  of  online  marketing  initiatives  to  promote  new  vehicles,  consumer 
traffic  to  its-sites  began  to  multiply.  To  meet  the  needs  of  its  growing  audiences  without  over-provisioning 
its  network*  Toyota  turned  to  Akamai.  Our  distributed  content  delivery  approach  helps  Toyota  maintain 
top  site  performance.  By  extending  its  infrastructure  to  the  edge— closer  to  customers— Toyota  gains 
efficient,  reliable  delivery  of  highly  interactive  information,  such  as  sales  and  marketing  campaigns, 
while  maintaining  control  and  significantly  reducing  infrastructure  costs. 
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Open  source  packs  free  IP  telephony 


■  BY  PHIL  HOCHMUTH 

Open  source  IP  telephony  software  pack¬ 
ages  are  helping  users  move  away  from  the 
traditional  world  of  proprietary  office 
phone  systems,  PBXs  with  closed  operating 
systems  and  expensive  specialty  compo¬ 
nents. 

Users  also  are  taking  advantage  of  Linux 


■  Lefthand  Networks  last  week 
launched  software  that  lets  cus¬ 
tomers  build  IP-based  storage-area 
networks  using  the  company's  Net¬ 
work  Storage  Modules.  Called  the 
Distributed  Storage  Matrix,  the 
software  interconnects  NSMs  resid¬ 
ing  on  a  Gigabit  Ethernet  network  so 
that  they  can  be  clustered  among 
each  or  replicated  for  high  availability, 
and  so  the  data  stored  on  them  can 
be  grouped  into  a  common  pool  of 
storage  between  devices.  NSMs  con¬ 
sist  of  an  appliance  with  storage 
capacity  ranging  from  160G  to  480G 
bytes  that  handle  file-  or  block-level 
data.  DSM  is  available  now  starting  at 
$15,000,  including  one  NSM. 
www.lefthand.com 

■  Novell  and  EMC  last  week 
launched  a  software/hardware 
package  that  lets  users  back  up  their 
laptops  and  desktop  computers  over 
an  IP  network  from  any  location.  The 
package  consists  of  a  variety  of  prod¬ 
ucts  including  Novell's  iFolder,  EMC’s 
Symmetrix  arrays  and  the  company's 
Clariion  network  storage  systems. 
Novell’s  iFolder  synchronizes  files 
across  networks,  backing  up  files  to 
an  iFolder  server  on  the  corporate 
network  and  from  there  to  an  EMC 
storage  system.  Conversely,  because 
a  user’s  files  are  stored  on  the  EMC 
storage  system,  they  can  be  retrieved 
from  any  computer  that  has  a  Web 
browser.  Novell's  iFolder  runs  on  Linux, 
Solaris,  Windows  NT/2000  and 
NetWare.  Novell’s  iFolder  costs  $49 
per  user,  www.novell.com; 
www.emc.com 


for  running  IP  voice.  Observers  say  open 
source  telephony  software  packages  — 
many  as  good  as  commercial  products  — 
are  further  opening  the  world  of  packe- 
tized  voice. 

The  open  source  Linux  platform  is  a 
growing  part  of  the  computer  telephony 
infrastructure  at  Sitel  Worldwide,  an 
Omaha,  Neb., a  company  that  runs  call  cen¬ 
ter  operations  for  customers  such  as  Cox 
Communications,  Verizon  and  Mitsubishi 
Motors.  Sitel  has  deployed  Linux  servers 
running  the  company’s  call  center  applica¬ 
tion  and  database  to  more  than  20  of  its 
call  center  sites  worldwide. 

The  Dell  PowerEdge  2650  servers,  which 
run  a  Red  Hat  Linux  and  an  Oracle 
Enterprise  Server  database,  interact  with 
Nortel  circuit-switched  PBX  systems  at  the 
sites,  providing  call  center  applications 
such  as  “screen-pops"  or  windows  with  cus¬ 
tomer  information  brought  up  through 
caller  ID  technology. 

Scott  Clark,  director  of  systems  at  Sitel, 
says  he  is  pleased  with  the  stability  of  Linux 
in  the  company’s  call  centers,  especially 
because  many  sites  are  in  far-flung  loca¬ 
tions  with  no  onsite  technical  support. 

Unlike  Web,  file  or  print  servers  —  the  tra¬ 
ditional  role  of  Linux  in  many  companies 
—  Sitel’s  Linux  boxes  are  running  an  appli¬ 
cation  that  operates  in  real-time  with  the 
company’s  call-routing  infrastructure, 
which  requires  zero  downtime. 

“The  [Linux]  servers  are  rock-solid,  and 
you  don’t  have  to  mess  with  them,”  once 
they’re  deployed,  he  says. 

Sitel  uses  several  IBM  RS/6000  servers 
running  AIX  in  its  central  data  center,  but 
Clark  found  that  distributing  RS/6000  ser¬ 
vers  to  all  its  call  centers  would  be  cost- 
prohibitive.  With  Linux  he  says  he  saved 
about  $9,000  per  server  as  opposed  to 
using  1BM/AIX  boxes. 

Sitel  also  uses  Red  Hat  Linux  servers  to 
run  its  call-recording  application,  a  pack¬ 
age  called  TantaComm  Dart, which  records 
customer  service  calls  for  Sitel’s  credit  card 
and  banking  customers,  and  stores  the 
data  for  seven  years  —  a  requirement  by 
law  for  those  industries. 

For  users  comfortable  with  open  source 
software  and  have  a  do-it-yourself  mindset, 
there  are  many  options  for  deploying 
Linux  and  other  types  of  free  software  in  a 
voice-over-IP  (VoIP)  or  computer  tele¬ 
phony  environment. 

Two  open  source  software  packages 
that  provide  Session  Initiation  Protocol 
(SIP)  and  H.323  protocol  gateway  sup¬ 


port  are  available  for  free  from  Vovida  and 
Columbia  University’s  computer  science 
department. 

Vovida, a  company  that  Cisco  acquired  in 
2000,  offers  a  Linux-based  telephony  server 
that  can  provide  protocol  translation  for 
H.323,  Media  Gateway  Control  Protocol 
and  SIP  and  a  SIP  proxy  and  conferencing 
server. 

A  free  SIP-H.323  gateway  is  available 
from  Columbia’s  Web  site.  The  software 
translates  traffic  among  devices  using 
these  two  protocols,  allowing  SIP-  and 
H.323-based  phones  switches  to  live  on 
the  same  network. 

Both  software  packages  have  been  tested 
and  deployed  at  Menlo  College  in  Ather¬ 
ton,  Calif.,  which  uses  a  mix  of  Cisco  Call- 
Manager  IP  PBXs,  Cisco  phones,  other  ven¬ 
dors’  SIP  phones  and  SIP-enabled  PCs 
around  its  campus. 

Patrick  Olson,  formerly  the  CIO  at  Menlo 
College,  who  oversaw  the  VoIP  technology 
installation  at  the  school,  says  the  open 
source  SIP  software  from  Columbia  was  a 
good  complement  to  the  network. 

“I  liked  [Columbia’s  SIP-H.323  gateway] 
best,”  Olson  says.  “The  Cisco  CallManager 
keeps  track  of  all  the  telephone  numbers, 
and  you  simply  add  each  SIP  phone  as  an 
H.323  phone  in  the  CallManager  and  let 
the  gateway  connect  the  phone  to  the  Call- 
Manager.  The  signaling  gateway  takes  care 
of  [SIP]  registration.” 

Olson  says  this  lets  SIP  products  from 
third-party  vendors  such  as  Pingtel,  be  de¬ 
ployed  on  the  CallManagers,  which  do  not 

See  Open  source,  page  22 


■  BY  TIM  GREENE 

CUPERTINO,  CALIF—  Packeteer  is  intro¬ 
ducing  a  scaled-back  version  of  its 
PacketShaper  appliance  for  customers 
who  want  to  monitor  applications  on  their 
networks  but  don’t  want  to  spend  the 
money  for  the  full-blown  software  package 
that  would  let  them  prioritize  traffic. 

The  appliance,  called  PacketSeeker,  is 
based  on  the  same  hardware  as  Packet- 
Shaper,  but  comes  with  PacketShaper’s  traf¬ 
fic-shaping  software  turned  off.  If  users  later 
decide  they  want  to  use  the  traffic-shaping 
capabilities,  they  can  buy  a  software 
license  and  key  to  turn  it  on. 

PacketSeeker  and  PacketShaper  devices 


Free  VoIP 

Some  open  source  projects  for 
Linux-based  IP  telephony  servers. 


Bayonne 

A  Linux-based  telecommunications 
application  server  of  the  GNU  project 
for  developing  telephony  applications 
such  as  voice  mail  and  1VR  systems. 
http://bayonne.sourceforge.net/ 

SIP-H.323  Signaling  Gateway 

Developed  at  Columbia  University, 
the  gateway  maps  SIP  and  H.323 
addresses  to  each  other,  letting 
devices  supporting  these  protocols 
work  on  the  same  network. 
www.cs.columbia.edu/%7Ekns10/res 
earch/gw/ 

0penH323  Project 

An  open  source  project  that  has 
developed  a  variety  of  H.323-based 
telephony  applications  for  Linux,  such 
as  a  H.323/public  switched  telephone 
network  gateway,  H.323  softphone  and 
a  conferencing  server. 
www.openh323.org 

Vovida 

An  open  source  effort  responsible  for 
VOCAL,  a  Linux-based  telephony 
server  that  can  provide  H.323,  MGCP 
and  SIP  protocol  mapping,  and  a  SIP 
proxy  and  conferencing  server.  Also 
runs  on  Windows,  Solaris  and 
FreeBSD  servers. 
www.vovida.org 


are  placed  in  customer  networks  in-line 
with  traffic  headed  for  WAN  links.  These 
connections  generally  have  lower  band¬ 
width  than  the  LAN  and  therefore  can  suf¬ 
fer  congestion.  Traffic  might  experience 
delay  and  packet  loss  as  it  goes  through 
this  choke  point. 

By  using  the  monitoring  and  reporting 
capabilities  of  PacketSeeker,  customers  can 
discover  what  applications  use  the  most 
bandwidth  and  adjust  their  use  to  keep  ihe 
WAN  connection  open  to  the  most  impor 
tant  applications.  By  keeping  bandwidth 
hogging  applications  under  control,  users 
can  help  keep  down  the  size  and  cos*  or 
WAN  connections,  Packeteer  says 

See  Packeteer,  pago 


Packeteer  lowers  policy  device  price 
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WIRED 

WINDOWS 

Dave 

Kearns 


How  time  does  fly  —  the  end  of  anoth¬ 
er  year  of  Wired  Windows,  so  that 
means  its  time  to  look  at  the  predic¬ 
tions  I  made  last  December  (www.nwfu 
sion.com,  DocFinder  3527)  and  see  if  time 
and  events  proved  me  right  or  wrong.There 
were  four  predictions,  and  there  might  be 
some  disagreement  on  one  or  two  as  to 
whether  1  was  right  or  not,  so  let’s  get  the 
easy  ones  out  of  the  way  first: 

•  “Carly  Fiorina  will  carry  the  Hewlett- 
Packard  board  with  her  to  complete  the 
acquisition  of  Compaq.”This  was  out-on-a- 
limb  stuff  a  year  ago,  but  I  was  right  on  the 
money  Plus  1 . 


The  Nostradamus  of  Networks? 


•  “Linux  servers  will  continue  to  eat  into 
Windows’  market  share  while  Windows 
inches  up  its  dominance  of  the  desktop.” 
Linux  did  increase  market  share,  while  Win¬ 
dows  servers  dropped  marginally  (most  of 
Linux’s  growth  still  comes  at  the  expense  of 
Unix).  But  the  desktop  market  stayed  rela¬ 
tively  flat.  Not  a  home  run,  but  perhaps  a 
triple.  Plus  .75  for  me. 

•  “Microsoft  will  have  to  ‘go  public’  with 
the  specification  for  .Net  MyServices, allow¬ 
ing  third  parties  full,  free  access  to  the  tech- 
nology’While  all  of  the  specification  hasn’t 
been  published,  a  look  at  this  slide  show 
(DocFinder:  3528)  tutorial  presentation 
certainly  shows  how  much  the  formerly 
closed  “Hailstorm"  technology  has  been 
opened  up.  Looks  like  another  three-bag¬ 
ger  to  me.  Plus  .75. 

•  Finally,  I  predicted  that  Novell  would 
continue  to  ignore  NetWare  in  its  marketing 
as  it  scrambled  after  the  elusive  Web  ser¬ 
vices  market  —  and  might  even  be 


acquired  before  year-end.  NetWare  is  still 
ignored,  but  acquisition  still  seems  far  away 
Maybe  half  right  on  this,  I’ll  take  a  plus  .5. 

That’s  a  solid  3.0  out  of  4.0.  Don’t  ask  me 
to  predict  sports  or  elections,  but  if  you 
want  to  call  me  the  Nostradamus  of  the 
Networks,  I  wouldn’t  object. 

But  let’s  look  at  the  coming  year  —  what 
lies  ahead  in  the  world  of  networking? 

1  .At  the  end  of  2003,  Microsoft  still  will  be 
in  court  fighting  the  antitrust  suit. 

2.  Microsoft  Office  will  begin  to  lose  out 
to  Web-based  productivity  packages 
offered  as  subscription  services. 

3.  The  release  of  Windows  .Net  Server 
2003  will  spur  an  increase  in  Linux- 
based  servers  as  customers  scramble  to 
use  the  hardware  in  which  they’ve  al¬ 
ready  invested. 

4.  Identity  management  emerges  as  the 
overwhelming  security  concern  for  net¬ 
works  and  online  services. 

Happy  New  Year! 


Kearns,  a  former  network  administrator, 
is  a  freelance  writer  and  consultant  in 
Silicon  Valley.  He  can  be  reached  at 
wired@vquill.  com. 


Tip  of  the  Week 


Buy  yourself  a  holiday  pre¬ 
sent,  or  suggest  it  to 
someone  who's  buying  one 
for  you.  Sonic  Mobility's 
Sonic  Admin  for  Pocket  PC 
or  Research  In  Motion's 
BlackBerry —  network 
administration  in  the  palm 
of  your  hand.  Check  it  out  at 
www.sonicmobility.com,  and 
see  how  it  can  make  your 
life  a  bit  easier. 


Sun’s  blade  servers  to  get  system  mgmt  feature 


■  BY  ASHLEE  VANCE 

Sun  will  give  users  the  first  look  at  its 
hardware  and  software  management  tech¬ 
nology  on  new  blade  servers  that  should 
arrive  by  the  first  quarter  of  next  year,  exec¬ 
utives  said  during  a  briefing  last  week. 

Sun  will  retool  software  that  it  acquired 
through  its  recent  purchase  of  Terraspring 
to  form  what  it  calls  the  N 1  Control  Plane. 
The  product  will  serve  as  a  management 
portal  that  looks  out  over  servers,  storage 
systems,  switches  and  software  in  a  net¬ 


work.  Sun  plans  to  sell  the  Control  Plane 
product  with  various  hardware  packages 
but  will  ship  it  first  on  a  new  set  of  blade 
servers  due  in  the  first  quarter,  said  Steve 
MacKay  vice  president  of  N1  at  Sun. 

N1  is  the  overarching  term  for  Sun’s  “vir- 
tualization”technology  which  provides  cus¬ 
tomers  with  a  large-scale  view  of  all  the 
hardware  in  a  network,  be  it  from  Sun  or 
another  vendor,  and  then  makes  it  easier  to 
install  operating  systems,  applications,  up¬ 
dates  and  other  software  on  those  systems. 
Software  components  such  as  Control 


Plane  will  work  in  unison  with  specialized 
hardware  to  give  a  view  of  how  many  pro¬ 
cessors,  how  much  disk  space  and  what 
types  of  bandwidth  are  available  through¬ 
out  the  network.  The  idea  is  that  adminis¬ 
trators  will  one  day  be  able  to  deploy  an  ap¬ 
plication  by  dragging  and  dropping  the 
icon  onto  the  image  of  this  collected  pool 
of  hardware  and  letting  the  N1  technology 
do  all  the  installation  and  administrative 
grunt  work. 

IBM  and  Hewlett-Packard  are  the  other 
major  server  vendors  to  have  outlined  sim¬ 


ilar  technology 

Sun  expects  the  first  of  its  customers  to 
begin  using  its  N1  technology  with  the  re¬ 
lease  of  its  blade  servers  early  next  year. 
Over  time,  Sun  expects  to  sell  a  variety  of 
hardware  that  comes  preconfigured  with 
its  N1  technology  Its  professional  services 
organization  also  will  work  to  sell  the  N1 
software  to  Sun’s  customers. The  company 
would  not  provide  pricing  for  N1  software. 

Vance  is  a  correspondent  with  the  IDG 
News  Service’s  San  Francisco  bureau. 


Open  source 

continued  from  page  21 

support  SIP  natively  he  adds. 

Other  open  source  packages  for  comput¬ 
er  telephony  H.323  networking  include 
Bayonne  and  the  OpenH323  Project. 

Bayonne  is  a  telephony  application  server 
that  runs  on  Linux  and  can  be  used  in 
areas  such  as  interactive  voice  response, 
integrating  voice  features  into  a  Web  site  or 
as  a  small  corporate  voice  mail  system. 

The  OpenH323  Project  has  software  avail¬ 
able  for  building  Linux-based  gateway 
servers  to  act  as  a  bridge  between  an  H.323 
network  and  the  public  phone  network. 
The  project  also  has  software  on  its  Web 
site  for  a  Linux-based  H.323  softphone  ap¬ 
plication  and  a  conferencing  server  based 

More  online! 

Learn  more  about  SIP, 
which  has  gained  industry 
momentum  for  its  promise 
as  the  future  of  real-time 
voice,  video  and  messag¬ 
ing  applications. 
DocFinder:  3532 


on  H.323  and  Linux. 

But  there’s  an  element  of  “installer  be 
ware”  with  these  packages,  experts  say. 

“Like  all  open  source  software,  these  kind 
of  packages  have  their  pros  and  cons,” says 
Mike  Hommer.lab  manager  at  Miercom.an 
IP  telephony  testing  and  consulting  firm 
and  a  Network  World  Global  Test  Alliance 
member. 

Cost  is  an  obvious  plus, because  the  pack¬ 
ages  are  free.  But  getting  the  right  driver 
support  for  specialized  telecom  gear  can 
sometimes  be  difficult,  and  could  be  more 
time-consuming  and  costly  than  buying  a 
preconfigured  commercial  product,  other 
observers  say. 

Having  a  staff  that  is  experienced  with 
programming  and  how  the  open  source 
community  works  is  essential  to  any  pro¬ 
ject  involving  free  software, says  Mark  Less- 
wing,  vice  president  for  the  Center  for 
Realtor  Technology  at  the  National  Associ¬ 
ation  of  Realtors.  Lesswing  has  helped  his 
organization  integrate  several  open  source 
software  rollouts. 

“You  have  to  be  prepared  to  do  a  lot  of 
bug  fixing  and  even  some  pretty  extensive 
coding  yourself,”  when  taking  on  any  piece 
of  free  software,  Lesswing  says.  ■ 


Racketeer 

continued  from  page  21 

If  customers  want  to  use  traffic  shaping  to 
control  how  much  bandwidth  individual 
applications  are  allowed  to  eat  up,  they 
can  turn  on  that  capability  in  the  same 
box,  Packeteer  says. 

“There’s  a  lot  of  people  who  look  at  traffic 
shaping  but  don’t  want  to  pay  that  price,” 
says  Corey  Ferrengul,  an  analyst  with  the 
Meta  Group.  He  says  that  collecting  data  on 
how  much  bandwidth  applications  use 
can  be  valuable  in  other  ways.  A  company 
could  use  the  data  to  charge  individual 
departments  for  the  bandwidth  they  use,  he 
says,  or  target  unimportant  WAN  uses  that 
are  blocking  important  uses. 

“You  can  see  where  applications  are  get¬ 
ting  stepped  on  by  employees  going  out  to 
the  Web,”  Ferrengul  says. 

The  monitoring  capabilities  also  are  a 
useful  troubleshooting  tool,  says  Jim 
Sadlier,  the  WAN  administrator  for  an 
international  biotech  company  based  in 
northern  California.  When  he  gets  com¬ 
plaints  about  application  performance 
over  the  WAN,  information  about  applica¬ 
tion  traffic  volumes  is  key  The  company 


already  has  32  PacketShapers  in  its  net¬ 
work,  but  Sadlier  says  he  would  like  to 
add  PacketSeekers  to  other  sites  to  help 
diagnose  problems. 

The  devices  also  would  be  a  tool  for 
WAN  capacity  planning.  If  Sadlier  can 
show  that  a  site’s  WAN  link  is  maxed  out 
60%  of  the  day,  that  is  the  proof  needed  to 
win  authorization  for  a  bigger  connec¬ 
tion,  he  says. 

PacketSeeker  also  can  spot  users  who  eat 
up  bandwidth  with  unauthorized  applica- 
tions.'That  in  itself  has  been  a  lifesaver  for 
tracking  down  the  naughty  users,"  he  says. 

PacketSeeker  will  compete  with  network 
monitoring  tools  from  NetScout  Tech¬ 
nologies  and  NetQoS,  Ferrengul  says.  Some 
router  vendors  offer  application  monitor¬ 
ing  as  a  feature  on  their  gear,  but  that  is  not 
uniform.“You’re  at  the  whim  of  the  device,” 
he  says. 

The  PacketSeeker  option  is  available  on 
all  five  Packeteer  hardware  platforms,  the 
1500, 2500, 4500, 6500  and  8500.  Prices  for 
PacketSeeker  versions  range  from  $2,250  to 
$30,000.  Upgrading  to  PacketShaper  adds 
$1,000  to  $19,000.  Both  options  are  avail¬ 
able  now. 

Packeteer:  www.packeteer.com 


Redirect 


Respond 


Refresh 


Reshape 


Refocus 


Reallocate  your  resources. 


HP  ProLiant  DL  580G2  Server 
with  Intel  sXeonM  processors 

Server  time  and  space  are  precious  commodities,  at  least  from  where 
you're  sitting.  Your  customers  are  clamoring  for  more,  more,  more,  while 
you  try  to  figure  out  how  to  deliver  with  less,  less,  less. 

HP  ProLiant  servers,  powered  by  Intel®  Xeon™  processors,  put  you  in 
control  of  your  resources  so  that  you  can  realize  the  true  potential  of  your 
infrastructure.  ProLiant  Essentials  Workload  Management  Pack  software 
lets  you  allocate  your  resources  to  specific  tasks  and  then  reallocate  them 
as  needed  — automatically.  We  call  it  Dynamic  Resource  Scaling.  And  with 
this  added  control  and  increased  visibility,  you  may  even  find  you 
can  boost  efficiency  by  placing  more  workload  on  those  same  servers. 


It  all  adds  up  to  faster,  better  distribution,  increased  ROI  and  gigantic 
leaps  forward  in  customer  satisfaction.  Which,  of  course,  is  a  relief  to  you. 


Visit  www.hp.com/go/proliant74  or  call  1.800.282.6672/ 
option  5/  and  mention  code  XFF  for  a  white  paper  on 
adaptive  infrastructure  and  a  free  trial  of  HP  ProLiant 
Essentials  software! 
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Your  existing  phone  system  is  costing  you  more  money 
than  you  think.  To  learn  how  a  Shoreline  IP  Voice  System  can  drastically 
reduce  your  company  phone  expenses  while  adding  more  features  and  solid 
reliability,  call  1-877-80SHORE  or  visit:  http://savings.goshoreline.com 
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BKF  Engineers  has  been  a  leading  civil  engineering  firm 
in  Northern  California  since  1915,  with  four  offices  and 
more  than  200  employees. 


Enterprise  Aquisition  Costs 

Equipment  Network  Upgrades 
&  Installation  -  Hard  Costs 
Total  Enterprise  Aquisition 


SHORELINE  LEGACY  PBX 


NET  SAVINGS 


$518,000 


$215,000 


$303,000 


Annual  Costs 


Management 
Maintenance 
Long  Distance 

TCO  Per  Year 


Total  Savings  Over  5  Years 
(Acquisition  plus  annual  TCO) 


$2,000 

$16,250 

$8,100 


$25,000 

$48,000 

$19,000 


$23,000 


526,350  $92,000 


$31,750 

$10,900 

565,650 

$631,250 


“I've  been  in  technology  for  14  years.  I  would 
rank  Shoreline  as  one  of  the  5  hottest  products 
I  have  ever  seen.” 

Derrick  Crandell,  IT  Director,  BKF  Engineers 
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10  ways  to  improve  your  call 


■  BY  ANN  BEDNARZ 

The  call  center  is  a  vital  link  to  a  com¬ 
pany’s  customers.  It’s  also  something  of  a 
money  pit.  Fortunately,  customer  service 
executives  polled  by  Network  World  say 
many  things  can  be  done  to  reduce  costs 
and  ease  administration. 

Here  is  their  advice  for  breeding  call  cen¬ 
ter  success: 

Shop  around.  “  Definitely 
look  at  three  vendors,  at  least,” 
■  says  Andre  Harris,  director  of 
reservation  training  and  quality  assurance 
at  Houston’s  Continental  Airlines.  Harris 
and  her  team  investigated  call-monitoring 
products  for  two  years  before  choosing 
software  from  Witness  Systems.  Before 
finalizing  the  deal,  Continental  ran  a  six- 


month  pilot  in  one  of  its  four  U.S.  call  cen¬ 
ters,  where  5,200  agents  handle  60  million 
calls  per  year. 

Look  for  a  long-term  partner,  adds  Jim 
LaManna,  director  of  customer  service 
at  financial  services  software  maker 
FutureTrade  of  Lake  Forest,  Calif.  You 
need  to  be  comfortable  that  your  ven¬ 
dor  contacts  “will  roll  up  their  sleeves 
and  get  their  hands  dirty  and  do  what¬ 
ever  it  takes  to  not  only  complete  the 
implementation  successfully,  but  also 
continue  to  support  your  needs  in  the 
future,”  LaManna  says. 


Look  ahead,  start-up 
FutureTrade,  which  makes  a 
■  direct-access  trading  platform 
for  institutional  investors,  is  essentially  start¬ 
ing  from  scratch  with  CRM,  LaManna  says. 
The  company’s  immediate  need  was  for  a 
support  application.  But  FutureTrade  con¬ 
sidered  other  departments  that  might  need 
software  down  the  road,  such  as  human 
resources  and  financials.  “We  did  our 
requirements  assessment  based  on  needs 
of  an  entire  enterprise,  even  though  we 
were  going  to  focus  our  implementation 
on  support,”  LaManna  says.  The  company 


Netegrity  looks  to  ease 
mgmt,  user  access 


Takes 

■  Network  Intelligence  last  week 
unveiled  a  new  security  appliance  that 
collects,  stores  and  correlates  large 
volumes  of  log  information  last  week. 
The  new  device,  called  LogSmart,  is 
a  2U  (3.5-inch  high),  rack-mountable 
appliance  that  collects  security  infor¬ 
mation  from  other  network  devices 
such  as  firewalls,  intrusion-detection 
systems,  routers  and  application 
servers.  LogSmart  can  collect  infor¬ 
mation  from  up  to  3,000  separate 
devices  and  capture  logged  events 
from  source  devices  at  a  rate  of  more 
than  30,000  events  per  second,  the 
company  says.  Customers  using 
Network  Intelligence’s  existing 
Network  Intelligence  Engine  HA  appli¬ 
ances  can  upgrade  those  to  act  as 
LogSmart  appliances  or  run  the  Net¬ 
work  Intelligence  Engine  HA  alongside 
LogSmart  devices.  With  a  price  be¬ 
tween  $150,000  and  $300,000  for  a 
LogSmart  cluster,  the  product  is 
designed  for  the  upper  end  of  the 
security  hardware  market  —  large 
companies  and  organizations  with 
hundreds  or  even  thousands  of  sepa¬ 
rate  network  devices  that  log  informa¬ 
tion  for  network  administrators  to 
review,  www.opensystems.com 


■  BY  ELLEN  MESSMER 

WALTHAM,  MASS.  —  Netegrity  last  week 
introduced  IdentityMinder,  workflow- 
based  software  for  automating  the  man¬ 
agement  of  user  accounts  and  self-service 
password  management. 

Netegrity’s  IdentityMinder,  which  will  be 
available  for  Solaris  or  Windows  NT,  com¬ 
petes  against  provisioning  software  from 
Waveset,  IBM  and  Courion  for  centralizing 
administration  of  accounts  and  letting  ad¬ 
ministrators  delegate  authority  to  decide 
access  privileges.  However,  unlike  its  com¬ 
petitors,  Netegrity  has  made  use  of  its  pro¬ 
visioning  software  dependent  on  the  use  of 
its  access-control  product,  SiteMinder,  used 
for  Web  portal  security 

“It  uses  SiteMinder’s  access-control 
mechanism,”  says  Netegrity’s  CTO  Depak 
Taneja.  “Initial  customer  demand  for 
IdentityMinder  will  clearly  be  for  those  that 
already  have  SiteMinder  installed.”  But 
Netegrity  expects  to  gradually  evolve 
IdentityMinder  into  a  more  independent 
product  in  the  next  few  months.  “We’re 
clearly  on  a  collision  course  with  Waveset 
and  the  others  in  this  market, ’’Taneja  says. 

The  Java-based  IdentityMinder  is  ex¬ 
pected  to  ship  by  the  end  of  the  month 
and  will  cost  between  $1  and  $1 1  per  user 
for  an  existing  SiteMinder  customer,  with 
pricing  expected  to  be  as  much  as  $40  per 
nonuser. 

IdentityMinder  lets  customers  define 
user  roles,  organizations  and  groups  the 
same  way  as  is  done  with  security  policy  in 


The  cost  of  provisioning 

On  average  it  cost 

$400,000 

to  manually  provision  10 
applications  for  5,000  users 
as  compared  with 

$330,000 

by  means  of  automated 
provisioning  software. 

SOURCE:  GARTNER  SURVEY  OF  21  CHIEF  SECURITY?  r 
OFFICERS  AND  IT  MANAGERS 


Netegrity  SiteMinder.  A  customer  can  dele¬ 
gate  user  management  of  the  account  to 
business  partners  so  they  can  manage 
their  own  users.  It  also  is  possible  to  estab¬ 
lish  a  self-service  help  desk  so  that  users 
can  register  on  their  own  and  reset  pass¬ 
words,  if  that  is  acceptable  under  the  coop¬ 
erate  security  policy 

Provisioning,  or  identity-managment  soft¬ 
ware,  has  been  slow  to  gain  acceptance 
except  for  at  large  organizations  willing  to 
make  a  significant  investment  in  software 
for  automating  a  process  that  has  tradition¬ 
ally  been  done  manually  for  password 
management.  The  costs  for  provisioning 
software  can  easily  reach  into  the  hun¬ 
dreds  of  thousands  of  dollars. 

Netegrity:  www.netegritycom 


center 

chose  PeopleSoft  for  its  broad  portfolio 
and  Web-based  technology  FutureTrade 
eventually  will  have  a  lot  of  users  in  the 
field,  so  Web-accessible  data  is  key, 
LaManna  says. 

Listen  to  users.  Being  suc¬ 
cessful  in  the  IT  department 
|  requires  understanding  what 
users  do  and  what  they  need  to  make  their 
jobs  easier  and  more  effective,  says  Scot 
Struminger,  vice  president  of  IT  at  FedEx. 
The  Memphis,  Tenn.,  company  uses 
ClarifyCRM  from  Amdocs  to  connect  16 
U.S.  call  centers  and  approximately  3,000 
customer  service  representatives  who  man¬ 
age  more  than  300,000  customer  interac¬ 
tions  each  day  in  the  U.S.“I  like  to  go  and  sit 
with  agents  a  lot  and  listen  to  calls.  It’s  the 
best  way  to  understand,  from  a  develop¬ 
ment  point  of  view, what  you  need  to  do,”he 
says.  To  his  peers  Struminger  says,  “this 
should  be  in  your  top  five  things  to  do  to 
be  successful.” 

Visit  customer  refer¬ 
ences.  “A  customer  conversa- 
■  tion  on  the  phone  isn’t  good 
enough”  says  Harris,  who  visited  three 
Witness  Systems  customers  as  part  of  her 
evaluation  process.  Each  customer  was  in 
a  different  stage  of  deployment.  One  had 
just  deployed  the  software,  one  had 
deployed  the  software  six  months  ago,  and 
one  was  up  and  running  for  a  year.This  is 
a  credit  to  Witness  Systems  —  they 
opened  their  client  list  and  said,  ‘have  at 
them,”’  Harris  says.  “That  was  more  power¬ 
ful  than  any  sales  presentation.” 

5  Get  user  buy-in.  Future- 

Trade  made  sure  everyone  from 
I  the  support  representatives  us¬ 
ing  the  application  to  the  execu¬ 
tives  using  reporting  tools  were  involved  in 
the  product  evaluation  and  comfortable 
with  the  selection.“If  people  aren’t  going  to 
use  it, your  implementation  is  going  to  fail,” 
LaManna  says. 

6  Don 't  skimp.  The  adage  is 
true:  You  get  what  you  pay  for, 
|  Harris  says.“The  Witness  product 
wasn’t  cheap,  but  the  [return  on  invest¬ 
ment]  has  been  there”  she  says.  One  area 
Continental  has  seen  success  in  is  the  num¬ 
ber  of  calls  that  have  to  be  escalated  to 
internal  support  —  which  costs  about 
$2.50  per  call,  Harris  says.  Between  1999 
See  Call  center,  page  26 
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A  few  months  ago  I  wrote  about  Pro¬ 
ject  Rainbow  (www.nwfusion.com, 
DocFinder:  3529)  and  now  the  rain¬ 
bow  is  trying  to  land,  renamed  as  Cometa 
Networks. 

This  is  Project  Rainbow  —  without  two  of 
the  would-be  major  players  —  and  it  aims 
to  bring  up  a  nationwide  802.1 1-based 
wholesale  hot-spot  network  starting  in 
2003.  The  target  is  to  have  a  wireless  base 
station  within  a  5-minute  walk  in  major 
urban  areas  and  within  a  5-minute  drive  in 
rural  areas.  People  would  be  able  to  use  the 
network  of  base  stations  to  access  their 
normal  ISPs  and  mail  systems.  Good  stuff  if 
Cometa  can  figure  out  how  to  make 
money  at  it. 

The  three  main  players  in  Cometa  are 
AT&T,  IBM  and  Intel.  AT&T  will  provide  the 
data  network  to  interconnect  the  base  sta¬ 
tions,  IBM  will  provide  the  installations  and 
support  systems,  and  Intel  Capital,  along 
with  two  venture  capital  firms,  will  provide 


Has  the  rainbow  landed? 


the  funding. 

The  two  Project  Rainbow  players  missing 
from  the  Cometa  roster  are  Verizon  and 
Cingular,  two  big  cellular  phone  compa¬ 
nies.  This  is  the  specific  sector  that  might 
be  the  most  affected  by  the  rollout  of 
802.1 1-based  services,  because  the  cellular 
industry  has  been  betting  very  big  bucks 
on  3G  cellular  technology  and  spectrum 
licenses. 

Competition  from  802.1 1-based  net¬ 
works,  which  do  not  have  to  pay  for  the 
use  of  spectrum,  will  not  be  fun  for  cellu¬ 
lar  carriers.  The  entire  cost  of  deploying 
the  20,000  base  stations  Cometa  is  plan¬ 
ning  will  be  less  than  the  cost  of  one 
spectrum  license.  Verizon  is  hedging  its 
bets  and  experimenting  with  its  own 
802.1 1-based  service  in  the  Boston  area. 

Cometa  might  not  be  an  ideal  name;  it 
sounds  somewhat  like  a  communicable 
disease  and  Google  comes  up  with  138,000 
hits  for  the  word,  including  a  French  report 
on  UFOs  and  defense  (www.cufos.org/ 
cometa.html).  Also,  Cometa  is  diving  into 
waters  where  there  already  are  quite  a  few 
swimmers.  Companies  such  as  EarthLink- 
connected  Boingo  Wireless  and  HereUAre 
Communications  have  deployed  base  sta¬ 
tions  and  offered  services  for  a  while. 
Particularly  nice  is  EarthLinks  setup, which 


lists  open  and  free  private  base  stations 
along  with  the  Boingo  ones  on  its  Web  site. 

Cometa  has  the  big-name  backers  that 
might  be  key  to  success,  but  success  will 
only  happen  if  it  can  get  the  right  locations 
for  the  base  stations,  and  if  it  prices  the  ser¬ 
vice  such  that  people  will  be  willing  to  pay 
for  it.  Cometa  is  assuming  that  it  will  be 
able  to  work  out  agreements  to  place 
equipment  in  major  hotel  and  retail 
chains,  universities  and  real  estate  firms.  1 
hope  these  folks  do  not  want  too  much 
money  for  the  use  of  their  property 

The  biggest  problem  with  these  types  of 
services  has  been  service  providers’ 
inflated  expectations  of  peoples  willing¬ 
ness  to  pay  big  bucks  for  them.  Unless 
they  live  on  the  road,  it  will  be  hard  for 
most  people  to  justify  spending  more 
than  a  few  10s  of  dollars  per  month.lt  will 
be  interesting  to  see  if  Cometa  can  figure 
out  a  business  model  where  a  few  10s  of 
dollars  per  month  per  customer  will 
make  a  profit. 

Disclaimer:  Harvard  does  not  often  talk  in 
terms  of  “a  few  10s  of  dollars  per  month”so 
the  above  must  be  my  own  opinion. 

Bradner  is  a  consultant  with  Harvard  Uni¬ 
versity’s  University  Information  Systems.  He 
can  be  reached  at  sob@sobco.com. 


Mgmt.  market  shrinkage  could  help  users 


Advantage,  customer 

Corporate  customers  should  take  advantage  of  vendors  that  are  In 
the  midst  of  an  acquisition. 

Change  is  good 

View  network  and  systems  management  vendors  as  tactical,  not  strategic.That  means 
be  prepared  to  switch  when  your  current  vendor  no  longer  meets  your  short-term  needs. 

Methodology  matters 

Identify  or  establish  the  processes  with  which  you  want  to  manage  your  network,  and 
then  purchase  technology  to  complement  your  set  processes. 

Act  now 

Push  for  increased  server  and  support  levels  immediately  after  your  vendor  announces 
an  acquisition  because  customers  can  get  bargains  in  the  time  between  the  announcing 
and  closing  of  a  deal. 

SOURCE:  GARTNER 


■  BY  DENISE  DUBIE 

A  shrinking  menu  of  network  manage¬ 
ment  vendors  might  lead  to  lower  soft¬ 
ware  costs,  according  to  a  Gartner  study 

Gartner  in  a  recent  report  states  that 
two-thirds  of  management  vendors  —  in¬ 
cluding  makers  of  network,  systems,  stor¬ 
age  and  configuration  management  tools 
—  will  be  acquired  or  go  bankrupt  be¬ 
tween  2003  and  2006.  With  the  premise 
that  mergers  and  acquisitions  will  in¬ 
crease,  remaining  vendors  will  work 
harder,  possibly  lowering  prices,  to  keep 
existing  customers,  win  new  accounts 
and  remain  competitive. 

Gartner  advises  corporations  to  take 
advantage  of  the  situation  and  press  for 
increased  service  and  support  if  their  ven¬ 
dor  does  undergo  an  acquisition  (see 
graphic,  right). 

“For  new  purchase  and  maintenance 
contract  negotiations,  the  time  between 
announcing  the  acquisition  and  closing 
on  the  acquisition  of  publicly  traded  com¬ 
panies  is  the  best  possible  time  to  get  the 
most  favorable  deal,”  Gartner  states  in  the 
research  paper. 

Gartner  says  customers  should  scruti¬ 
nize  each  vendor  for  financial  viability 
before  entering  into  a  contract.  Man¬ 
agement  start-ups  might  be  struggling,  but 
even  vendors  with  cash  could  become 
vulnerable  to  industry  giants  with  deeper 
pockets 

For  example,  Gartner  says  Microsoft  has 


more  than  $40  billion  in  cash,  IBM  has  $36 
billion  in  assets, Oracle  $8.5  billion  in  cash 
reserves  and  EMC  $4  billion  in  cash 
reserves.  Other  companies  with  lots  of 
cash  include  Hewlett-Packard  with  $1 1  bil¬ 
lion  in  cash  and  cash  equivalents;  Veritas 
with  $2.3  billion;  BMC  Software  with  $1  bil¬ 
lion;  Network  Associates  with  $1.2  billion 
in  assets;  and  Novell  with  $600  million  in 
cash  and  cash  equivalents. 

Among  potentially  vulnerable  compa¬ 
nies  are  Keynote  Systems  with  $194  mil¬ 
lion  market  capitalization  and  $252  mil¬ 
lion  in  assets;  Micromuse  with  $165  mil¬ 
lion  and  $180  million,  respectively;  and 
Concord  Communications  with  $118  mil¬ 


lion  market  cap  and  $92  million  in  assets. 

Gartner  says  that  while  the  latter  group 
of  companies  has  cash  on  hand,  the  com¬ 
petition  in  the  network  and  systems  man¬ 
agement  market  will  pose  a  threat  to  those 
publicly  traded  management  vendors. 

In  particular,  Gartner  predicts  that 
between  2003  and  2006,  the  consolida¬ 
tion  of  storage  management  companies 
will  increase  by  66%.  Also  the  research 
firm  says  two-thirds  of  the  application 
server  management  market  will  cease  to 
exist.  The  company  also  says  that  60%  of 
current  configuration  management  ven¬ 
dors  will  be  acquired  or  will  go  out  of 
business.  ■ 


www.nwfusion.com 


Call  center 

continued  from  page  25 

and  late  2001,  roughly  6%  of  calls  were 
escalated  to  internal  support.  Using  Wit¬ 
ness  Systems'  software  to  identify  training 
opportunities  and  monitor  agents’  use  of 
resources,  Continental  has  lowered  its 
escalation  rate  to  3.5%,  Harris  says. 

7  Choose  appropriate 

technology.  FedEx  today 
I  uses  Clarify  CRM  Version  10,  a 
thick-client  application.  For  future  deploy¬ 
ments,  FedEx  will  consider  Version  11, 
which  offers  thin-client  options.  The  com¬ 
bination  is  key  In  large  call  centers  with 
hundreds  of  agents  and  a  local  support 
team,  it  makes  sense  to  use  the  thick  client 
because  performance  is  better,  Struminger 
says.  In  smaller  call  centers,  it  makes  sense 
to  go  thin, he  says.“With  a  purely  thin  appli¬ 
cation,  you  trade  off  with  speed  and  relia¬ 
bility  vs.  life-cycle  costs,”  Struminger  says. 

8  Limit  customization.  “We 

knew  that  we  wanted  a  system 
|  that  was  going  to  function  for  us 
out  of  the  box  with  very  little  customiza¬ 
tion,”  LaManna  says.  The  company  used 
PeopleSoft’s  built-in  workflow  templates 
and  adjusted  its  business  processes  to  fit. 
“FeopleSoft  quoted  us  seven  weeks,  soup 
to  nuts,  and  they  did  it,”  he  says. 

9  Think  outside  the  box. 

Continental  bought  the  Witness 
|  Systems  software  to  make  it  eas¬ 
ier  for  managers  to  monitor  agent  calls, 
rather  than  using  manual  tape-recording 
methods.  But  the  company  has  found  the 
software  —  which  captures  the  conversa¬ 
tions  and  keystrokes  of  agents  —  helps 
identify  and  fix  bugs  in  Continental’s  new 
internally  developed  reservation  system. 
Before  the  Witness  Systems  rollout,  75%  of 
bugs  or  errors  that  agents  experienced 
couldn’t  be  duplicated  by  the  IT  team. 
“Today  if  there’s  an  error,  I  can  see  what 
keystrokes  led  to  that  error,"  Harris  says. 
“From  a  programming  standpoint,  that’s 
priceless." 

Don't  reinvent  the 

wheel.  Following  a  mer- 
g  ger,  FedEx  wanted  to  pro¬ 
vide  a  single  point  of  ac¬ 
cess  for  all  FedEx  Express  and  FedEx 
Ground  customer  service  needs  —  with¬ 
out  requiring  the  two  divisions  to  get  rid 
of  their  current  systems.  The  Clarify  soft¬ 
ware  was  built  on  top  of  the  existing  sys- 
tems.“When  customers  call.it  doesn’t  mat¬ 
ter  what  company  that  information  is 
going  to  on  the  back  end.  On  the  front 
end,  with  the  telephone  call,  it’s  seamless," 
says  Sheila  Harrell,  vice  president  of  cus¬ 
tomer  service  at  FedEx.  ■ 

More  online! 

Learn  how  revamping  a 
call  center  can  save  you  a 
lot  in  operating  costs. 

DocFinder:  3531 


January 

closure 

invest] 

pany  1 

docun: 

lawsu 


Digex  Inc- 


wlnch  runst^ee  UAH 

’companies  Mrlines  and 

C°rP°ra^eS  said  its  65 

fr^^$4ls42??mion,ov 

SB  cents,  a . 


for 

Corp' 


Exodus  Says  Its  Stock 
May  Be  Worthless 


Congress  Probes 

Global  Crossing 
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ing  $200  million  from  GE  Capital 
Shares  m  Exodus,  which  are  traded 
over-the-counter,  fell  9  cents,  to  19 
cents.  The  company  said  it  might  seek 
a  buyer  or  new  investors,  but  that 
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Loudcloud  Cuts  122  Jobs 


SUNNYVALE,  Calif.,  May  1 _ 

The  Internet  services  provider 


WorldCom  Files  Chapter  1 1 


Scandal-wracked  WorldCom  Inc., 
faced  with  a  severe  cash  squeeze, 
plans  to  file  for  bankruptcy  protec¬ 
tion  as  soon  as  this  weekend,  people 
familiar  with  the  matter  said. 


disclosed  it  had  improperly  account¬ 
ed  for  $3.9  billion  in  operating 
expenses  to  hide  losses  and  would 
have  to  restate  its  financial  results. 
The  admission  immediately  vaulted 
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If  you  think  news  about  hosting  providers  is  all  bad... 

here’s  some  good  news. 


These  days,  some  hosting  providers  are 
having  their  problems.  But  there  is  one  team  of 
professionals  you  can  trust:  SunGard  eSourcing. 

We’ve  been  a  national  leader  in  IT  outsourcing 
and  hosted  solutions  for  more  than  20  years. 


ACCELERATED  MIGRATION  HOTLINE 

We  have  an  Accelerated  Migration 
Team  ready  to  assist  you  in  expediting 
a  seamless  transition.  Contact: 

1-877-eSourcing 

www.availability.sungard.com/migration 


We’re  backed  by  SunGard  (NYSE:SDS),  a  $2  billion 
company.  And  because  we’re  the  leading  platform- 
independent  hosting  provider,  we  have  no  vested 
interests  or  divided  loyalties. 

We  do,  however,  have  some  of  the  industry’s 
best-equipped  facilities,  backed  by  some  of  the 
most  experienced  minds  in  the  business.  Get  the 
SunGard  net  beneath  you  and  discover  why  our 
clients  enjoy  such  high  levels  of  security,  trust, 
reliability  and  value. 

More  than  500  mission-critical  systems  are 
currently  under  our  care.  If  you’re  concerned  your 
host  provider  might  pull  the  plug,  contact  us  now. 
We’re  ready  to  ride. 

SUNGARD* 


The  headlines  above  came  from  the  following  news  sources: 

The  New  York  Times,  The  Wall  Street  Journal  and  the  Associated  Press  wire  service. 


eSourcing 


THE  LONE  RANGER,  and  associated  character  names,  images  and  related  indicia  are 
trademarks  of  and  copyrighted  by  Classic  Media,  Inc.  All  rights  reserved. 


The  Net  Beneath  You 


this  is  your  conference  - 

Feb.  10 -12,  2003 
www.cingular.com/wave 


it’s  clear 

WAVE  2003  is  the  wireless  industry’s  most  dynamic  forum  for  alliance  building  and  innovation 
exchange.  With  a  focus  on  wireless  voice  and  data  business  and  technology,  this  premier 
knowledge  building  and  networking  event  effectively  positions  you  to  capitalize  on  the  latest 
solutions  to  create  real  business  value. 

what  you’ll  hear 

-  Success  stories  of  corporations  that  are  realizing  true  ROI  on  their  wireless  investments 

-  In-depth  analyses  of  the  future  of  wireless  technology 

-  Information  on  partnering  opportunities  with  Cingular  that  radically  improve  productivity 

compelling  speakers 

-  George  Herbert  Walker  Bush,  Former  U.S.  President 

-  Mark  L.  Feidler,  Chief  Operating  Officer,  Cingular  Wireless 

-  Scott  McNealy,  Chairman  and  CEO,  Sun  Microsystems 

-  Kari-Pekka  "K-P"  Wilska,  President,  Nokia,  Inc. 

-  Jim  Balsillie,  Chairman  and  Co-CEO,  Research  in  Motion  (RIM) 

-  Jay  Leno,  host  of  WAVE’S  Special  Dinner  Event 

connect  to  what’s  next 

Join  Fortune  1 000  business  executives  and  decision  makers  integral  to  building  successful 
mobile  strategies  and  implementing  wireless  voice  and  data  solutions. 
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WIRELESS 

WAVE  2003  Conference 
Mandalay  Bav  Resort  &  Casino 
Las  Vegas.  Nevada 
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■  WIRELESS  ■  REGULATORY  AFFAIRS 


■  Despite  bankruptcies  and  a  slow 
economy,  competitive  telecom  pro¬ 
viders  continue  to  increase  their  mar¬ 
ket  presence,  according  to  the  latest 
Federal  Communications  Com¬ 
mission  statistics.  Competitive  local 
exchange  carrier  access  lines  grew 
10%  in  the  first  half  of  2002,  from  19.7 
million  to  21.6  million.  As  of  June  30, 
CLECs  provided  about  11.4%  of  the 
189  million  total  switched  access 
lines  in  the  U.S.  Slightly  more  than 
half  of  the  CLEC  lines  serve  residen¬ 
tial  and  small  business  customers, 
compared  with  more  than  75%  of  the 
incumbent  local  exchange  carrier 
lines.  According  to  the  report,  CLECs 
rely  heavily  on  unbundled  network 
elements  to  provide  services  to  end 
users.  Only  21%  of  the  CLEC  lines 
were  resold  from  other  carriers, 
while  50%  of  the  lines  relied  on  the 
purchase  of  UNEs  from  the  incum¬ 
bent  carriers.  The  remaining  29%  of 
the  lines  were  carried  over  the 
CLECs'  own  facilities. 

■  Broadwing  Communications  is 

getting  a  cash  infusion  of  $200  mil¬ 
lion  from  Goldman  Sachs  that  the 
carrier  will  use  to  reduce  its  debt 
load.  Broadwing  announced  the  loan 
last  week.  The  service  provider  is  car¬ 
rying  $1.6  billion  in  debt,  according  to 
its  third-quarter  financials  statement 
filed  with  the  Securities  and  Ex¬ 
change  Commission  in  November.  At 
that  time,  Broadwing  also  announced 
it  was  reducing  its  staff  by  25%  and 
exiting  the  international  voice-ser¬ 
vices  business.  These  cost-cutting 
measures  and  others  are  expected  to 
save  Broadwing  $200  million  annually, 
according  to  the  carrier. 

■  Broadband  service  provider 
DSL.net  signed  an  agreement  with 

New  Edge  Networks  last  week  that 
lets  DSL.net  serve  customers  through 
New  Edge  central  offices.  DSL.net 
delivers  high-speed  access  to  busi¬ 
ness  customers  across  the  country 
through  its  own  facilities  and  its  part¬ 
ners’  facilities.  DSL. net's  other  part¬ 
ners  include  Covad  Communications 
and  Allegiance  Telecom,  www.dsl.net 


Forum  tries  to  simplify  DSL 

Autoconfiguration  would  make  buying,  installing  DSL  access  less  painful 


■  BY  TIM  GREENE 

SAN  FRANCISCO  —  The  DSL  Forum  is 
trying  to  promote  the  wireless-phone-ser- 
vice  model  to  make  it  easier  to  buy  DSL 
services. 

Just  as  you  can  go  to  computer  retail 
stores  and  buy  both  a  wireless  phone  and 
the  phone  service,  you  could  buy  a  DSL 
modem  and  DSL  service  at  these  stores  if 
all  goes  as  planned. And  you  won’t  have  to 
worry  about  configuring  the  modem  so  it 
works  with  the  gear  in  the  service 
provider’s  network. 

The  DSL  Forum  is  working  on  the  first 
stage  via  its  independent  test  lab  (ITL)  pro¬ 
gram,  approved  here  last  week  at  a  meeting 
of  the  forum,  which  is  made  up  of  DSL  ven¬ 
dors  and  service  providers.  The  ITL  pro¬ 
gram  will  test  DSL  gear  and  report  whether 
it  is  interoperable  enough  to  make  auto¬ 
provisioning  possible.  Later,  that  might 
evolve  into  a  certification  program. 

The  modems  and  the  service  providers’ 
DSL  access  multiplexers  (DSLAM)  would 
negotiate  an  ATM  channel  between  them. 
Using  a  standard  set  of  autonegotiation 
parameters, any  compliant  modem  would 
be  able  to  autoconfigure  with  any  com¬ 
pliant  DSLAM. 

Current  services  generally  require  pro¬ 
viders  to  ship  a  preconfigured  modem 
and  follow  installation  instructions  ship¬ 
ped  with  it  on  a  CD.“  [Autoconfiguration] 
would  be  simpler  for  the  end  user  as  well 
as  the  service  provider,”  says  Jay  Fausch, 
chairman  of  the  DSL  Forum’s  marketing 
committee. 

If  successful,  the  program  could  make 
setting  up  DSL  for  business  sites  easier, says 
George  Gualda,  CIO  of  Link  Staffing 
Services  in  Houston.  Gualda  says  the  DSL 
Forum’s  program  would  eliminate  some  of 
the  work  service  providers  go  through  to 
configure  modems  before  they  ship  them. 
But  he  notes  that  in  his  experience,  once 
they  are  configured,  setting  them  up  is  not 
a  problem.  The  self-installation  CDs 
providers  send  with  the  modems  are  easy 
to  follow,  he  says. 

Gualda  says  a  much  bigger  problem  is 
providers  telling  him  that  DSL  service  is 
available  in  an  area  where  it  is  not.  As  a 
result,  he  has  outsourced  his  DSL  provi¬ 
sioning  to  OpenReach. 

The  forum  has  compiled  a  list  of  test 
houses  that  it  recognizes  as  being  able  to 
perform  the  interoperability  testing  (see 


www.nwfusion.com,  DocFinder:  3530). 
The  test  for  the  program  would  be 
whether  the  equipment  meets  the  inter¬ 
operability  specifications  set  by  the 
forum’s  TR-037  technical  report. 

Also  last  week,  the  forum  released  fig¬ 
ures  that  show  use  of  DSL  in  North 
America  grew  just  over  11%  in  the  third 
quarter  and  that  the  split  between  resi¬ 
dential  and  business  users  was  about 
78%  to  22%. Worldwide, there  are  30.6  mil¬ 
lion  DSL  connections  installed,  reflecting 
a  19.6%  growth  in  the  third  quarter,  ac¬ 
cording  to  the  numbers  that  Point  Topic 
compiled. 

The  country  with  the  highest  DSL 
uptake  is  South  Korea  with  27.7%  of 
potential  customers  buying  the  service, 
more  than  double  the  12.98%  take  rate  in 
Taiwan  which  has  the  second-higheset 
penetration. The  U.S.  ranks  No.  17  with  just 
a  3.03%  penetration.  ■ 


Where  the  DSL  is 

As  of  the  third  quarter,  30.6 
miilion  DSL  connections  were 
installed  worldwide,  with  the 
following  breakdown  by  region: 


Western  Europe 

/ —  24.4% 


8.7% 


SOURCE:  POINT  TOPIC 


Qwest  consolidates 
hosting  operations 

Plans  to  cut  eight  of  16  data  centers. 


■  BY  MICHAEL  MARTIN 

Qwest’s  recent  decision  to  shutter  half  of 
its  16  hosting  centers  shouldn’t  have  a  dra¬ 
matic  effect  on  customers,  according  to 
the  company. 

“No  one  is  going  to  be  left  out  on  their 
own,”  says  Tom  Schill,  general  manager  of 
Qwest  Hosting. 

Qwest  will  help  customers  in  the  centers 


More  online! 


Stay  on  top  of  the  latest  Qwest  business, 
financial  and  services  news. 

DocFinder.  3533 


it  is  shutting  find  another  local  hosting 
provider  or  move  them  to  one  of  eight 
hosting  centers  that  Qwest  will  maintain. 
Qwest  will  close  the  other  eight  centers 
gradually  over  the  next  several  months. 

The  centers  that  will  be  shut  down 
include  the  Atlanta,  Dallas,  Miami,  Phil¬ 
adelphia  and  Seattle  operations.  In  Col¬ 
umbus,  Ohio,  Qwest  will  continue  to  sup¬ 
port  existing  customers  but  does  not 
plan  to  add  customers  to  its  data  center. 
Customers  in  Qwest’s  Weehawken,  N.J., 
center  will  be  moved  to  the  Newark,  N.J., 
center,  and  Qwest’s  two  Sterling, Va.,  data 
centers  will  be  managed  as  one  entity. 

Occupancy  rates  at  Qwest’s  remaining 
eight  data  centers  —  in  Burbank,  Calif.; 
Chicago;  Denver;  Newark;  Tampa;  Sacra¬ 
mento,  Calif; Sterling;  and  Sunnyvale,  Calif. 
—  range  from  60%  to  75%,  Schill  says. 

Courtney  Quinn,  an  analyst  with  The 
Yankee  Group,  says  Qwest  is  doing  the 
right  thing  in  consolidating  its  hosting 
operations. 

See  Qwest  page  33 
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No  matter  the  size  of  your  company,  we've  got  a  server  that  fits.  Dell  PowerEdge  servers  grow  with  your  business,  minimize  downtime,  are  easy  to  integrate  and  even 


easier  to  support.  No  matter  what  your  business  needs  -  from  file/print  to  database  management  -  you  can  choose  the  server  that  is  right  for  you.  And, 
by  dealing  direct  with  Dell,  you  get  a  system  customized  to  fit  your  business  needs,  at  an  affordable  price,  backed  by  our  award-winning  service  and 
support.  It’s  a  nice  mix  of  exactly  the  server  you  need  with  exactly  the  server  you  want. 


Dell  Rated  #1  in  Intel-Based  Server  Satisfaction 

Technology  Business  Research 
Corporate  IT  Buying  Behavior  and  Customer  Satisfaction  Study 

1st  Quarter  2002 
-June  2002 


Dell  |  Small  Business 

PowerEdge™  600SC  Server 

NEW  Entry-Level  Server  with  Performance  Features 

•  Intel®  Pentium®  4  Processor  at  1 ,80GHz 

•  128MB  200MHz  ECC  DDR  SDRAM 

•  Upgradeable  to  4GB  of  Memory 

•  20GB5  (7200  RPM)  IDE  Hard  Drive 

•  Upgradeable  to  480GB5  of  Internal  Hard  Drive  Storage 

•  Embedded  Intel®  PRO  Gigabit®  NIC 

•  Five  PCI  Expandability  Slots  (4-64/33MHz,  1-32/33MHz) 

•  1  -Yr  24x7  Dedicated  Server  Phone  Tech  Support 

•  1  -Yr  Next  Business  Day  On-Site  Service3 

as  low  as  $20/mo„  (46  pmts.30) 

60  Days  Same-As-Cash 

WWW  E-VALUE  Code:  14462-S21206s 


Recommended  upgrades: 

•  IDE  RAID  Hard  Drive  Controller,  add  $299 

•  PowerConnect  2124* *  24+1  Ethernet  Switch,  add  $299 

•  System  Including  Windows®  2000  Server,  only  $1499 


PowerEdge™  1600SC  Server 

NEW  Reliable  High  Performance  Server 

•  Intel®  Xeon®  Processor  at  1 ,80GHz 

•  Dual  Intel®  Xeon®  Processor  Capable  (up  to  2.80GHz) 

•  128MB  200MHz  ECC  DDR  SDRAM  (up  to  4GB) 

•  18GB5  (10,000  RPM)  Ultra320  SCSI  Hard  Drive 

•  Upgradeable  to  438GB5  of  Internal  Hard  Drive  Storage 

•  Embedded  Intel®  PRO  Gigabit50  NIC 

•  Six  PCI  Slots  (2-64/1 00MHz,  2-64/66MHz,  2-32/33MHz) 

•  1  -Yr  24x7  Dedicated  Server  Phone  Tech  Support 

•  1-Yr  Next  Business  Day  On-Site  Service3 

•  Small  Business  Pricing 

as  low  as  $26/mo.,  (46  pmts.30) 

60  Days  Same-As-Cash 

E-VALUE  Code:  14462-S21208s 


Recommended  upgrades: 

•  Network  Custom-Install  Site  Survey,  add  $199 

•  Hot-Swap  Hard  Drive  Capability,  add  $100 


PowerEdge™  2650  Server 

2U  Scalable  Rack  Server  with  High  Processing  Power 

•  Intel®  Xeon®  Processor  at  2GHz 

•  Dual  Intel®  Xeon®  Processor  Capable  (up  to  2.80GHz) 

•  256MB  200MHz  ECC  DDR  SDRAM  (up  to  6GB) 

•  18GB5  (10,000  RPM)  Ultra160  SCSI  Hard  Drive 

•  Upgradeable  to  365GB5  of  Internal  Hard  Drive  Storage 

•  Dual  Embedded  Gigabit5"  NICs 

•  Dual-Channel  Integrated  Ultra160  SCSI  Controller 

•  Active  ID  Front  Bezel  for  Monitoring  System  Health 

•  3-Yr  Next  Business  Day  On-Site  Service3 

•  Small  Business  Pricing 

as  low  as  $54/mo„  (46  pmts”) 

60  Days  Same-As-Cash 

E-VALUE  Code:  14462-S21218s 


Recommended  upgrades: 

•  Dual-Channel  Embedded  RAID,  add  $299 

•  Hot-Swap  Redundant  Power  Supply,  add  $249 


PowerEdge™  2410  Rack  Cabinet 

NEW  Highly  Serviceable,  Entry  Rack  Cabinet 

•  Accommodates  Rackable  Servers,  Storage,  and  Power- 
Management  Solutions  in  a  Compact  Environnment 

•  Easy  Manageability  with  Optional  Rapid  Rails  Mounting  and 
Tool-Free  Cable  Management  Solutions 

•  Dimensions:  Height  -  48":  Width  -  24";  Depth  -  40" 

•  Max.  Load  of  1200  Pounds  Allows  for  Large  Storage  Capacity 

•  Built-In  Lockable  and  Ventilated  Front/Rear  Doors  to  Help 
Optimize  Security  and  Airflow 

•  Optional  UPS,  PDU  and  Console  Switches 


*899 


as  low  as  $26/mo„  (46  pmts30) 
60  Days  Same-As-Cash 


Servers  for  any  size  business.  Easy  as 

Click  www.dell.com/networkworld  Call  1-877-301-3355 

toll  free 


Call:  M-F  7a  8p  Sat  8a-5p  CT 

Pricing,  specifications,  availability  and  terms  of  offer  may  change  without  notice  Taxes  and  shipping  charges  extra,  and  vary.  U  S  Dell  Small  Business  new  purchases  only.  Dell  cannot  be  held  responsible  for  errors  in  typography  or  photography 

"This  device  has  not  been  approved  by  the  Federal  Communications  Commission  for  use  in  a  residential  environment.  This  device  is  not,  and  may  not  be,  offered  for  sale  or  lease,  or  sold  or  leased  for  use  in  a  residential  environment  until  the  approval  of  the  FCC  has  been  obtained 

•Service  may  be  provided  by  third  party  Technician  will  be  dispatched  following  phone-based  troubleshooting.  Subject  to  parts  availability,  geographical  restrictions  and  terms  of  service  contract.  Service  liming  dependent  upon  time  of  day  call  placed  to  Dell  U  S.  only  for  hard  drives. 
GB  means  1  billion  bytes:  accessible  capacity  varies  with  operating  environment  "Monthly  payment  based  on  48-month  QuickLoan  at  12  99%  interest  rate  for  qualified  Small  Business  customers.  Your  interest  rate  and  monthly  payment  may  be  same  or  h.gher.  depending  on  your 
creditworthiness.  Minimum  transaction  size  of  S500  required  Maximum  aggregate  financed  amount  not  to  exceed  $25,000.  Under  60  Days  Same-As-Cash  QuickLoan.  interest  accrues  during  first  60  days  after  QuickLoan  Commencement  Date  (which  is  five  days  after  product  ships]  if 
balance  not  paid  within  these  60  days  OFFER  VARIES  BY  CREDITWORTHINESS  OF  CUSTOMER  AS  DETERMINED  BY  LENDER  Taxes,  fees  and  shipping  charges  are  extra  and  may  vary  Not  valid  on  past  orders  or  financing  QuickLoan  arranged  by  CIT  Online  Bank  to  Small  Business 
customers  with  approved  credit.  ‘This  term  indicates  compliance  with  IEEE  standard  802.3ab  for  Gigabit  Ethernet,  and  does  not  connote  actual  operating  speed  of  lGB/sec.  For  high  speed  transmission,  connection  to  a  Gigabit  Ethernet  server  and  network  infrastructure  is  required 
Dell,  the  stylized  E  logo.  E-Value,  PowerEdge  and  PowerVault  are  trademarks  of  Dell  Computer  Corporation.  Intel.  Intel  Inside.  Pentium  and  Xeon  are  trademarks  or  registered  trademarks  of  Intel  Corporation  or  its  subsidiaries  in  the  United  States  and  other  countries  Microsoft  and 
Windows  are  registered  trademarks  of  Microsoft  Corporation.  ©2002  Dell  Computer  Corporation.  All  rights  reserved. 
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Securing  MPLS 
VPNs  requires 
assessing 
the  risk 


I’ve  been  asked  often  whether  Multi¬ 
protocol  Label  Switching  VPNs  are 
secure.  The  answer  depends  on  how 
you  define  security. 

As  with  any  shared  VPN  technology  — 
including  frame  relay  and  ATM  —  MPLS 
VPNs  inherently  lack  the  built-in  privacy 
of  wholly  owned  and  managed  facilities 
(private  lines). 

So  the  question 
is:  Are  MPLS  VPNs 
as  secure  as  wholly 
owned  facilities? 

The  answer  is:  ab¬ 
solutely  not. 

But  if  the  ques¬ 
tion  was:  Are  MPLS 
VPNs  as  secure  as 
ATM  or  frame  relay 
services?  The  an¬ 
swer  is:  absolutely. 

A  much  better  question  is  what  can  be 
done  to  make  MPLS  VPNs  secure  enough 
for  companies  to  rely  on  them  without  fear. 
The  good  news  is  that  there  are  plenty  of 
options.  The  bad  news  is  that  not  all  these 
options  are  necessary  —  and  selecting  the 
right  options  takes  work. 

To  determine  the  right  configuration  for 
your  organization,  you  need  to  invest  in 
upfront  risk  analysis.  (In  a  later  column 
I’ll  explore  how  you  could  use  the  results 
of  this  analysis  to  design  a  highly  secure 
MPLS  VPN  network.) 

First.you  should  quantify  your  risk  from 


Qwest 

continued  from  page  29 

“It  was  something  they  needed  to  do,” 
Quinn  says.  “A  lot  of  carriers  have  been 
[prioritizing]  their  resources  in  this 
economy” 

Qwest  built  out  its  hosting  centers  dur¬ 
ing  rosier  economic  times,  Quinn  notes. 
Once  the  economy  began  slowing,  Qwest 
couldn’t  meet  its  occupancy  goals. 

Quinn  says  she  doesn’t  believe  there’s 
any  risk  that  Qwest  will  exit  the  hosting 
market,  despite  the  company’s  problems 
this  year,  which  include  a  Securities  and 
Exchange  Commission  investigation 
into  accounting  irregularities,  a  growing 
debt  burden  and  disappointing  revenue 
results. 

The  sale  of  Qwest’s  directory  business 
should  solve  its  well-publicized  finan¬ 
cial  woes,  at  least  for  the  short  term, 
she  says. 

The  fact  that  there  aren’t  a  lot  of  finan¬ 
cially  stable  alternatives  to  Qwest  in  the 
hosting  market  means  the  company 
shouldn’t  have  a  hard  time  retaining  its 
customers, Quinn  adds.B 


various  quarters.  Specifically,  ask  yourself 
which  entities  categorically  should  not 
have  the  ability  to  read  your  data,  no  mat¬ 
ter  what. Then  ask  yourself  which  entities 
should  have  the  ability,  but  be  precluded 
by  policy  from  doing  so. 

Confused?  Here’s  an  example.  A  manu¬ 
facturing  company  in  the  U.S.  might 
decide  that  under  no  circumstances 
should  its  competi¬ 
tors,  the  press  and 
Wall  Street  have  acc¬ 
ess  to  interna!  cor¬ 
porate  data.  However, 
it’s  OK  if  employees 
and  the  telephone 
company  are  able  to 
access  the  data,  but 
are  precluded  from 
doing  so  by  either  in¬ 
ternal  policy  or  U.S. 
government  regulation. 

This  company  might  be  satisfied  with  a 
configuration  that  encrypts  its  traffic 
while  on  the  VPN  (so  other  VPN  cus¬ 
tomers  have  no  way  of  accessing  it). 
Furthermore,  this  company  might  be  will¬ 
ing  to  rely  on  the  telco  to  provide  that 
encryption  at  the  network  layer,  because 
it  trusts  the  telco  to  abide  by  U.S.  law. 

An  international  pharmaceutical  com¬ 
pany  might  have  a  totally  different  per¬ 
spective.  Some  of  its  traffic  might  travel 
across  telcos  in  countries  with  question¬ 
able  privacy  protection  —  making  it 
extremely  risky  to  rely  on  the  telcos  to 
provide  encryption.  Furthermore,  traffic 
might  be  extremely  confidential  (for 
example,  information  about  the  develop¬ 
ment  of  a  new  vaccine  against  bioterror 
attacks),  requiring  protection  not  only 
from  the  telcos  and  third  parties,  but  also 
from  internal  employees.The  best  solution 
here  might  be  desktop-to-desktop  encryp- 
tion.That  way  even  traffic  on  the  corporate 
LAN  is  protected  from  prying  eyes. 

A  final  issue  to  address  is  your  organi¬ 
zation’s  vulnerability  to  denial-of-service 
attacks.  Exactly  how  bad  is  it  if  net¬ 
worked  resources  are  down?  For  some, 
the  solution  is  to  develop  policies  that  let 
them  function  offline.  For  example,  a 
large  check-clearing  company  simply 
has  as  a  policy  that  if  the  network’s 
down,  all  checks  less  than  $100  are  auto¬ 
matically  cleared.  Other  companies  (for 
example,  Nasdaq)  can’t  function  without 
being  online  —  and  these  companies 
have  quadruplicate  and  quintuplicate 
redundancy  scenarios. 

Johnson  is  president  and  chief  research 
officer  at  Nemertes  Research ,  a  technology 
research  firm.  She  can  be  reached  at  johna 
@nemertes.com. 


To  determine  the  right 
configuration  for  your 
organization,  you  need 
to  invest  in  upfront 
risk  analysis. 
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THE  ‘ULTIMATE 
*  BACKUP  i 
'  MACHINE. 


LARGEST  CAPACITY 

320  GB  -  60%  more  than  the  nearest  competitor!’ 

HIGHEST  PERFORMANCE 

32  MB/s  -  Up  to  33%  taster!* 

LOWEST  COST  PER  GB 

Up  to  46%  lower!* 

PROTECTS  YOUR  INVESTMENT 

Backward  compatible  to  DLTtape™  IV  media 


k 


IDEAL  FOR  AUTOMATION 

Best  combination  of  storage  density,  performance 
and  durability 

BROADEST  PLATFORM  ACCEPTANCE 

Over  2  million  drives  and  80  million  cartridges  sold 


A 


INDUSTRY-LEADING  ROADMAP 

'l  First  with  a  path  to  over  one  terabyte 
and  100  MB/s* 

See  for  yourself  why  the  SDLT  320 
is  the  highest  performing  drive 
on  dry  land  today! 

Go  to  320reasons.com. 


SUPER 


(DLT 


•When  compared  to  LTO  1 ,  AIT-3  and  Mammoth  2  drives. 

Where  mentioned,  capacities  and  transfer  rates  are  compressed. 

©2002  Quantum  Corporation.  All  rights  reserved.  Super  DLTtape  and  DLTtape 
are  trademarks  and  the  Super  DLTtape  logo  is  a  registered  trademark  of 
Quantum  Corporation. 


N+1  UPS 

Scalable,  modular  and  manage¬ 
able  with  N+1  capability  for 
unmatched  levels  of  availability. 


SPDU  with  System  Bypass 

Rack-optimized  design  with 
configure-to-order,  multi-branch 
whips  to  speed  installation  and 
eliminate  multiple  whips. 


Next  Generation  Enclosure 

Designed  for  the  cabling,  cooling 
and  security  demands  of  today's  IT. 


PowerStru 


ure 


Integrated  Cable  Routing 

Self-contained  cable 
routing  allows  for  instal¬ 
lation  anywhere  (no 
raised  floor  needed). 
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Information  Controller 

Monitor  as  a  complete 
system  through  a  single 
IP  address. 


Rack-mount  Air  Distribution  Unit 

Delivers  equalized  airflow  from  the 
bottom  to  the  top  of  the  rack  enclosure 
to  help  eliminate  unequal  temperatures 
and  protect  sensitive  electronics. 


FREE  White  paper! 

Avoiding  Costs  from  Oversizing 
Data  Center  Infrastructure 

Just  mail  or  fax  this  completed 
coupon  or  contact  APC  for  your 
FREE  white  paper  -  Avoiding 
Costs  from  Oversizing  Data 
Center  Infrastructure  Better 
yet,  order  it  today  at  the  APC 
Web  site!  You  will  also  receive  a 
free  PowerStruXure'"  CD: 

"Presenting  PowerStruXure". 

http://promo.apc.com _ ill3y 

(888)  289-APCC  x2591  •  FAX:  (401 )  788-2797 


Legendary  Reliability' 


FREE  White  paper! 


Avoiding  Costs  from  Oversizing 
Data  Center  Infrastructure 


□  YES!  Please  send  me  my  FREE  white  paper  -  and  the  FREE  PowerStruXure” 

CD:  "Presenting  PowerStruXure"! 

□  NO,  I'm  not  interested  at  this  time,  but  please  add  me  to  your  mailing  list. 


Name: 


Title: 


Company: 

Address:   Address  2: 


City/Town: State: Zip; Country: 

Phone: _ Fax; _ E-mail: _ _ _ _ 

I  I  Yes!  Send  me  more  information  via  e-mail  and  sign  me  up  for  APC  PowerNews  e-mail  newsletter.  [  Key  Code  i113y  | 

What  type  of  availability  solution  do  you  need? 

□  UPS:  0-1 6kVA  (Single-phase)  □  UPS:  1 0-80kVA  (3-phase  AC)  □  UPS:  80+ kVA  (3-phase  ACI  □  DC  Power 

□  Network  Enclosures  and  Racks  □  Precision  Air  Conditioning  □  Monitoring  and  Management 

□  Cables/Wires  □  Mobile  Protection  □  Surge  Protection  □  UPS  Upgrade  □  Don't  know 
Purchase  timeframe?  □  <  1  Month  □  1-3  Months  □  3-12  Months  □  1  Yr.  Plus  □  Don't  know 
You  are  (check  1):  □  Flome/Flome  Office  □  Business  (<1000  employees!  □  Large  Corp.  (>1000  employees) 

□  Gov't,  Education,  Public  Org.  □  APC  Sellers  &  Partners 

©2002  APC.  All  trademarks  are  the  property  of  their  owners.  PSX3A2EB-USb_2c  •  E-mail:  esupport@apcc  com  •  132  Fairgrounds  Road.  West  Kingston.  Rl  02892  USA 


BUSINESS  REPLY  MAIL 

FIRST-CLASS  MAIL  PERMIT  NO.  36  WEST  KINGSTON  Rl 


POSTAGE  WILL  BE  PAID  BY  ADDRESSEE 

APC 

ATTENTION  CRC:  j  1 1 3y 
Department:  B 
132  FAIRGROUNDS  ROAD 
PO  BOX  278 

WEST  KINGSTON  Rl  02892-9920 


NO  POSTAGE 
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How  to  Contact  APC 


Call:  (888)  289-APCC 

use  the  extension  on  the  reverse  side 


Fax:(401)  788-2797 

Visit  http://promo.apc.com 

use  the  key  code  on  the  reverse  side 

APC 


Legendary  Reliability' 


Rack-mount  PDU 

Up  to  42  receptacles, 
monitored  to  eliminate 
branch  circuit  overloads. 


Environmental  Monitoring 

Local  or  remote  monitoring  of  tempera¬ 
ture  and  humidity  where  it  counts,  in 
your  enclosures. 


kHP/C0MPAQ  »  SUN  » IBM^ 


GUARANTEED 

COMPATIBILITY 


r  DELL  »  CISCO  »  LUCENTy 


With  “ Fits  Like  a  Glove"  money 
back  guarantee!  See  Web  site 
at  right  for  details. 


Manageable.  Modular.  Pre-engineered. 

From  IkW  to  5MW,  PowerStruXure  architecture  provides  a  patent-pending 
integrated  approach  to  building  data  center  infrastructure  utilizing  stan 
dardized,  pre-assembled  components. 


PowerStruXure's  scalable,  modular  design  lets  you  build  out  capacity  only 
as  it's  required.  You  can  also  easily  adapt  to  the  ever-changing  requirements 
of  your  server  room  or  data  center,  proactively  manage  the  physical  layer  of 
your  network  infrastructure,  and  increase  your  system  availability  per  dollar. 


Best  of  all,  you  will  never  be  boxed  in  by  proprietary  solutions. 
PowerStruXure  is  vendor-neutral  and  compatible  with  all  major  server  and 
internetworking  platforms,  including  HP/Compaq,  Dell,  IBM,  Sun,  Alcatel, 
Cisco,  Nortel,  Ericsson,  and  Siemens.  Find  out  today  why  experts  and 
users  agree:  you  no  longer  need  to  design  your  data  center  using  an  out¬ 
moded  approach. 


"PowerStruXure's  integration  is  an  example  of 
thoughtful  design,  taking  many  of  the  costly, 
disparate  environmental  systems  in  a  data 
center  and  unifying  them.... " 

Greg  Tally,  Broadband  Editor 
Boardwatch  Magazine 


' ...  I  enjoy  the  fact 
that  I  can  buy  only 
what  I  need  now  and 
add  to  it  later  only 
when  I  need  to. " 

Michael  Touchstone 

Manager  of  Energy 
Conservation, 

Cox  Communications 


Winner  of  the  Windows  and  .Net 
Magazine  "2002  Reader’s  Choice  Award 
for  Best  High  Availability  Solution"  and  the 
GCN  "Best  New  Technology  Award"  at 
FOSE,  March  2002. 
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Planning  a  data  center  is  easy. 
Try  our  online  configurator  toda 


or  download  a  FREE  White  Paper:  " Avoiding  Costs  from  Oversizing  Data 
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Public  wireless  LAN  services  gain  momentum 


■  BY  DENISE  PAPPALARDO 

The  already-considerable  buzz  surrounding  public 
wireless  LAN  services  has  increased  dramatically 
with  the  launch  of  Cometa  Networks  two  weeks  ago 
by  industry  bigwigs  Intel,  AT&T  and  IBM. 

The  new  company  plans  to  offer  Wi-Fi  services  across 
the  U.S.  While  Cometa  will  be  far  from  the  first  with  such 
an  offering,  the  muscle  of  these  players  is  expected  to  add 
oomph  to  the  world  of  public  Wi-Fi  services.The  result 
could  be  more  business  users  turning  to  Wi-Fi  for  their 
remote-access  needs,  experts  say 
Wireless  LAN  or  Wi-Fi  technology  has  been  around  for 
almost  three  years, yet  most  corporate  network  executives 
have  been  content  to  watch  from  the  sidelines. 

While  plenty  of  organizations  have  deployed  wireless 
LANs  on  campuses  or  in  office  buildings,  public  Wi-Fi  ser¬ 
vices  that  allow  users  to  access  corporate  networks  from 
airports,  hotels  or  coffee  shops  are  only  expected  to  take 
off  in  the  next  few  years  (see  chart). 

“Business  users  will  be  the  primary  Wi-Fi  user’’ says 
Roberta  Wiggins,  a  director  at  The  Yankee  Group.  Of  200  IT 
managers  recently  surveyed,  only  3%  said  they  were  using 
public  Wi-Fi  services,  but  38%  said  they  were  interested  in 
using  such  services. 

The  availability  of  wireless  CRM  applications,  an  ongo¬ 
ing  increase  in  user  mobility  and  the  proliferation  of  Wi¬ 
Fi  products  and  access  points  are  spurring  interest  in 
these  wireless  LAN  services,  Wiggins  says.“But  the  jury  is 
still  out  on  how  big  of  a  market  it  will  ultimately  be,” 
she  adds. 

The  Wi-Fi  basics 

Wireless  LAN  or  Wi-Fi  services  are  based  on  the  IEEE 
802.1  lb  specification, which  uses  the  2.4-GHz  spectrum  to 
transmit  data.The  specification  supports  data  rates  at  up 
to  1 1M  bit/sec,  but  it  is  shared  access  and  no  one  user 
would  see  1 1M  bit/sec.  Users  typically  only  need  to  sign 
up  with  a  Wi-Fi  service  provider  and  deploy  a  Wi-Fi  PC 
card  on  their  laptop  to  surf  the  Web  or  access  e-mail. 
Users  have  to  be  in  relatively  close  proximity  to  a  hot  spot 
to  access  the  Wi-Fi  network. 

If  you’ve  heard  anything  about  Wi-Fi, you’ve  heard  about 
security  problems.  While  the  IEEE  is  working  on  new 
specifications  that  address  security,  customers  today 
should  use  a  VPN  client  that  offers  end-to-end  encryption, 
experts  say 

National  coverage  and  roaming  agreements  are  two 
other  lingering  issues  surrounding  Wi-Fi  services. 

There  are  a  handful  of  providers  offering  Wi-Fi  services 
around  the  U.S.  and,  in  some  cases,  globally  that  take  full 
advantage  of  roaming  agreements.  Companies  that  fit  into 
this  category  include  Boingo  Wireless,  Gric  Communica¬ 
tions  and  iPass.The  latter  two  have  built  businesses  by 
offering  global  remote  access  to  the  Internet  for  traveling 
users  by  teaming  with  ISPs  that  lets  Gric  or  iPass  cus¬ 
tomers  access  points  of  presence  using  local  dial-up 
numbers. 

Both  are  taking  this  business  model  and  applying  it  to 
th<  Wi-Fi  world.  Gric  and  iPass  have  put  together  Wi-Fi  “hot 
spot”  networks  that  let  customers  wirelessly  roam  the 
lnten iet.  Neither  company  owns  these  access  points,  but 
strike*  deals  with  local  wireless  providers.  Boingo  has  a 
similar  model. 


Boingo  also  works  with  Wi-Fi  service  providers  across 
the  U.S.  to  put  together  a  national  network  for  business 
users.  But  Boingo  is  teaming  with  FiberLink  to  offer  users 
a  business-quality  VPN  service  over  its  patchwork  of  Wi-Fi 
access  points. 

FiberLink  offers  its  Global  Remote  VPN  service,  which 
includes  an  integrated  firewall  and  antivirus  software  and 
policy  management  support.  FiberLink  Wi-Fi  customers 
use  the  same  software  client  as  FiberLink’s  dial-up  or 
landline  Global  Remote  customers,  but  use  Boingo ’s 
access  network. 

The  service  includes  service  rates  “tailored  for  enter¬ 
prise  users,” says  Howard  Pressman,  mobile  professional 
solutions  manager  at  FiberLink.  Customers  pay  for  the  ser¬ 
vice  based  on  usage  per  24-hour  period,  not  on  the  num¬ 
ber  of  users  accessing  the  network.  Users  pay  from  $2  to 
$5  per  connection,  per  month.  Customers  that  guarantee 
a  higher  number  of  connections  per  month  are  entitled 
to  the  lower  rate,  Pressman  says. 

FiberLink’s  Wi-Fi  VPN  offering  is  one  of  the  only  enter¬ 
prise  products  available  today  but  that  distinction  is 
unlikely  to  last.  Companies  such  as  Cometa  and  T-Mobile 
also  are  targeting  the  business  market. 

Wi-Fi  expectations 


Wi-Fi  deployment  is  predicted  to  grow  dra¬ 
matically  over  the  next  few  years. 


2002 

2003 

2004 

Wi-Fi  service  users 

23,700 

98,900 

609,200 

Expected  service 
revenue* 

$8.4 

$34.3 

$204.7 

Wi-Fi  enabled  devices* 

9.5 

22.3 

38.7 

*in  millions 

SOURCE:  IDC 


Cometa  says  it  will  have  20,000  access  points  deployed 
in  50  states  by  2004,  but  the  company  is  ironing  out 
details  such  as  network  design,  support  and  service  offer¬ 
ings  for  business  customers  (see  www.nwfusion.com, 
DocFinder:  3439,  for  more  information  on  Cometa). 

Last  year, T-Mobile  (then  VoiceStream)  acquired  most  of 
MobileStar’s  assets  and  invested  $2.5  million  to  keep  the 
failed  Wi-Fi  provider’s  network  up  and  running.The  deal 
gave  T-Mobile  access  points,  or  hot  spots,  across  the  U.S. 
and  an  access  deal  with  Starbucks  coffeehouses. 

Since  the  acquisition, T-Mobile  has  built  out  2,000 
access  points  with  plans  for  at  least  5,000  by  the  end  of 
next  year. 

“We  have  a  Wi-Fi-building  machine  here,” says  Frank 
Ramirez,  product  manager  at  T-Mobile.“We’re  not  just 
throwing  them  up.  We’re  putting  a  lot  of  engineering 
behind  the  rollout.” 

T-Mobile’s  deal  with  Starbucks  lets  customers  access  the 
carriers  network  while  sipping  lattes  at  1,200  stores. 
Although  T-Mobile  service  has  a  consumer  feel,  the  idea  is 
that  business  users  can  seek  out  a  Starbucks  to  connect 
to  their  corporate  networks  wirelessly. T-Mobile  has  a  simi¬ 
lar  deal  with  Borders  Books  and  Music  stores. 

T-Mobile  offers  a  variety  of  service  plans.The  standard 
national  offer  costs  $50  per  month,  which  includes  a 
500M  byte  data  transmission  ceiling. 


Although  T-Mobile  service  has  a 
consumer  feel,  the  idea  is  that 
business  users  can  seek  out  a 
Starbucks  to  connect  to  their 
corporate  networks  wirelessly. 

While  AT&T  proper  is  part  of  Cometa,  the  carrier’s  wire¬ 
less  division  is  also  getting  into  Wi-Fi  on  its  own. 

AT&T  Wireless  took  over  a  failed  Wi-Fi  service  provider’s 
network  at  the  Denver  International  Airport.lt  quietly  has 
upgraded  that  network  and  offered  traveling  business 
users  a  way  to  access  their  corporate  networks  in  one  of 
the  busiest  airports  in  the  country 

“We’re  trying  to  figure  out  how  to  build  a  business 
with  public  spectrum.  We  have  to  be  good  at  under¬ 
standing  the  technology  and  negotiating  good  agree¬ 
ments  with  owners  of  venues  and  selling  a  service  that 
enterprise  users  will  want,”  says  Steve  Hodges,  vice 
president  of  strategy  and  business  development  at 
AT&T  Wireless. 

AT&T  is  in  the  process  of  negotiating  roaming  agree¬ 
ments  with  other  Wi-Fi  service  providers. 

“We  are  certainly  looking  at  national  Wi-Fi  services  as 
one  of  our  options,”  Hodges  says.“But  before  that  can 
happen,  network  providers  have  to  work  together  to  sup¬ 
port  open  networks  with  roaming  agreements.” 

AT&T  Wireless’ Wi-Fi  network  is  limited,  but  it  has  only 
worked  with  the  technology  on  a  live  network  since 
June.The  carrier  is  not  yet  offering  a  specific  business- 
class  service. 

Competitors  poised  to  act 

Sprint  PCS  and  Verizon  Wireless  are  not  as  active  as 
T-Mobile  and  AT&T  Wireless,  but  both  are  interested  in  the 
technology 

“Wi-Fi  has  been  on  our  radar  screen  for  quite  a  while,” 
says  Jason  Guesman,  director  of  business  marketing  at 
Sprint  PCS.“lt  s  complementary  to  our  wide-area  data  ser¬ 
vices,  and  a  lot  of  our  efforts  are  in  evaluating  how  to 
incorporate  Wi-Fi  into  our  3G  offerings  and  3G  into  Wi-Fi 
offerings.” 

Verizon  Wireless  has  a  similar  take  but  says  issues  still 
have  to  be  worked  out. Verizon  Wireless  doesn’t  have 
public  Wi-Fi  services  available,  but  it  is  “talking  with 
potential  business  partners  in  this  space,” a  company 
spokesman  says. 

The  company  offers  customers  a  service  in  which 
Verizon  deploys  Wi-Fi  networks  locally  for  customers. 
There  is  the  belief  that  if  users  are  familiar  with  wireless 
LANs,  even  if  deployed  privately  they  would  be  more 
likely  to  use  public  Wi-Fi  services.The  Yankee  Groups 
Wiggins  says.That’s  why  providers  such  as  Verizon 
Wireless  and  Nextel  are  offering  enterprise  wireless  LAN 
deployment  services,  she  says.The  next  step  would  be 
to  provide  public  wireless  LAN  service," she  adds. 

But  Verizon  says  that  issues  as  simple  as  billing  and  as 
advanced  as  security  still  have  to  be  worked  out  before 
public  Wi-Fi  services  will  be  introduced.  ■ 
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Managing  desktop  security  can  be  challenging. 
That’s  why  there’s  Windows  XP  and  Office  XP. 


Recognize  any  of  those  issues?  Or,  perhaps,  all  of  them? 
We  thought  so.  Many  of  these  issues  can  be  related  to  your 
legacy  desktop  software;  fortunately,  many  of  them  can  be 
addressed  by  features  in  Microsoft*  Windows’ XP  Professional 


and  Microsoft  Office  XP  Professional.  Want  specific  examples? 
The  Group  Policy  feature  in  Windows  XP  Professional  lets 
you  define  related  user  groups  and  then  easily  assign  security 
settings  to  the  group  as  a  whole.  Office  XP  Professional 


offers  Macro  Virus  Protection,  which  lets  you  easily  configure 
applications  to  help  prevent  users  from  running  the  macro 
attachments  that  most  viruses  use.  Want  more  reasons  to 
upgrade?  Visit  microsoft.com/desktop 


As  the  world  leader  in  Internet  security,  Check  Point’s"  integrated  security  solutions  Connect,  Protect, 
Manage  and  Accelerate  the  network  security  of  more  than  1 00  million  users  worldwide. 


CONNECT.  Leading  global  companies  rely  on  Check  Point  VPN 
solutions  to  connect  employees  and  offices  everywhere.  Regardless  of 
where  business  happens —even  in  the  most  remote  locations — people 
and  companies  are  securely  connected  to  their  critical  information. 


PROTECT.  Check  Point’s  fail-safe  firewall  infrastructure  provides 
the  highest  level  of  security  for  every  network  from  the  edge  to  the 
core.  Our  authentication,  access  control,  and  content  security  features 
have  become  the  trusted  global  industry  standard. 


Check  Point’s  revolutionary  Security  Management 
Architecture  (SMART-)  lets  you  instantly  deploy  and  distribute  security 
policies  regardless  of  user  location.  All  aspects  of  network  security  can 
be  defined  and  managed  from  a  single  console  dramatically  reducing 
your  total  cost  of  ownership. 


ACCELERATE.  Check  Point’s  VPN  and  firewall  solutions  deliver 
wire-speed  performance  up  to  three  times  faster  than  other  network 
solutions.  Now  you  can  maintain  absolute  network 
security  without  sacrificing  the  performance  of  business- 
critical  applications  or  bogging  down  your  network. 


Checkpoint 
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Find  out  the  latest  in  Internet  security  by  downloading  our  white  paper  “Building  Secure  Wireless  LANs 
at  www.checkpoint.com/wireless/nww  or  call  (866)  488-6686. 


We  Secure  the  Internet. 


O  2002  Check  Point  Software  Technologies  Ltd.  All  rights  reserved. 
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Avici  scales  down  the  core  router 


■  BY  JIM  DUFFY 

BILLERICA,  MASS. —  Looking  to  broaden 
the  market  for  its  terabit  routing  portfolio, 
Avici  Systems  last  week  unveiled  its  small¬ 
est  core  router,  a  device  intended  to 
address  the  needs  of  carriers  expanding  IP 
backbones  to  smaller  sites. 

Avici  rolled  out  the  Quarter-rack  Scalable 
Router  (QSR),a  10-slot,  80G  to  100G  bit/sec 
router  that  provides  10  10G  bit/sec  inter¬ 
faces  in  a  telephone  company  quarter  rack 
(21  inches  high). The  density  and  footprint 

The  little  router 
that  could 

Features  of  Avici's  smallest  core 
router,  the  QSR: 

10-slot  chassis;  80G  to  100G 
bit/sec  full  duplex  switching 
capacity. 

Four  QSRs  —  380G 
bit/sec  —  per  rack. 

Equipped  with  Avici 
Non-Stop  Routing  for  - 
99.999%  reliability.  !  |l,  II  (l 

•  Fully  redundant. 

•  Modularly  scalable. 

•  Shares  modules  with 
higher-end  TSR  and 
SSR  routers. 

Targeted  atTier-2  POPs. 


of  the  QSR  are  designed  to  appeal  to  ser¬ 
vice  providers  requiring  core  router  perfor¬ 
mance  with  minimal  space  and  power 
consumption. 

Tier-2  carrier  points  of  presence  and  inter¬ 
national  carriers  fit  that  profile,  Avici  says. 

“In  the  olden  days  it  seemed  all  you 
needed  was  one,  big  core  router]’ says  Kevin 
Mitchell,  directing  analyst  at  Infonetics 
Research.“Now  it  seems  that  all  the  players 
have  a  portfolio  because  as  service 
providers  build  out  their  backbone,  it’s  not 
a  one-size-fits-all.” 

The  QSR  sports  the  same  distributed 
architecture  as  Avici’s  Terabit  Switch  Router 
and  Stackable  Switch  Router,  and  shares  all 
modules  and  software  with  the  bigger, 
older  routers.The  QSR  features  Avici’s  Non- 
Stop  Routing  technology  for  99.999%  relia¬ 
bility  a  feature  that  Avici  says  obviates  the 
need  to  deploy  a  redundant  router  to  back 
up  the  primary  unit. 

NSR  saves  all  perti¬ 
nent  routing  state 
on  a  back-up  route 
controller.  Con¬ 
nectivity  and  “live¬ 
ness”  with  peers  is 
maintained  while 
route  controller 
failover  is  execut¬ 
ed,  Avici  says. 

The  NSR  route  con¬ 
troller,  meanwhile,  sports 
2G  bytes  of  memory  and 
supports  up  to  3  million  Border 
Gateway  Protocol  routes. 


Takes 


■  Juniper  Networks  last  week 
announced  a  so-called  Global 
Alliance  Program  designed  to  help 
carriers  extend  their  networks. 

The  program  is  intended  to  identify 
and  qualify  “best-in-class"  partners  to 
provide  products  that  help  integrate 
Juniper  routers  into  operations  sup¬ 
port  systems  and  content  delivery  sys¬ 
tems.  OSS  partners  are  categorized 
as  premium,  preferred  and  select,  with 
each  tier  representing  the  level  of 
engagement  between  Juniper  and  the 
partner.  Members  of  the  premium  tier 


include  Arbor  Networks,  Dorado 
Software,  InfoVista,  Micromuse  and 
Orchestream. 

■  Edge  router  company  Laurel  Net¬ 
works  recently  announced  network 
availability  features  for  its  router  de¬ 
signed  to  improve  the  resiliency  of 
ATM  and  frame  relay  services,  Inter¬ 
net  access  and  Multi-protocol  Label 
Switching  IP  VPNs  offered  on 
IP/MPLS  networks. 

The  enhancements  let  Laurel's  ST200 
router  switch  more  than  50,000  Layer  2 
connections  per  second.  They  also 
restore  IP  service  and  traffic  destined 
to  more  than  500  IP  VPN  sites  in  less 
than  50  msec  upon  detection  of  a  link 
or  adjacent  node  failure,  Laurel  says. 


Avici  rolled  out  new  line  cards  for  use 
with  the  QSR.  They  include  a  one-port  OC- 
192c  module  that  takes  up  one  chassis  slot 
instead  of  two;  a  four-port  OC-48c  module; 
and  a  one-port  10G  bit/sec  Ethernet  line  card. 

The  new  line  cards  let  the  QSR  support 
up  to  38  OC-192c  or  10G  bit/sec  Ethernet 
ports,  and  152  OC-48s  per  seven-foot  rack 
when  that  configuration  employs  two  route 
controlIers.This  compares  with  16  OC-192s, 
16  10G  bit/sec  Ethernets  and  64  OC-48s  per 
rack  for  Juniper  Networks’  M-160,  and  20 
OC-192s  and  80  OC48s  for  Cisco’s  12406. 

The  QSR  chassis,  software,  NSR  route  con¬ 
troller,  OC-192c  and  four-port  OC48c  line 
cards  are  expected  to  ship  this  quarter. The 
10G  bit/sec  Ethernet  line  card  is  expected 
to  ship  in  the  first  quarter  of  2003. 

Pricing  for  a  QSR  starts  at  about  $100,000 
for  chassis  and  line  cards,  Avici  says. 

Analysts  say  Avici’s  challenge  with  the 


QSR  is  not  so  much  a  technological  one  as 
it  is  the  general  state  of  the  core  router  mar¬ 
ket  (see  www.nwfusion.com,  DocFinder: 
3535).  Cisco  and  Juniper  still  dominate  the 
market  with  a  combined  share  greater  than 
90%.  Overall,  the  market  is  declining. 

Avici’s  core  router  market  share  is 
between  2%  and  3%.  Alcatel  is  entering  the 
market  with  a  nonstop  router,  deep  pock¬ 
ets  and  an  established  relationship  with 
most  major  carriers. 

Avici  has  two  customers  —  AT&T  and 
Qwest  —  that  account  for  80%  of  the  com¬ 
pany’s  revenue. 

“Whether  [QSR]  is  going  to  make  or  break 
[Avici]  remains  to  be  seen,”  says  Roz 
Roseboro,  an  analyst  at  RHK.“They’re  doing 
a  lot  of  the  right  things.  It’s  a  matter  of  if  it’s 
going  to  matter,  which  is  what  I  say  for 
pretty  much  anybody  who’s  not  Cisco  or 
Juniper  right  noW’  ■ 


Lucent  adds  packets 
to  circuit  switch 


■  BY  JIM  DUFFY 

Lucent  last  week  broadened  its  circuit-to- 
packet  migration  offerings  with  a  switch 
and  components  designed  to  let  service 
providers  evolve  Class  5  networks  to  IP 

Lucent’s  5E-XC  switch  for  its  5ESS  circuit 
switches  nearly  triples  the  capacity  of  the 
Class  5  system  while  requiring  less  floor 
space.  The  switch  features  the  Session 
Initiation  Protocol  (SIP),  which  lets  the 
5ESS  support  new  services  and  existing 
telephony  services,  Lucent  says. 

The  5E-XC  supports  up  to  256,000  trunks, 
compared  with  92,000  trunks  on  a  5ESS 
switch.  The  5E-XC  can  save  service  pro¬ 
viders  up  to  50%  annually  on  the  total  cost 
of  owning  a  switch,  including  office  space, 
power,  cooling,  installation,  maintenance 
and  software-upgrade  costs,  Lucent  says. 

The  switch  can  be  deployed  as  a  stand¬ 
alone  system,  or  its  components  can  serve 
as  incremental  adjuncts  or  upgrades  to  a 
5ESS. These  components  include: 

•  A  communications  module,  combined 
with  new  software,  that  can  enable  a  nearly 
threefold  increase  in  capacity  with  one- 
twelfth  the  space  and  one-tenth  the  power. 

•  An  optical  interface  unit  that,  at  120,000 
trunks,  enables  a  tenfold  increase  in  the 


number  of  trunks  per  cabinet  or  rack. 

•  A  signaling  platform  that  uses  40%  less 
power  and  supports  larger  call  volumes. 

•  Switch  software  (5E16.2)  that  features 
call-forwarding  to  five  different  numbers 
simultaneously  and  a  Centrex  call-transfer 
feature  that  identifies  the  person  initiating 
the  call  rather  than  the  person  transferring 
the  call.5E16.2  can  be  enhanced  through 
software  downloads  at  a  savings  of  75% 
over  previous  software  upgrade  options, 
Lucent  says. 

SBC  Communications  is  deploying  the 
5E-XC  in  its  local  network  to  interconnect 
with  wireless  and  long-distance  carriers  in 
an  access  tandem  switch  application.  SBC 
also  offers  an  IP  Centrex  service  based  on 
Lucent  gear. 

All  5E-XC  components  are  available  now 
An  IP  card  that  runs  the  SIP  software  is 
scheduled  to  be  available  in  the  fourth 
quarter  of  next  year.  B 
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2002  was  tough 
Lucent,  but  see  w try 
company  ofT'Cttiis  are 

upbeat  about  2003. 
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HOW  DO  YOU  IMPROVE  YOUR 
E-BUSINESS  EFFECTIVENESS? 


When  you  test  Web  performance,  what  you  really  want  to  know 
is  how  the  Web  is  affecting  your  bottom  line.That's  where 
Keynote  Systems  can  help. 

At  Keynote,  we  know  something  about  performance.  We  have  been 
benchmarking  the  world's  leading  Web  sites  for  nearly  a  decade. 
All  that  expertise  goes  into  Keynote's  performance  testing  services 
to  help  you  measure  the  effectiveness  of  your  e-business. 

Keynote  offers  services  to  help  you  test  every  aspect  of  your 
e-business,  including  scalability,  capacity,  user  experience,  and 
content  integrity.  Our  performance  testing  services  give  you  a 
360-degree  perspective  of  your  e-business  effectiveness. 

A. 

It's  the  least  you  can  expect  from 
the  Internet  Performance  Authority®. 

To  find, out  how  Keynote  testing  services  can  improve 
performance,  save  you  money,  and  increase  your  e-business 
effectiveness,  call  1 -800-KEYNOTE  (800-539-6683), 
or  go  to  www.keynote.com/nww 
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IMPROVING  THE  QUALITY  OF  E-BUSINESS  WORLDWIDE. 

C  2002  Keynote  Systems,  Inc  Keynote  and  the  Keynote  logo  ace  registered  trademarks  of  Keynote  Systems,  Inc.  All  rights  reserved. 
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SHAPING  YOUR  NETWORK 
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WS-Security  uses  SOAP  to  carry  message 


Web  Services  security  protocol 

In  this  WS-Security  message,  BestSellers.com  sends  an  invoice  to  its 
shipping  company  Shipper.com  to  fill  an  order  from  Jane  Doe. 

BestSellers.com  Shipper.com 

<?xml  version='1.0'  ?> 


■  BY  SHIRLEY  KAWAMOTO 

Web  services  represent  a  powerful  model 
that  allows  for  remote  data  exchange  using 
Internet  standard  protocols  in  a  platform- 
and  language-neutral  way  This  message- 
based  approach,  transmitted  via  HTTP  en¬ 
ables  complex  interactions  that  can  in¬ 
clude  the  routing  of  messages  through  sev¬ 
eral  nodes. 

But  this  presents  a  security  problem. Many 
traditional,  connection-oriented,  point-to- 
point  security  tools  on  which  we’ve  come 
to  depend,  aren’t  as  useful  as  they  once 
were.  Web  services  need  an  end-to-end 
security  solution  that  can  be  used  regard¬ 
less  of  the  nodes  a  message  crosses. 

WS-Security  is  a  proposed  standard  for¬ 
mat  for  carrying  security-related  informa¬ 
tion  in  a  Simple  Object  Access  Protocol 
(SOAP)  message  —  a  joint  effort  of  IBM, 
Microsoft  and  Verisign.  WS-Security  builds 
on  the  World  Wide  Web  Consortium  (W3C) 
encryption  and  digital  signature  specifica¬ 
tions  by  tailoring  them  to  SOAP 

Before  WS-Security  the  W3C  developed 
standards  for  XML  Signature  and  XML  En- 
cryption.With  digital  signature  and  encryp¬ 
tion,  XML  messages  are  kept  confidential 
and  protected  against  unauthorized  modi¬ 
fication.  With  digital  signatures,  the  source 
of  a  message  can  be  authenticated.  These 
cryptographic  capabilities  provide  many 
of  the  necessary  security  features.  But, 
more  is  needed  for  Web  services. 

WS-Security  defines  XML  structures  for 
security  tokens  that  clients  can  use  to  claim 
an  identity  or  some  privilege.  WS-Security 
tokens  include  username, binary  and  secu¬ 
rity  token  reference. 

A  claim  can  be  endorsed  or  unendorsed. 
An  endorsed  claim  comes  with  evidence 


<env:Envelope 

xmlns:env=”http://www.w3.org/2001/12/s 

oap-envelope" 

xmlns:wsse=”http://schemas.xmlsoap.or 

g/ws/2002/04/secext” 

xmlns:dsig="http://www.w3.org/2000/09/ 

xmldsig#”> 

<env:Header> 

<n:shipping 

xmins:n="http://shipper.com/shippingins 

tructions" 

env:role="http://www.w3.org/2002/06/soap- 
envelope/role/next" 
env:mustllnderstand="true"> 
<n:Priority>Next  Day</n:priority> 
</n:shipping> 

<wsse:Security 

wsse:actor="http://www.w3.org/20Q2/06/ 

soap-envelope/role/next"> 

<wsse:BinarySecurity  Token 

wsse:ld="BestsellersToken" 

wsse:ValueType="wsse:X5090v3” 

wsse:EncodingType=”wsse:Base64Binar 

y”> 

asDVIWMI389MJmdn  . . . 

</BinarySecuritytoken> 

<dsig:Signature> 

<dsig:Signedlnfo> 

<dsig:CanonicalizationMethod  Algorithm^ 

"http://www.w3.org/2001/10/xml-exc- 

c14n#"/> 

<dsig:SignatureMethod  Algorithm^ 


“http://www.w3.org/2000/09/xmldsig#rsa- 

sha1”/> 

<dsig:Reference  URI="”> 
<dsig:Transforms> 

<dsig:Transform 

Algorithm=http://www.w3.og/2000/09/xm 

ldsig#enveloped-signature/> 

<dsig:Transform 

Algorithm=‘‘http://www.w3.org/2001/10/x 

ml-exc-c14n#”/> 

</Transforms> 

</dsig:Reference> 

</disg:Signedlnfo> 

<dsig:SignatureValue> 

</dsig:SignatureVa!ue> 

<dsig:Keylnfo> 

<wsse:SecurityTokenReference> 

<wsse;Reference 

URI=”#BestSellersToken"/> 

</wsse:SecurityTokenReference> 

</dsig:Keylnfo> 

</dsig:Signature> 

</wsse:Security></env:Header> 

<env:Body> 

<p:invoice  ID=”bookinvoice" 

xmlns:p=http://bestsellers.com/invoice> 

<p:item>NewBook</p:item> 

<p:number>1</p:number> 

<p:price>15.25</p:price> 

<p:shipto>Jane  Doe</p:shipto> 

</p:invoice> 

</env:Body> 

</env:Envelope> 


that  a  trusted  third  party  vouches  for  the 
claim.  An  X.509  certificate  is  a  token  with 
an  endorsed  claim.  In  this  case, a  certificate 
authority  vouches  for  the  identity  of  the 
owner  of  the  public/private  key  pair. 

On  the  other  hand,  a  username,  with  or 
without  an  accompanying  password,  is  an 
unendorsed  claim  and  requires  that  provi¬ 
sions  be  made  to  trust  the  username.  One 
possible  provision  is  to  include  a  password 
so  that  the  receiver  can  check  the  trans¬ 
mitted  password  against  a  local  database. 
This  is  called  a  proof-of-possession  claim, 
because  the  user  shows  that  he  has  user¬ 
name’s  password. 

An  example  of  the  use  of  WS-Security  is  a 
message  that  is  an  invoice  for  a  book  that 
Jane  Doe  is  purchasing  from  Bestsellers 
.com.  Bestsellers  will  send  the  invoice  to 
Shipper.com,  which  is  responsible  for  get¬ 
ting  the  book  to  Jane.  A  header  targeted  at 
Shipper  instructs  it  to  send  the  book  via 
next-day  shipping. 

Shipper  will  print  out  the  invoice  and 
include  it  in  the  shipment.  Bestsellers 
wants  Shipper  to  know  that  it  sent  the  mes¬ 
sage  and  that  the  invoice  hasn’t  been  mod¬ 
ified  in  transit. So  Bestsellers  signs  the  mes¬ 
sage  digitally.  The  signature  is  included  in 
the  message. 

Many  details  relating  to  WS-Security  still 
need  to  be  worked  out.  Adherence  to  stan¬ 
dards  does  not  guarantee  interoperability 
and  managing  trust  relationships  is  still  a 
challenge.  Indications  are  that  we  are  well 
on  the  way  to  cross-platform  security  solu¬ 
tions  that  will  give  businesses  the  confi¬ 
dence  they  require  to  adopt  Web  services. 

Kawamoto  is  principal  security  architect 
at  Quadrasis.  She  can  be  reached  at 
skawamoto@quadrasis.  com. 


Dr.  Internet 


By  Steve  Blass 


The  menu  bar  disappeared  from  Microsoft  Word 
on  my  computer.  ALT  key  sequences  will  not  bring 
up  the  menus.  I  still  have  the  menu  bars  in  Excel, 
PowerPoint  and  Outlook.  I  uninstalled  and  then 
reinstalled  Office  and  the  menu  bar  is  still  missing 
in  Word.  How  can  I  get  the  menu  bar  back? 

Uninstalling  programs  does  not  always  remove 
program  information  from  your  system.  A  large 
amount  of  configuration  information  is  stored  in 


the  Windows  registry  and  is  often  left  behind  by 
program  uninstallers.  There  are  several  articles  on 
support.microsoft.com  regarding  disappearing 
menu  bars.  Some  issues  can  be  solved  by  renam¬ 
ing  the  normal.dot  template  file.Occasionally  the 
menu  bar  accidentally  is  dragged  out  of  the  pro¬ 
gram  window  and  can  be  found  hiding  in  a  sepa¬ 
rate  window.  The  Word  menu  bar  registry  setting 
is  found  in  the  HKEY_CURRENT_USER\ 
Software\Microsoft\Office\9.0\Word\Data  key. 


You  can  repair  a  menu  bar  setting  by  using 
the  regedit  program  to  rename  the  Data  key  to 
something  such  as  oldData,  then  exit  regedit  and 
restart  Word.  Word  will  rebuild  the  Data  key  with 
the  correct  values,  and  you  should  get  your 
menu  back. 

Blass  is  a  network  architect  at  Change^ 
Work  in  Houston.  He  can  be  reached  at 
dr.internet@changeatwork.com. 
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GEARHEAD 
INSIDE  THE 
NETWORK 
MACHINE 


We’ve  banged  on  about  Active 
Server  Pages  for  a  few  weeks 
and  we  think  we  need  to  take  a 
break.  And  with  Christmas  coming,  we’ll 
take  the  opportunity  to  look  at  a  piece  of 
equipment  that  you  might  want  to  have 
around  your  IT  shop:  the  Sony  AIBO 
ERS220,  a  robot  dog  that  is  arguably 
the  most  sophisticated  consumer  robot 
available  and  has  built-in  wireless 
support. 

The  AIBO  robot  consists  of  a  core 
module  that  contains  the  battery, 
processor  and  memory  (actually  a  MIPS 
processor  running  at  192  MHz  with  32M 
bytes  of  RAM)  onto  which  you  snap  the 
head,  tail  and  four  leg  modules. 

The  core  module  also  has  a  slot  for  an 
802.11b  wireless  card  and  another  that 
takes  a  Sony  Memory  Stick. The  Memory 
Stick  is  the  storage  media  for  AIBO’s  pro¬ 
grams,  and  you  can  buy  programs  for 
different  functions. 

What’s  really  cool  is  that  an  AIBO  can 


A  wireless  robot  dog  for  Christmas 


actually  walk.  It  can  move  forward  and 
backward,  turn  left  and  right  as  well  as 
sit  and  kick.  There  are  buttons  on  each 
“foot”  to  detect  ground  contact, 
although  the  AIBO  can’t  be  left  on 
a  table  because  it  can’t  detect 
edges  and  will  plummet  happily  to  its 
destruction. 

The  head  and  tail  modules  have  lots  of 
red  and  blue  lights  for  show,  a  built-in 
sound  generator  that  makes  way  cool 
sounds  during  operation,  depending  on 
which  program  is  being  run, and  a  pop-up 
light  on  the  head. 

We  were  sent  two  program  packs  with 
our  review  unit.  The  first  was  AIBO  Ex¬ 
plorer.  The  packaging  says  that  the  pack 
will  “Upgrade  desire  for  adventure”  and 
“With  emotions,  instincts,  learning  func¬ 
tions  and  cool  situation  evaluations,  col¬ 
orful  movements  and  expressions  are 
realized.”  Oh. 

What  you  get  with  this  pack  is  a  robot 
that  responds  to  stimuli  (vision,  speech 
recognition  and  touch),  can  chase  the 
supplied  pink  ball  and  pink  bone,  and 
has  what  appear  to  be  emotions. 

Robots  need  love  too 

Unfortunately,  one  of  its  “needs”  is  to  be 
“loved”  and  so  this  program  demands  to 
be  petted,  otherwise  the  robot  behaves 


sulkily.  If  there  is  one  thing  we  do  not 
want,  it  is  a  whiny,  needy  robot. 

Be  that  as  it  may,  the  overall  AIBO  sys¬ 
tem  with  the  AIBO  Explorer  pack  is  very 
impressive.  But  much  more  impressive  is 

...  the  Sony  AIBO 
ERS220,  a  robot  dog 
that  is  arguably  the 
most  sophisticated 
consumer  robot  avail¬ 
able  and  has  built-in 
wireless  support. 

the  AIBO  Navigator  pack  because  it 
links  your  PC  to  the  AIBO  using  an 
802.11b  wireless  link. 

This  pack  has  a  built-in  Web  server  so 
you  can  modify  the  robot’s  basic  net¬ 
work  parameters  such  as  the  IP  address 
and  wireless  setup,  although  if  you  have 
a  Memory  Stick  adapter  in  your  PC  you 
can  run  the  supplied  configuration  soft¬ 
ware  and  directly  set  the  values. 

Once  configured,  you  can  remotely 


direct  the  AIBO,  view  what  its  camera 
sees  (and  point  the  camera  by  turning 
its  head),  listen  through  its  microphone, 
play  sounds  through  its  speakers,  replay 
prerecorded  sequences  of  movements 
and  take  pictures. 

You’ll  find  that  steering  AIBO  is  tricky 
—  robotic  walking  is  not  accurate,  and 
we  spent  a  lot  of  time  trying  to  maneu¬ 
ver  away  from  objects  on  which  we  got 
snagged. 

Our  real  dogs  were  very  nervous 
around  the  AIBO  but  refrained  from  bit¬ 
ing  it,  which  pleased  us  because,  at 
about  $1,500,  that  would  not  have  been 
a  good  thing. 

Would  we  want  an  AIBO  robot?  Sure, 
it  is  extremely  cool,  but  we’re  not  sure 
what  we’d  actually  do  with  it  unless 
there’s  a  program  that  would  make  it 
weed  the  garden  or  round  up  the  office 
dust  bunnies. 

The  AIBO  is,  without  doubt,  way  cool, 
and  as  a  technology  demonstration,  it  is 
impressive.  We’d  love  to  have  the  time  to 
experiment  with  programming  it 
(there’s  a  full  software  developers’  kit 
available  free  for  download)  but  you 
know  how  it  is  —  so  many  toys,  so  little 
time. 

Sit.  Stay.  Write  to  gearhead@gibbs.com. 


Cool  Too 

Quick  takes 
on  high-tech  toys 

By  Keith  Shaw 


SMC  readies  wireless  cable  modem  gateway 

SMC  Networks  has  announced  a  new  wireless  cable 
modem  gateway  (the  SMC8012WG  EZ  Connect)  for 
homes  and  small  businesses.  The  gateway  will  be  avail¬ 
able  by  the  end  of  the  month,  through  cable  system 
operators  and  direct  retail,  for  about  $230,  SMC  says. 

The  cable  modem  gateway  combines  the  functions  of 
a  cable  modem,  four-port  switch  and  802.11b  wireless 
access  point.  It  is  certified  for  Data  Over  Cable  Service 
Interface  Specification  1.0,  and  is  software-upgradable  to 
DOCSIS  1.1  and  the  CableHome  1.0  specification.  SMC 
includes  its  EZ  installation  Wizard  for  configuration,  and 
has  Web-based  configuration  management  and  plug-and- 
play  compatibility  built  into  the  device,  SMC  says. 

The  gateway  has  an  integrated  stateful  packet  inspec¬ 
tion  firewall  that  monitors  and  analyzes  all  information 
that  enters  the  LAN, and  can  disallow  unauthorized  infor¬ 
mation  and  safeguard  from  hackers’  denial-of-service 
attacks.  Parental  controls  are  available  to  block  objec¬ 
tionable  content.  The  gateway  also  supports  IP  Security 
VPN  initiation  and  termination  for  remote  connections. 

Vf/  ;:tim  offers  digital  vinyl’  CD-R  discs 

t  been  burning  your  CDs  to  keep  up  with  today’s 
uvm:  .g\  but  are  still  nostalgic  for  the  look  of  your  old 
45-rp;u  records.  Verbatim  has  the  answer.  The  company 
recently  l  iun  bed  a  new  family  of  CD-R  disks  that  look 
like  45s. 


The  Verbatim  Digital  Vinyl  CD-R  disks  act  as  conven¬ 
tional  CD-R  media,  and  provide  700M  bytes  of  data  stor¬ 
age  (about  80  minutes  of  recording).  The  prices  for  the 
disks  are  about  $1.49  for  one  and  $12.99  for  a  10-pack.  Go 
to  www.verbatim.com  for  details. 


PowerPoint  shows  (.PPT  files)  to  broadcast-quality  video 
presentations.  It  includes  a  full  version  of  Pinnacle 
Expression  software  for  CD  and  DVD  authoring. 

The  Pro  software  is  available  as  a  full  product  or  as  an 
expansion  pack  for  users  who  want  to  upgrade. 


Linksys  launches  80G-byte  NAS  drive 

Linksys  is  shipping  its  EtherFast  Instant  GigaDrive 
(EFG80),a  network-attached  storage  device  that  includes 
file- and  printer-sharing  capabilities  for  small  office/home 
office  users.  The  plug-and-play  appliance  costs  $550  and 
offers  80G  bytes  of  Integrated  Drive  Electronics  (IDE) 
hard  drive  storage  space. 

Linksys  says  the  storage  capacity  can  increase  to 
240G  bytes  by  adding  a  120G-byte  hard  drive  to  the 
initial  and  second  hard  drive  bays  of  the  device. 

GigaDrive  lets  users  share  files  off  the  server  for 
better  network  performance,  retrieve  files  remotely 
through  a  Web  browser  (Internet  Attached  Storage), 
upload  and  download  files  via  FTRshare  a  printer  via 
a  built-in  printer  server  (and  remotely  via  the  Internet 
printing  protocol),  and  back  The  Linksys  ,nstant 
up  data  from  one  hard  drive  GigaDrive  is  a  NAS  device 
bay  to  the  other. The  drive  with  80G  bytes  of  storage, 
works  with  Windows  98, 

2000,  ME  and  XP 
The  device  is  powered 
by  Linux  and  includes  a 
10/100  Ethernet  port, 

Linksys  says.  It  also  can 
connect  to  wireless  net¬ 
work  devices  or  con¬ 
nect  to  a  wireless  net¬ 
work  through  its  wire¬ 
less  Ethernet  bridge.  For 
details,  go  to  www.linksys.com 


Shaw  can  be  reached  at  kshaw@nww.com. 


Verbatim's  new  CD-R  discs  bring  you  back  to  the  days  of  45s. 


New  version  of  Visual  Communicator 

Serious  Magic  (www.seriousmagic.com)  recently 
launched  an  updated  version  of  its  Visual  Communicator 
software,  Visual  Communicator  Pro.  The  professional  ver¬ 
sion  is  aimed  at  businesses, education,  training  and  video 
producers,  the  company  says.The  version  adds  high-reso¬ 
lution  output  and  other  new  features  and  costs  $350. 

The  video  presentation  system  now  can  record  videos 
in  full  broadcast  resolution  for  DVD,  videotape  and  video 
projection,  the  company  says.  New  graphics,  music  files, 
and  customizable  video  effects,  have  been  added  to  the 
system.  The  new  software  also  can  convert  native 


Dell  j  Enterprise 

Consolidate  with  Dell  Blade  Servers  and  dramatically  lower  TCO.  Dell  PowerEdge'"  1655MC  Blade 
Cost-Effective  Consolidation  Solution  Servers,  powered  by  Intel®  Pentium®  III  processors,  represent  the  future  of  server  design  as  well  as 

•  Up  to  2  Intel*  Pentium*  III  Processors  at  1.26GHz  Per  Blade 

•  Up  to  84  1655MC  Blades  Fit  into  One  standard  42U  Rack  a  more  cost-effective  way  to  start  consolidating  your  web,  network  infrastructure  and  application 

•  128MB  -  2GB  133MHz  ECC  SDRAM 

•  Supports  up  to  2  High-Performance  scsi  Hard  Drives  with  servers.  Our  small,  3U/6  blade  chassis  is  cutting-edge,  and  it  easily  fits  into  your  existing  power  rack 

PERC4/im  Integrated  RAID 

•  Hot  Plug  Redundant  Power  and  Cooling  standard  and  administrative  infrastructure.  With  Dell  PowerEdge  MC  Blade  Servers,  you  can  expect: 

•  Integrated  Management  Module  and  Keyboard, 

Video  and  Mouse  Switch 

•  integrated  Layer  2  Managed  Ethernet  Switches  •  Modular  Flexibility:  Consolidate  multiple  applications  in  a  fraction  of  the  space  reguired 

by  traditional  rack  designs. 

•  Superior  ROI:  The  1655MC's  smaller,  modular  design  can  help  improve  your  ROI  when 
buying  three  or  more.  And  they're  easy  to  install,  maintain  and  service. 

•  Infinite  Scalability:  Buy  only  the  number  of  blade  servers  you  need,  without  the  investment 
and  overhead  of  much  larger,  more  expensive  chassis  designs.  As  your  needs  grow, 
simply  plug  in  new  blade  servers. 


PowerEdge™  1655MC  Blade  Server 


So  go  to  www.dell.com/blades  or  call  us  toll-free  at  1-866-234-3355  today  and  discover  the  easier 
way  to  get  on  the  consolidation  bandwagon  with  Dell  PowerEdge  MC  Blade  Servers. 


Pentium®/// 

■  mm  a 


Smarter  consolidation  solutions.  Easy  as 


Click  www.dell.com/blades  Call  1-866-23  * 


tell  free 


Call  M-F  7a-8p|Sat  8a  5p  CT. 

Dell,  the  stylized  E  logo.  E  Value  and  Latitude  ate  trademarks  of  Dell  Computer  Corporation  Intel.  Intel  Inside  and  Pentium  are  trademarks  or  registered  trademarks  of  Intel  Corporation  or  its  subsidiaries  in  the  United  States  and  oilier  countries  Microsoft  and  Windows  aie  rr  ;m 
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EDITORIAL 

Keith  Shaw 

Disturbing 
trends  in 
wireless  LANs 

While  early  wireless  LAN  efforts  have  been  hassle- 
free  thanks  to  interoperability  work  by  the  Wi-Fi 
Alliance,  some  disturbing  trends  are  emerging. 
Here  are  some  examples: 

•  802. 1  lb  vendors  U.S.  Robotics, D-Link  Systems  and 
others  have  recently  released  access  points  and  client 
adapters  that  boost  the  802.1  lb  data  rate  from  1 1M  to 
22M  bit/sec.  While  the  gear  is  interoperable  with  other 
Wi-Fi-certified  products  at  1 1M  bit/sec,  none  of  the  prod¬ 
ucts  work  together  at  the  higher  speeds. 

•  Similarly, some  802.11a  and  802.1  lg  products  now 
include  proprietary  “turbo  modes"  that  boost  the  speeds 
from  54  M  bit/sec  up  to  108M  bit/sec. 

•  Some  vendors,  including  Cisco,  offer  proprietary  secu¬ 
rity  features  that  require  access  point  and  all  adapters  be 
purchased  from  the  same  supplier. 

These  changes  seem  innocuous  enough  at  first  glance, 
given  that  most  companies  use  equipment  from  one  ven¬ 
dor  when  they’re  deploying  wireless  LANs.  In  certain 
closed  situations  in  which  proprietary  technology  isn’t  an 
issue,  the  extra  bandwidth  actually  can  be  a  boon. 

But  the  beauty  of  wireless  is,  of  course,  mobility.  Em¬ 
ployees  who  use  wireless  at  work  ultimately  will  want  to 
use  it  at  home,  at  the  airport  and  at  hot  spots  that  are 
cropping  up  all  over  the  place,  and  it’s  likely  that  all  that 
equipment  will  come  from  a  range  of  vendors. 

With  proprietary  enhancements  creeping  in,  can  you 
ensure  that  the  cards  in  mobile  workers’  laptops  will 
function  correctly  with  various  hot-spot  access  points? 
And  even  within  your  corporate  walls,  if  vendors  start  to 
drift  too  far  from  the  standards,  will  it  be  hard  to  mix  and 
match  technology  from  multiple  vendors  as  you  try  to 
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Failing  health 

As  someone  who  has  worked  in  hospital  IT  for 
almost  eight  years,  I  was  not  surprised  by  the  prob¬ 
lems  detailed  in  your  story  (www.nwfusion.com, 
DocFinder:  3443)  “Hospital  sounds  alarm  after  3-day 
struggle.” In  my  five  years  as  network  administrator  at 
my  current  employer,  I  have  found  that  75%  of  the  IT 
problems  we  face  come  from  poorly  designed  and 
tested  healthcare  software.  The  healthcare-specific 
applications  available  to  hospitals  seem  to  be  of 
mediocre  or  poor  quality  compared  with  other 
industry-specific  software.This  is  because  the  health¬ 
care  software  development  cycle  is  driven  from  the 
end  user/features  perspective  more  than  from  the 
technical/IT  perspective.  My  current  software  ven¬ 
dors  are  more  concerned  about  cramming  in  new 
features  than  fixing  problems  in  existing  software. 
And  don’t  even  ask  about  application  integration  — 
we’re  lucky  if  we  can  get  applications  to  work  alone. 

Christopher  Rose 
Lead  network  specialist 
Liberty  Hospital 
Liberty  Mo. 

In  “Hospital  sounds  alarm  after  3-day  struggle,”  the 
statement:  “The  incident  at  Beth  Israel  Deaconess 
underscores  the  importance  of  back-up  systems” 
misses  the  real  issue.  Apparently  there  is  not  a 
change-management  system  in  place  at  the  hospi¬ 
tal,  or  else  it  was  totally  circumvented. The  applica¬ 
tion  should  have  gone  through  a  change-manage¬ 
ment  review  process  and  should  have  been  tested  in 
a  pilot  lab  environment  first.  The  hospital  would 
have  discovered  that  the  “compute-intensive”  soft¬ 
ware  was  going  to  be  a  bandwidth  hog  and  could 
have  taken  steps  to  avoid  a  network  outage. 

Joe  McDowell 

E-mail  letters  to  jdix@nww.com  or  send  them  to  John  Dix,  Editor  In 
Chief,  Network  World,  118  Turnpike  Road,  Southborough,  MA  01 772. 
Please  include  phone  number  and  address  for  verification. 


Project  manager 
Paragon  Development  Systems 
Madison, Wis. 

Redefining  technical  jargon 

I  was  surprised  to  read  in  your  story  (DocFinder: 
3444)  “What  is  broadband?”  that  broadband  is  offi¬ 
cially  pegged  by  the  Federal  Communications 
Commission  at  200K  bit/sec,  and  Intel  President  and 
CEO  Craig  Barrett  calls  it  at  100M  bit/sec.  For  at  least 
the  10  years  I’ve  been  in  IT,  broadband  has  referred 
to  technology  that  can  carry  multiple  channels  or 
services  on  one  physical  medium  (for  example,  dig¬ 
ital  data  and  analog  voice  on  a  twisted  pair),  not 
transmission  speeds.  Because  the  word  has  been 
taken  for  another  use,  what  word  now  means  what 
broadband  used  to  mean? 

Don  Rea 

Web  application  developer 
Bucknell  University 
Lewisburg,  Pa. 

Coming  to  the  desktop 

I  had  to  do  a  double-take  when  I  read  William 
Dennett’s  letter  (DocFinder:  3525)  in  which  he 
states:”. . .  human  beings  cannot  in  any  way  process 
information  presented  at  gigabit  speeds.”  It  brought 
back  memories  of  a  lecture  Bob  Metcalfe  gave  a 
decade  ago  on  the  invention  of  Ethernet,  in  which 
he  had  to  contend  with  critics  proclaiming, “Nobody 
can  possibly  read  faster  than  300  bit/sec.” 

Of  course  we’ll  get  Gigabit  Ethernet  to  the  desktop, 
for  the  same  reason  that  we  use  2-GHz  CPUs  when 
200  MHz  would  be  adequate.  We’re  not  buying  band¬ 
width  here,  we’re  buying  pain  relief:  A  2-second  delay 
compared  with  12  seconds  when  playing  with  100M- 
byte  files  is  worth  the  extra  $85  per  switched  port. 

Daniel  Smith 
San  Jose 


buy  best-of-breed  technology? 

The  Wi-Fi  Alliance  has  done  a  good  job  promoting 
802.  lib  interoperability  with  the  Wi-Fi  program.  It 
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recently  started  an  802.1  la  program,  and  once  the 
802.1  lg  standard  is  ratified  in  2003  we  expect  to  see 
another  one. 

Vendors  that  are  muddying  the  waters  with  proprietary 
modes  should  work  with  the  Wi-Fi  Alliance  to  either 
come  up  with  a  cooperative  standard  for  these  faster 
speeds  or  at  least  spend  more  time  educating  customers 
about  the  potential  interoperability  issues. 

If  they  don’t,  they  risk  angering  customers  who  expect 
their  wireless  equipment  to  work  everywhere  and  at  the 
speeds  advertised. 

—  Keith  Shaw 
Senior  Reviews  Editor 
kshaw@nww.  com 
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STRATEGY  SESSION 

Jeff  Kaplan 

The  holiday  season  typically  is  a  time 
for  budget  reviews  and  strategic  plan¬ 
ning  for  the  new  year.  Given  the  tenu¬ 
ous  economic  and  political  climate,  most  IT 
organizations  are  pleased  to  have  survived 
the  past  year’s  challenges  and  are  preparing 
for  another  year  of  the  same.  While  few  can 
afford  to  make  major  new  IT  investments,  here  are  some  actions  you 
could  take  to  improve  your  operations  while  meeting  your  tight  bud¬ 
getary  constraints: 

•  Take  a  poll:  Survey  the  major  stakeholders  in  your  organization  — 
executives,  end  users,  customers,  partners  —  to  determine  their  priori¬ 
ties  for  the  coming  year,  how  satisfied  they  are  with  current  IT  resources 
and  how  technology  could  help  them  meet  their  business  objectives. 

•  Do  an  audit:  Many  organizations  don’t  have  an  up-to-date  record 
of  their  current  installed  base  of  hardware  and  software.  A  greater 
number  don’t  have  application-performance  statistics  that  provide  a 
measure  of  availability,  reliability  and  response  times  of  key  systems. 

•  Benchmark  yourself:  Measuring  your  performance  has  limited 
value  unless  you  compare  it  with  your  peers’  or  leaders’  perfor¬ 
mance.  Benchmarking  initiatives  by  trade  associations,  user  groups 
and  research  firms  can  provide  valuable  data. 

•  Build  your  team:  Cutbacks  have  left  many  IT  organizations  reeling. 
Conduct  a  skills  assessment  of  remaining  staff,  identify  and  fill  impor¬ 
tant  gaps,  establish  career  development  programs,  and  start  focusing 


Success  strategies  for  2003 


everyone’s  energies  on  your  primary  objectives  for  the  coming  year. 

•  Focus  on  process:  A  recent  study  by  The  Yankee  Group  found  that 
one-third  of  network  outages  are  caused  by  human  error.  In  response, 
AMR  Research  reports  a  growing  number  of  companies,  such  as  3M 
and  Honeywell,  have  established  a  new  executive  position  called  chief 
process  improvement  officer  to  address  workflow  problems.  Does  your 
company  have  a  process  improvement  champion? 

•  Standardize:  In  my  last  column  (www.nwfusion.com,  DocFinder: 
3526), I  suggested  ways  IT  organizations  could  consolidate  and  stan¬ 
dardize  their  IT  hardware  and  software  platforms.  If  you  aren’t  among 
the  organizations  implementing  IT  standardization  programs,  you’re 
missing  a  tremendous  money-saving  opportunity. 

•  Pick  key  vendors:  Reduce  the  number  of  suppliers  you  rely  on. 
This  will  put  you  in  a  position  to  establish  strategic  agreements  to 
reduce  technology  costs  and  increase  the  quality  of  support  you  get. 

•  Carefully  assess  outsourcing:  IT  outsourcing  has  become  inevitable. 
But  with  more  than  50%  of  major  outsourcing  deals  failing,  IT  organi¬ 
zations  need  to  assess  what  and  how  they  outsource.  Start  with  small  IT 
tasks  in  areas  that  aren’t  mission  critical. 

•  Plan  for  uncertainty:  Fortifying  your  business  continuity  and  dis¬ 
aster-recovery  plans  is  your  best  insurance  policy  for  mitigating  the 
direct  and  indirect  costs  of  a  traumatic  event. 


While  few  Gan 
afford  to  make 
m^jor  new  IT 
investments, 
here  are  some 
actions  you 
could  take. 


Kaplan  is  managing  director  of  THINKstrategies,  a  consultancy  in 
Wellesley,  Mass.  He  can  be  reached  at  jkaplan@thinkstrategies.com. 


REALITY  CHECK 

Thomas  Nolle 


ell  2002  didn’t  go  as  well  as  I’d 
hoped.  Three  negative  factors  de¬ 
fined  this  year:  Regulatory  prob¬ 
lems  still  plague  DSL  deployment,  World¬ 
Com  is  in  Chapter  1 1  and  Verizon  has  only 
just  entered  the  enterprise  long-distance 
market.  Had  regulatory  reform  happened,  WorldCom  not  sunk,  and 
Verizon  quickly  and  aggressively  entered  the  national  data  market, 
this  year  could  have  been  good.  Clearly  it  wasn’t,  and  now  these 
same  three  factors  will  define  2003. 

The  regulatory  problems  with  DSL  have  stifled  residential  broadband. 
Forget  the  naysayers  who  insist  there’s  no  provable  demand. There’s  no 
incentive  in  the  current  market  to  encourage  demand.  Cable  compa¬ 
nies  are  fending  off  the  satellite  companies, and  the  regional  Bell  oper¬ 
ating  companies  are  getting  ready  to  feast  on  interexchange  carrier 
(IXC)  market  share.  Who  wants  to  take  new  risks?  Residential  broad¬ 
band  is  an  enormous  opportunity  in  the  long  run  and  an  enormous 
risk  in  the  near  term,  which  is  why  regulations  have  to  be  favorable. 

Regulations  are  most  likely  to  affect  the  RBOCs,  so  we’ll  have  to 
watch  them.  The  Federal  Communications  Commission  might  de¬ 
cide  it’s  safe  to  move  more  aggressively  with  DSL  because  a  Re¬ 
publican  Senate  won’t  overturn  FCC  initiatives. 

Meanwhile,  the  ghost  of  WorldCom  will  haunt  regulators,  Wall  Street 
and  competitors  in  the  carrier  space.  Here’s  a  company  that’s  name  is 
practically  a  synonym  for  corporate  fraud,  which  might  wash  itself  clean 
of  debt  and  fling  itself  into  an  already  profit-squeezed  market  to  wreak 
pricing  havoc.  It’s  not  that  WorldCom  could  slash  prices  by  10%  or  more, 
perhaps  at  least  creating  a  short-term  consumer  benefit.  More  likely  the 
carrier  will  drive  down  prices  just  a  few  percentage  points  in  an  indus¬ 
try  where  profitability  for  so  many  big  players  hangs  on  just  that  margin. 
Can  WorldCom  threaten  the  whole  industry? 

We  have  reason  to  hope  not.  Even  if  regulators  let  WorldCom  skate  on 
the  fraud  thing  and  the  carrier  reorganizes  and  re-enters  the  market, 
WorldCom  did  what  it  did  because  it  didn't  have  honest  profits.  Why 
should  the  carrier  now  be  able  to  produce  them?  Sure,  WorldCom 


Better  times,  or  just  different? 


would  be  washed  of  a  lot  of  old  debt,  but  can  the  company  generate 
enough  profit  to  cover  operations  costs?  And  who  will  lend  it  new 
money  without  punitive  terms?  WorldCom  is  probably  a  paper  threat, 
but  it  could  muddy  the  waters  on  the  regulatory  front.  If  WorldCom’s  re¬ 
entry  reduces  profits  for  IXCs  and  RBOCs,  that  makes  it  harder  for  reg¬ 
ulators  to  strike  a  balance  between  advancing  DSL  and  killing  IXCs. 

That  brings  us  to  Verizon.  The  specifics  on  Verizon’s  enterprise  an¬ 
nouncement  suggest  that  the  carrier  is  hedging  its  bets  in  the  near 
term.  A  national  service  drive  aimed  at  stealing  the  IXCs’  current  enter¬ 
prise  accounts  would  commit  Verizon  to  national  voice/data  price  par¬ 
ity  with  the  IXCs,  which  can’t  be  achieved  without  significant  addition¬ 
al  spending. On  the  other  hand, Verizon’s  targeting  of  metropolitan  ATM 
and  frame  relay  services  to  current  customers  along  the  1-95  corridor 
could  be  developed  with  minimal  additional  investment  in  equipment. 

The  problem  is  that  the  1-95  market  probably  will  generate  only  tens 
of  millions  of  dollars  in  revenue  for  Verizon  against  a  $35  billion  to 
$50  billion  enterprise  IXC  market.  Eventually, Verizon  will  have  to  take 
the  big  step  and  enter  the  national  data  market.  When  it  does,  the 
move  it  makes  will  be  the  prototype  for  other  RBOCs  entering  the 
same  market,  and  for  overall  RBOC/IXC  competition. 

That’s  where  things  will  get  interesting  in  2003.  If  the  RBOCs  and  IXCs 
duke  it  out  in  the  traditional  frame/ ATM/voice  arenas,  the  spending 
generated  doesn’t  position  any  of  the  players  for  IP  services  to  the 
broad  market,  including  consumer  broadband  services. That  makes  it 
harder  to  jump-start  these  new  services  and  expand  tech  spending.  We 
need  the  RBOCs  to  jump  —  right  over  ATM  and  into  IP/Multi-protocol 
Label  Switching.  If  they  do,  regulations  easing  the  RBOCs’  deployment 
of  DSL  will  combine  with  the  new  RBOC  long-distance  networks  to 
create  a  framework  for  consumer  and  small-business  IP  services, 
including  content  networks. 

If  the  RBOCs  jump  into  ATM  instead  of  over  it,  there  will  be  a  lot  of 
gloom  at  the  next  holiday  season,  too. 


We  need  the 
RBOCs  to  jump  - 
right  over  ATM 
and  into  IP/ 

Multi-protocol 
Label  Switching. 


Nolle  is  president  of  CIMI  Corp.,  a  technology  assessment  firm  in 
Voorhees,  N.J.  He  can  be  reached  at  tnolle@cimicorp.com. 
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In  our  groundbreaking  study  of  ISP  backbone  network  performance,  we  deployed  measurement  devices  at 
four  locations  across  the  country  for  each  of  the  seven  participating  ISPs.  We  turned  on  the  28  measurement 
devices  and  let  them  run  for  nearly  a  month  —  nonstop  —  collectively  generating  an  astounding  4.5  billion 
packets.  All  told,  we  collected  more  than  156  million  discrete  measurements. 
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ISP  backbones  stand  up  in  grueling  30-day  performance  test 


■  BY  DAVID  NEWMAN,  NETWORK  WORLD  GLOBAL  TEST  ALLIANCE 


It’s  time  to  lay  to  rest  the  notion  that  ISPs  can’t  deliver  telephone-company- 
level  reliability  The  fact  is,  some  routed  IP  network  backbones  now  meet  or 


exceed  telco-grade  performance. That’s  the  key  finding  of  a  groundbreaking 
study  of  ISP  backbone  network  performance  conducted  for  Network  World 
by  Internet  measurement  experts  Andrew  Corlett  and  Robert  Mandeville, 


along  with  Network  Test,  a  Network  World  Global  Test  Alliance  partner. 


In  a  first  for  public  network  measurement,  the  seven  par¬ 
ticipating  ISPs  placed  one  of  our  measurement  devices  in 
four  locations  across  their  U.S.  backbone  networks. We 
turned  on  the  28  measurement  devices  and  let  them  run 
for  a  month,  nonstop,  collectively  generating  an  astound¬ 
ing  4.5  billion  packets.  All  told,  we  collected  156  million 
discrete  measurements.  If  a  network  hiccuped  for  even  10 
microsec,  we  knew  about  it. 

The  participants  were  Cable  &  Wireless,  Level  3  Com¬ 
munications,  Qwest,  Sawis  Communications,  Sprint,  Verio 
and  WilTel  Communications  (formerly  Williams  Communi¬ 
cations).  A  few  other  major  players  opted  not  to  take  part, 
citing  various  reasons  (see “Not  in  the  game,” right). 


Here’s  what  we  found: 

•  Two  providers  —  C&W  and  Sawis  —  delivered  pic¬ 
ture-perfect  availability  Both  had  zero  downtime,  with 
Sawis  running  trouble-free  for  the  full  monthlong  test. 
C&W  also  had  perfect  uptime,  but  its  test  window  began  a 
few  days  later  than  other  providers  because  of  a  test  con¬ 
figuration  error  on  its  part. 

•  The  networks  of  four  providers  —  C&W  Level  3,  Sawis 
and  WilTel  —  met  or  exceeded  the  vaunted  “five  nines”  stan¬ 
dard  for  network  uptime  during  normal  operations. 

•  Sprint’s  numbers  for  average  delay  were  the  theoreti¬ 
cal  minimum  rates  for  a  beam  of  light  traveling  cross¬ 
country  (see  story  page  50). 


^  Verio  recorded  the 

highest  maximum  jitter 

measurement  of  about  a 

quarter  of  a  second  when 

sending  UDP  packets 

from  Dallas  to  Chicago. 

v  y 

While  Sprint’s  overall 
delay  measurement 
were  excellent,  at  10:15 
p.m.  on  Aug.  27,  we  saw 
delay  numbers  between 
New  York  and  Chicago 
and  FortWorth  increase 
by  100  fold. 


Before  Verio  fixed  a  problem  with  an 
OC-48  circuit  a  third  of  the  way  through 
the  test,  traffic  headed  to  its  New  York 
POP  suffered  the  highest  packet  loss 
recorded,  ranging  from  0.12%  to  0.14%. 
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In  assessing  the  health  of  ISP 
backbones  during  our  monthlong 
test,  we  observed  several  key  dif¬ 
ferentiators  among  providers. 
Here  are  10  questions  that  should 
help  bring  out  the  differences  for 
you  as  you  shop  for  an  ISP: 

■■■  V  ~ 

•  What  is  the  slowest  circuit  on  the 
ISP's  backbone,  as  a  carrier’s  network 
is  only  as  slow  as  this  link? 


•  How  many  router  hops  from  the  back 
bone  to  the  customer's  connection? 


•  During  what  hours  does  the  ISP  con 
duct  scheduled  maintenance  on  its 
backbone? 


•  What  percentage  of  total  time  is  allo¬ 
cated  to  scheduled  maintenance  on  the 
backbone? 


•  How  much  advance  notice  does  the 
ISP  provide  for  scheduled  maintenance 
and  for  emergency  maintenance  on  the 
backbone? 


•  On  the  ISP's  backbone,  what  are  the 
average  and  maximum  values  for  jitter? 


•  On  the  ISP’s  backbone,  what  are  the 
average  and  maximum  values  for  one¬ 
way  delay? 


•  On  the  ISP’s  backbone,  what  are  the 
average  and  maximum  values  for  packet 
loss? 


•  Can  the  ISP  demonstrate  that  jitter, 
one-way  delay  and  loss  on  its  backbone 
are  roughly  the  same  between  any  city- 
pairs  on  its  backbone  and  in  either 
direction? 


•  Does  the  ISP's  network  management 
system  assess  netvyork  health  using 
periodic  or  continuous  monitoring? 


We  invited  15  ISPs  that  we  under¬ 
stood  to  have  built  out  national  IP  back-  ' 
bones.  In  addition  to  the  seven  vendors  f 
we  tested,  the  invitation  list  include^  '  ( 
Ardent  Communications,  AT&T,  Bt#atf>"J| 
wing  Communications,  Epoch,. Gehuil^ft* 
SBC  Communications,  Verizon 
WorldCom. 

Both  AT&T  and  WorldConv^T^i^l^^K 
agreed  to  take  part  i n  t httfoefsty 
bowed  out  during  the  ramp-up  per'^vfj^;^ 
citing  methodology  issues.  . ..yV 

Ardent.  Broadwing  and  SB.© did. 
respond  to  our  invitat’lbn’jcte^itj^g^i!^ 
pie  attempts  to.eonitae^h^^^r^^ 
with  us  once  to  discuss>metij?>'<<4)^^^ 
did  not  respond  to 
get  the  company  tc 
and  Verizon 
participate 
to  participate 
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•  Average  jitter  for  all  ISPs  was  mea¬ 
sured  in  microseconds,  well  below  the 
point  where  application  performance 
could  suffer. 

»  Packet  loss  for  all  providers  averaged 
just  0.01%. 

It  wasn’t  all  good  news,  though. Two 
providers  —  Qwest  and  Verio  —  suffered 
outages  that  added  up  to  more  than  an 
hour  each  during  our  monthlong  test. 
Multiple  providers  asked  for  extended 
maintenance  periods,  meaning  that  (at 
least  in  theory)  their  networks  could  be 
offline  while  providers  work  on  routers 
and  switches.  And  while  all  iSPs  put  up 
excellent  numbers  for  average  jitter,  the 
maximum  jitter  for  all  providers  was  well 
into  the  hundreds  of  milliseconds.Thats 
high  enough  to  virtually  guarantee  lousy 
application  performance. 

This  project  was  a  massive  undertaking. 
Including  planning  and  implementation,  it 
took  more  than  a  year  to  complete.  It 
involved  setting  up  29  test  sites  and  gener¬ 
ating  4,558,388,076  packets  during  the 
month  of  August  2002. We  collected 
156,050,656  discrete  measurements. 


Delay:  1 1SP,  1  good  month,  1  bad  night 


Sprint  was  the  only  provider  to  install  the  Global 
Positioning  System  receivers  necessary  for  precise 
measurements  of  one-way  delay  —  the  time  it  takes 
for  each  packet  to  move  across  Sprint’s  network.  For 
many  network  designers,  delay  is  even  more  important 
than  throughput  in  predicting  application  performance. 

Sprint’s  delay  measurements  were  generally  low  and 
consistent,  suggesting  Sprint's  network  won't  have  any 
adverse  ramifications  on  application  performance. 
However,  we  did  observe  one  30-minute  period  in 
which  something  in  the  provider’s  New  York  point  of 
presence  went  seriously  wrong.  During  this  one  bad 
patch  —  the  only  one  during  the  entire  four-week  test 
—  delays  approached  the  1-second  mark. 

That  kind  of  delay  is  large  enough  to  have  serious  ill 
effects  on  application  performance.  ForTCP  traffic, 
such  high  delay  can  lead  to  retransmissions  and  loss 
of  TCP  sessions,  as  cited  by  several  public  studies 
(wvyw.nwfusion.com,  DocFinder:  3431). 

Initially,  we  asked  all  ISPs  to  install  GPS  receivers  at 
all  sit'ds  so  we  could  measure  one-way  delay.  GPS  is 
necessary  to  ensure  precise  synchronization  between 
sender  and  receiver.  Absent  synchronization,  measure¬ 
ments  can  be  so  far  off  that  it’s  possible  to  record 
"negative  delay,’’ where  the  receiver’s  timestamp  will 
indicate  that  it  gets  a  packet  before  the  transmitter 
has  sent  it.  :  . :  y  -  / 

All  carriers  except  Sprint  balked. at  the  GPS  idea, 

;  ,  wijh  most  citing  cost  and  logistical  difficulties  of  GPS 

-$/ ;  installation.  Many  ISP  POPs  are  located  in  basements, 
[■  . .  f?r  from  the  view  of  the  sky,  which  a  GPS  receiver 
Yy '  :  -requires;  Further,  not  all  ISPs  own  the  buildings  that 
V-.  house  their  POPs.  Getting  permission  to  put  up  an 
^/^ntertna  chh  bedifficult. 

*  '^s'  a  fallback  plan,  we  offered  to  measure  other 

V  ISPjs'idelay  by  synchronizing  transmitters  and 
lifw.'WefH  using  the  network  time  protocol  (NTP). 


UHftaihitn^tely,  this  method  didn't  work  out.  The  issue 
NTP  as  our  back-up  plan  was  jitter  —  varia- 
rf,  :•  tioW  between  the  clock  sources  and  the 

'■  cNt^e’moa^uremieiH  instruments. 


Despite  our  best  efforts  to  reduce  jitter  (including 
use  of  multiple  NTP  sources),  we  couldn't  reduce  it 
below  our  goal  of  2  msec.  Rather  than  use  imprecise 
clocks,  we  simply  dropped  one-way  delay  measure¬ 
ments  for  all  providers  not  using  GPS. 

Informed  that  other  providers  wouldn't  be  using 
GPS,  Sprint  still  requested  we  go  ahead  with  one- 
delay  numbers  for  its  network. The  company  said  it 
already  had  committed  to  use  GPS,  and  had  installed 
receivers  specifically  for  this  project. 

Generally,  Sprint’s  delay  numbers  were  quite  low, 
with  a  minimum  of  8.71  msec  and  an  average  of  18.77 
msec  across  all  measurements.  Further,  the  standard 
deviation  of  latency  for  all  city  pairs  was  7.74  msec, 
indicating  relatively  little  variance  from  the  average 
across  different  city  pairs  or  traffic  types  (TCP  and 
User  Datagram  Protocol  [U DP]). 

In  nearly  all  cases,  the  one-way  delays  we  recorded 
were  only  a  bit  higher  than  the  speed-of-light  propaga¬ 
tion  delays  for  the  distances  involved. 

As  good  as  Sprint's  overall  delay  numbers  are,  they 
didn’t  prevent  something  from  going  awry  at  its  New 
York  POP  on  Aug.  27.  Starting  around  10:15  p.m.  EST 
and  lasting  until  almost  10:45  p.m.,  delay  measure¬ 
ments  climbed  a  lOOfold  for  streams  headed  from  New 
York  to  Chicago  or  Fort  Worth,  Texas.  Maximum  delays 
to  San  Jose  did  not  increase,  and  traffic  headed  to 
New  York  showed  no  sign  of  trouble. 

At  the  same  time,  the  cNodes  recorded  several  other 
signs  of  trouble.  In  the  5-minute  period  just  before 
delay  climbed  through  the  roof,  jitter  rose  markedly. 
Once  the  high  delay  began,  Sprint's  routers  also 
dropped  packets  on  the  New  York-sourced  streams. 

In  the  worst  case,  we  recorded  maximum  delay  of  924 
msec  —  or  nearly  1  second  —  on  a  UDP  stream  from 
New  York  to  Fort  Worth.  That’s  the  kind  of  delay  nor¬ 
mally  associated  with  NASA  ground  control  talks  with 
its  astronauts,  not  the  sort  of  thing  found  on  a  leading 
ISP’s  backbone. 

Fortunately,  the  anomaly  subsided  after  half  an  hour 
and  delay  measurement  returned  to  normal  levels. 


Just  the  facts  on  Sprint's  delay 

Average  one-way  delay:  18.77 
Minimum  one-way  delay:  8.71 
Maximum  one-way  delay:  92  .11 

(in  milliseconds) 


Minimum  and  average  delay 
measurements  for  Sprint’s  network 
fell  well  below  the  thresholds  where 
the  network  could  have  an  effect  on 
application  performance.  The 
maximum  delay  number  recorded 
would  virtually  guarantee  poor 
performance  for  many  apps, 
especially  voice  and  video. 
Fortunately,  the  standard  deviation 
of  7.74  milliseconds  indicates  the 
maximum  number  is  an  outlier,  and 
that  the  vast  majority  of 
measurements  are  close  to  the 
average. 


Sprint  says  its  internal  monitoring  systems  did  not 
observe  record-high  delay  on  Aug.  27. The  company 
said  it  saw  a  "queuing  event"  —  that  is,  some  buildup 
in  its  routers'  buffers  —  but  said  even  this  was  equiva¬ 
lent  to  at  most  100  msec  of  delay,  not  the  900-plus 
msec  we  observed. 

It's  possible  the  difference  is  attributable  to  different 
measurement  methods.The  cNodes  send  continuous 
traffic  and  take  measurements  continuously,  while 
many  network  management  systems  use  sampling 
techniques  or  spot  checks  that  could  have  missed  the 
high  delay. 


One  caveat  regarding 
this  test  is  that  the 
results  are  not  a  simple 
guide  for  picking  the  best  provider.  Big  as 
this  project  was,  it  measured  only  core 
networks.  We  plan  to  conduct  additional 
tests  focusing  on  provider  edge  and  cus¬ 
tomer  premises  circuits. 

Still,  a  network’s  performance  is  only  as 
good  as  its  core  allows.  Without  a  good 
backbone,  a  network  can’t 
be  good,  no  matter  what. 


four  locations  around 
the  U.S.,and  we  also 
maintained  a  central  data 

repository 

Getting  access  to  the  backbones  of  Tier- 
1  ISPs  was  another  complicating  factor. 
The  backbone  networks  we  targeted  for 
testing  collectively  carry  the  majority  of 
the  global  Internet’s  traffic,  and  access  to 
the  network  infrastructure  is  very  careful- 


Testing  made  difficult 

It's  an  understatement  to 
say  this  project  was  more 
ambitious  than  the  average 
trade  magazine  review.  For 
one  thing,  we  didn’t  ask  test 
participants  to  send  their 
widgets  to  us;  instead,  we 
went  to  them.  Each  of  the 
seven  participants  installed 
the  cNode.a  hardware- 
based  traffic  generator  and 
analyzer  designed  by 
Mandeville  and  Corlett,  in 


The  weakest  links 

For  each  ISP,  we  pinpointed  which  POP  was  affected 
most  by  outages  during  our  monthlong  test.  The  tally 
was  reached  by  counting  outages  on  the  links  to  and 
from  each  POP  during  normal  operations. 


ISP 

POP 

Outage  tally 

c&w 

N/A 

No  outages 

Level  3 

San  Jose;  Chicago 

4  out  of  4  total  outages  each 

Qwest 

Sunnyvale,  Calif. 

46  out  of  46  total  outages 

Savvis 

N/A 

No  outages 

Sprint 

New  York  City 

33  out  of  53  total  outages 

Verio 

Palo  Alto 

218  out  of  357  total  outages 

WilTel 

San  Francisco 

48  out  of  53  total  outages 

ly  controlled. We  went  through  many 
rounds  of  conference  calls  with  each 
provider,  months  of  careful  planning,  and 
weeks  of  logistical  legwork  before  we 
obtained  a  single  measurement. To  the 
participants’ credit,  each  devoted  senior 
network  architects  and  routing  engineers 
to  support  this  project. 

If  these  factors  weren’t  enough,  we 
encountered  one  more  complication.  On 
the  last  day  of  measurement, 
we  received  news  that  the  pri¬ 
mary  investors  funding  CQOS 
Inc.  had  decided  to  cease  the 
company’s  operations.  It  was 
only  through  a  massive  volun¬ 
teer  effort  for  weeks  afterward 
that  we  were  able  to  retrieve 
and  analyze  the  test  data. 

The  co-founders  of  the 
company  Corlett  and 
Mandeville,  are  actively  mov¬ 
ing  to  make  this  measure¬ 
ment  technology  available  to 
providers  and  end  users. 


See  ISP,  page  52 
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ISP 

Continued  from  page  50 
The  myth  of  five  nines 

While  the  cNodes  can  record  more 
than  70  measurements  of  network  health, 
we  focused  on  just  three  for  this  review: 


rate  tallies  for  periods 
of  normal  operation 
vs.  those  for  scheduled 
and  emergency  maintenance. 

For  scheduled  maintenance  windows 
the  ISPs  declared  upfront,  before  the 
monthlong  test,  when  they  would  run 


Taking  uptime  to  the  five  nines 

Four  providers  achieved  uptime  of  at  least  99.999%  during  normal 
operations.  But  there’s  a  catch  to  “normal  operations”:  Providers 
typically  exclude  maintenance  windows  when  counting  uptime.  The 
right-hand  bar  for  each  ISP  shows  what  percentage  of  the  time  its 
network  was  considered  to  be  in  normal  mode. 


100% 


90% 


C&W*  Level  3“  Qwest 
I  Uptime  within  normal  window  1 


Sawis  Sprint  Verio 
[  Normal  operating  window 


WilTel 


*C&W  was  tested  for  three  weeks,  compared  with  four  weeks  for  other  providers, 
due  to  a  cNode  configuration  error. 

**  Figure  given  as  100.000  percent  due  to  rounding 


uptime,  jitter  and  packet  loss  (see  How 
we  did  it,  below). 

Uptime  is  the  most  important  metric  in 
assessing  ISP  backbone  performance.  After 
all, speedy  throughput,  low  latency  or  spe¬ 
cial  services  won’t  make  a  bit  of  difference 
if  the  network  isn’t  available. 

In  setting  up  the  tests,  we  asked  ISPs  to 
let  us  know  when  they  would  perform 
scheduled  maintenance,  and  we  agreed 
to  exclude  performance  measurements 
taken  during  these  periods.  By  definition, 
a  network  (or  parts  of  it)  might  be  offline 
during  a  maintenance  period.  Carriers 
don’t  guarantee  network  availability  dur¬ 
ing  maintenance;  that’s  why  we  kept  sepa- 


maintenance.  For  emergency  windows,  we 
required  48-hour  advance  notice;  if  an  out¬ 
age  occurred  with  less  notice  than  that,  we 
logged  it  as  part  of  normal  operations. 

One  issue  with  uptime  is  that  there  are 
many  ways  to  define  the  metric.  For  this 
project,  we  considered  uptime  to  be  the 
percentage  of  the  “normal”  (nonmainte¬ 
nance)  window  during  which  we  could 
send  and  receive  traffic. 

It  also  might  have  been  possible  to  send 
traffic  during  maintenance  periods  (it 
almost  always  was),  but  because  the  pro¬ 
viders  told  us  their  networks  could  be 
down  at  that  time  we  didn’t  count  such 
measurements  as  “normal.” 


The  cNodes  offered 
traffic  continuously  If  a 
cNode  observed  packet  loss, 
it  started  a  timer.  If  no  further  packets  were 
forthcoming  within  10  seconds,  the  cNode 
would  record  the  event  as  an  outage  and 
run  an  outage  duration  timer  that  would 
continue  running  until  the  network  deliv¬ 
ered  more  packets.  Once  the  flow  of  pack¬ 
ets  resumed,  the  cNode  would  reset  the 
outage  duration  timers  to  zero. 

The  gold  standard  for  uptime,  which  ser¬ 
vice  providers  set  and  advertise,  is  five 
nines,  meaning  the  network  is  available 
99.999%  of  the  time.  It’s  a  tough  standard 
to  meet:  Five  nines  amounts  to  just  5  min¬ 
utes  of  downtime  per  year. 

At  least  during  normal  operations,  four 


ISPs  met  that  goal  with  three  of  those  sur¬ 
passing  it  by  achieving  perfect  100%  up¬ 
time  during  normal  operations,  in  accor¬ 
dance  to  the  five-nines  standard. The  three 
members  of  the  perfect-uptime  club  were 
C&W  Level  3  and  Sawis.  WilTel  followed 
just  behind  with  99.999%  uptime. 

Two  more  ISPs  —  Qwest  and  Sprint  — 
achieved  four-nines  results  during  normal 
operations,  with  Sprint  outperforming 
Qwest  by  a  slight  margin. The  lowest  num¬ 
ber  belonged  to  Verio,  with  99.96%  uptime. 

These  are  remarkable  results,  but  looks 
can  be  deceiving.The  four  ISPs  with  stellar 
scores  got  their  good  results,  in  part,  by 
reducing  the  size  of  their  normal  windows. 

C&W’s  results  offer  the  most  dramatic 

See  ISP,  page  54 


100% 


Counting  in  maintenance  windows 

In  our  test,  we  allowed  scheduled  and  emergency  maintenance 
windows  to  be  excluded  from  the  final  tally.  ISPs  declared  widely 
differing  amounts  of  scheduled  and  emergency  maintenance.  C&W 
warns  customers  its  network  could  be  unavailable  about  9%  of  the 
testing  time,  while  Verio’s  network  ran  in  normal  mode  almost 
without  exception. 


C&W 


Level  3 


Qwest 


Sawis 


Sprint 


Verio 


WilTel 


I  Normal  operations 


\  Scheduled  maintenance 
windows 


Emergency  maintenance 
windows 


How  we  did  it 


Y_  : 


To  take  part,  an  ISP  had  to  agree  to  install  cNode 
trafficL’generator/analyzers  directly. on  its  backbone 
network  ISPs  also  had  to  let  us  retrieve  measure¬ 
ments  frpm  the  cNodes. 

We  asked  the  providers  to  install  cNodes  in  their 
backbone  points  of  presence  in  New  York,  Chicago, 
Dallas  and  San  Frdncisco. 

Only  two  ISPs,  Sawis  Communications  and  WilTel, 
maintain  POPs  in  all  four  locations.The  other  providers 
'  had  POPs  near  these  cities.  For  example,  Verio’s  West 
CoasbPOP  was  in  Palo  Alto  rather  than  San  Francisco. 
<;f  Most  location  differences  were  minor,  with  tWo  excep- 
.  tions:  Qwest  put  cNodes  in  Washington,  DC.,  and 
F  ;  \  Houston  rather  than  New  York  and  Dallas. 

T Q.  The  cNodes  work  in  pairs:  One  transmits  a  continu- 
jrfemjjf  packets  to  the  other,  which  records 
j&Jije.nts  about  the  traffic  it  receives.  At  periodic 
'intf&VaFs,;. a  central  database  polls  the  receiving  cNode 
to  its topasurements.  Because  we  deployed 

cNqdes.in  iodr.IPcations  for  each  ISP,  and  each  cNode 
transmitted  TCP  apd  User  Datagram  Protocol  (UDP) 


*  ■:  . 
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streams,  each  cNode  offered  six  streams  (one  for 
each  of  two  traffic  types  and  one  for  each  of  three 
locations). TheTCP  packets  were  1,518  bytes  long, 
while  the  UDP  packets  were  256  bytes. 

Even  though  the  Fast  Ethernet  (100M  bit/sec)  inter¬ 
faces  of  the  cNodes  run  at  far  lower  rates  than  the 
ISP  backbones  we  measured,  we  still  took  precautions 
not  to  blast  packets  onto  the  backbones.  We  config¬ 
ured  the  cNodes  so  that  the  aggregate  transmit  rate 
for  all  streams  would  not  exceed  512K  bit/sec. 

The  cNodes  measure  traffic  more  than  70  different 
ways,  but  for  this  project  we  focused  on  just  three 
sets  of  measurements:  Outages,  jitter  and  loss. 

We  shipped  at  least  four  preconfigured  cNodes  to 
each  provider,  and  it  was  up  to  the  ISP  to  attach  the 
devices  to  its  network.  We  also  required  ISPs  to  give 
us  a  second,  out-of-band  connection  to  let  the  cNode’s 
measurements  be  collected  by  a  central  database. 

Once  all  the  cNodes  were  up  and  running,  we  gave  all 
ISPs  a  six-week  ramp-up  period  during  which  they 
could  view  our  measurements  of  their  networks.  Once 


official  testing  began,  we  blocked  ISP  access  to  the 
measurements. 

The  official  test  window  began  at  1  p.m.  Universal 
Coordinated  Time  (UTC)  on  Aug.  1,  and  continued  until 
1  p.m.  UTC  on  Aug.  29.  Configuration  issues  on  C&W's 
network  prevented  us  from  obtaining  reliable  results 
the  first  week  of  the  test.  C&W’s  official  start  date 
was  1  p.m.  Aug.  8,  and  its  stop  date  was  the  same  as 
the  other  ISPs. 

During  the  official  test,  each  cNode  at  each  POP  sent 
streams  of  TCP  and  UDP  packets  to  the  three  other 
locations  for  a  given  ISP. The  receiving  cNodes  took 
measurements  on  an  ongoing  basis,  but  summarized 
these  measurements  every  5  minutes  in  a  measurement 
window,  or  "mwindow.”  Periodically,  a  central  database 
would  collect  mwindow  statistics  from  the  cNodes. 

After  the  test  period  ended,  we  used  a  combination 
of  database  queries  and  perl  scripts  to  collate  all  the 
measurements.  We  distributed  individual  results  to 
ISPs  before  publication  and  encouraged  each  provider 
to  comment  on  its  own  numbers. 
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example  of  this: The  100%  uptime  numbers 
were  somewhat  easier  to  achieve  because 
the  network  was  in  normal  mode  only  91% 
of  the  time.  In  effect,  this  measurement 
means  the  network  was  100%  up  and 
maintenance-free  —  91%  of  the  time. 

Qwest  and  Sprint  were  next  in  terms  of 
the  greatest  amount  of  maintenance  time 
declared.  Both  ISPs  were  in  normal  oper¬ 
ations  mode  less  than  95%  of  the  time. 

Happily,  the  distinctions  between  nor¬ 
mal  and  maintenance  windows  were 
academic  in  our  tests.  C&W  might  have 
had  a  comparatively  large  maintenance 
window,  but  then  again  its  network 
achieved  perfect  uptime  during  normal 
and  maintenance  periods. 

Notably,  the  provider  with  the  lowest  up¬ 
time  during  normal  operations  — Verio  — 
was  also  the  provider  with  the  least  sched¬ 
uled  and  emergency  maintenance  time. 

Verio’s  relatively  low  uptime  score  during 
normal  operations  is  reflected  in  the  num¬ 
ber  of  outages  we  measured  within  the 
normal  window  (see  graphic,  below). 

Verio  attributes  the  357  outages  we 
recorded  —  by  far  the  most  of  any 
provider  —  to  intermittent  problems  on 


three  0048  circuits. 

Verio  fixed  the  prob¬ 
lems  about  a  third  of  the 
way  into  our  test,  and  we  recorded  no 
outages  (and  substantially  better  perfor¬ 
mance  in  other  areas)  after  that. 

Verio’s  troublesome  OC-48  circuits  led 
not  only  to  frequent  outages,  but  also  the 
greatest  amount  of  downtime,  by  far,  of 
any  ISPThis  was  perhaps  the  biggest  sin¬ 
gle  differentiator  in  the  test. 

Verio’s  total  outage  duration  amounts  to 
more  than  six  hours  for  all  locations.This 
does  not  mean  Verio’s  network  was  down 
for  six  hours  during  our  monthlong  test; 
rather,  it  is  merely  the  sum  of  all  the  outage 
durations  at  all  locations.  Even  so,  it’s  still 
far  higher  count  than  any  other  provider. 

Qwest’s  total  outage  count  was  second 
highest  to  Verio’s  weighing  in  at  just  over  an 
hour.  However,  in  Qwest’s  case  the  prob¬ 
lems  are  related  to  some  (not  all)  flows 
destined  for  Sunnyvale,  Calif.  In  four  cases, 
total  outage  duration  exceeded  890  sec¬ 
onds  on  this  link.  All  Qwest’s  other  mea¬ 
surements  for  total  outage  duration  are  at 
least  one  order  of  magnitude  lower. 

C&W  and  Sawis  needn’t  have  declared 
maintenance  windows  at  all.  Both 
providers’  networks  ran  outage-free  for  the 
entire  test  period.  (As  noted,  C&W’s  test 


window  was  a  week 
shorter  than  that  of 
other  providers  because  of 
a  configuration  issue  on  its  network.) 

The  issue  of  what  is  and  isn’t  a  mainte¬ 
nance  window  in  part  caused  one  major 
player,  AT&T,  to  decline  to  take  part  in  this 
evaluation.  Citing  the  huge  number  of  ele¬ 
ments  in  its  network,  AT&T  said  its  network 
would  be  in  maintenance  mode  30%  of 
the  time.  AT&T  understandably  was 
unable  to  say  exactly  when  it  would  run 
maintenance  operations  on  each  router  in 
its  vast  network.  But  AT&T  declined  our 
request  to  reduce  the  size  of  its  mainte¬ 
nance  window,  and  it  declined  our  offer  to 
print  its  maintenance-window  results  along 
with  numbers  from  the  normal  period. 

Taken  to  its  logical  extreme,  an  un¬ 
scrupulous  provider  could  achieve  ex¬ 
cellent  uptime  numbers  simply  by  de- 


below  the  level  that  would  disrupt  any 
application.  Qwest  did  even  better  than  that 
with  an  average  jitter  less  than  the  10-msec 
timestamp  resolution  of  the  cNodes.In 
other  words,  average  jitter  on  Qwest's  net¬ 
work  was  so  low  we  couldn’t  measure  it. 

Three  other  ISPs  —  Level  3, Sprint  and 
WilTel  —  also  were  near  the  minimum, 
with  average  jitter  of  just  10  microsec  on 
some  circuits. 

It  was  a  different  story  for  maximum  jit¬ 
ter.  We  recorded  maximum  jitter  values  of 
more  than  100  msec  for  all  seven  ISPs. 
Numbers  like  that  can  affect  application 
performance.The  human  eye  will  perceive 
degradations  in  video  quality  with  jitter  as 
little  as  10  msec. 

In  the  worst  case, Verio  recorded  maxi¬ 
mum  jitter  of  246.16  msec  (about  a  quar¬ 
ter  of  a  second)  when  sending  User 
Datagram  Protocol  (UDP)  packets  from 


Tracking  Average  jitter  (delay  variation)  was  less  than  150  microsec 
,  &  for  all  ISPs,  well  below  the  point  that  would  affect  any 
ulG  application.  But  maximum  jitter  was  three  orders  of 
meaning  magnitude  higher,  and  at  that  level  the  performance  of 
*  "I  i„„  delay-sensitive  applications  like  voice  and  video  can  be 
OTJHier  seriously  degraded. 


Maximum  jitter 

(in  microseconds  - 
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Out  for  the  count 


Verio  suffered  by  far  the  most  outages  and  the  longest  outage 
durations.  However,  Verio’s  network  ran  virtually  nonstop  for  the 
final  two-thirds  of  the  test  after  the  carrier  found  and  fixed  a 
problem  with  three  OC-48  circuits. 
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daring  it  would  be  doing  scheduled 
maintenance  99.999%  of  the  time  and 
then  ensuring  it  was  up  100%  of  its 
0.00 1  %  “normal”  window. 

Carriers  can’t  declare  some  periods  off- 
limits  because  it  might  affect  their  uptime 
scores  and  then  include  measurements 
from  those  periods  if  it  turns  out  after  the 
fact  that  there  weren’t  any  outages. 

A  case  of  the  jitters 

Jitter,  or  variation  in  packet  arrival  times, 
can  have  a  serious  effect  on  application 
performance. This  is  especially  true  for 
delay-sensitive  apps  such  as  voice  or 
video,  or  real-time  apps  such  as  those  used 
in  delivering  stock  quotes. 

The  cNodes  measure  jitter  by  noting  dif¬ 
ferences  in  packet  arrival  times.The 
cNode  also  can  measure  one-way  delay 
but  this  is  most  effective  if  sender  and 
receiver  are  precisely  synchronized  using 
Global  Positioning  System  (GPS)  clocks. 

Only  Sprint  supplied  GPS  docks  for  this 
project,  so  they're  the  only  ISP  for  which 
we  present  delay  measurements. 

The  average  jitter  numbers  are  encourag¬ 
ing  for  all  ISPs  (see  graphic, below). The 
average  of  the  average  jitter  measurements 
for  all  providers  was  just  39  microsec,  well 


Dallas  to  Chicago. 

However,  these  measurements  might  not 
be  as  dire  as  they  appear. While  200-msec 
jitter  is  certainly  enough  to  disrupt  the 
average  voice-over-IP  session,  it’s  less  clear 
how  frequently  the  ISPs’  networks  suffered 
this  kind  of  jitter. 

As  with  any  maximum  measurement, all 
it  takes  is  one  bad  jitter  number  to  send 
the  peak  value  sky-high.That  peak  value 
might  not  be  representative  of  any  of  the 
other  billions  of  packets  involved. 

We  initially  set  up  the  cNodes  to  record 
95th  percentile  jitter,  meaning  the  value 
of  jitter  measurements  within  95%  of  one 
another.  Because  of  a  configuration  error, 
we  turned  off  recording  this  measurement 
about  a  third  of  the  way  into  the  test  win¬ 
dow.  For  the  period  we  did  measure,  95th 
percentile  jitter  looked  very  good:Typic- 
ally,  it  was  around  40  to  100  microsec  for 
all  providers  —  close  to  the  average  jitter 
and  nowhere  near  the  level  that  would 
harm  any  application. 

While  it’s  unfortunate  that  we  couldn't 
present  95th  percentile  jitter  for  the  whole 
test  duration,  we  can  say  that  nearly  all  jit¬ 
ter  measurements  appear  to  be  close  to 
the  average  values.  Jitter  numbers  were 

See  ISP,  page  56 
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spot-checked  for  all  seven  ISPs  for  the 
entire  test  period,  and  most  maximum  jit¬ 
ter  values  are  close  to  the  averages  —  cer¬ 
tainly  well  below  the  threshold  where 
application  performance  might  suffer. 

Looking  at  loss 

Packet  loss  is  another  key  measure  of 
network  health. While  certain  applications 


can  tolerate  loss,  it’s 
generally  the  case  that 
dropped  packets 
degrade  performance  in 
some  way. 

A  few  dropped  packets  can  cause  TCP 
retransmissions,  and  this  will  reduce 
throughput  and  increase  latency  Drop 
enough  packets,  and  TCP  sessions  will  time 


out.This  is  especially 
critical  considering  that 
more  than  90%  of 
Internet  traffic  runs  over  TCP 
Most  ISPs  kept  loss  minimal  —  for  some 
ISPs,  packet  loss  amounted  to  less  than 
0.01%  of  all  packets  transmitted. 

C&W  led  all  ISPs  with  a  perfect  score  on 
packet  loss.C&W’s  network  delivered 
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Do  you  know  how  well  your  IT 
infrastructure  is  meeting  your 
business  objectives? 

It's  time  to  attend  Network  World's  Technology 
Tour  "Service  Level  Management:  Deliver  on 
Your  Network  Guarantees. "  Rick  Sturm,  CEO  of 
Enterprise  Management  Associates,  shows  you 
how  to  implement  SLM  tools  to  assess  client 
service  and  network  resource  performance. 


WHAT  YOU  NEED  TO  KNOW  ABOUT  SLM: 


**  Identifying  user  and  client  service  level 
expectations  and  needs 

*»  Negotiating  and  writing  service  level  agreements 

*>  Selecting  and  implementing  the  appropriate  SLM 
tools  for  your  enterprise 

*■>  Creating  feedback  loops  to  ensure  service  levels 
are  being  met 

**  Managing  performance,  availability  and  security 
to  deliver  on  guarantees 
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February  11  Richardson,  TX 
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This  event  is  limited  to  Network  and  IT  professionals  who  purchase 
service  level  management  products  and  services.  Network  World 
reserves  the  right  to  determine  total  audience  profile  of  attendees 
participating  on  a  complimentary  basis. 
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every  one  of  the  462  million  packets  we 
fed  its  routers  during  the  normal  test  win¬ 
dow.  And  even  though  we  officially  mea¬ 
sured  loss  only  during  normal  operations, 
C&Ws  network  also  was  perfect  during 
maintenance  periods. 

The  Level  3  and  Sawis  networks  also 
delivered  virtually  all  the  676  million  pack¬ 
ets  they  carried.  Some  loss  existed  for  both 
these  ISPs  during  normal  operations.  How¬ 
ever,  the  amounts  were  so  small  that  after 
rounding,  the  results  equate  to  0.00%  loss. 

The  other  ISPs  experienced  higher  loss, 
although  “higher”  is  a  relative  term.  In  the 
worst  case  —  on  three  Verio  circuits  send¬ 
ing  traffic  to  New  York  —  packet  loss 
ranged  from  0.12%  to  0.14%. 

Curiously  packet  loss  only  affected  traffic 
headed  to  New  York  from  Verio’s  Chicago, 
Dallas  and  Palo  Alto  POPs.Traffic  from  New 
York  to  these  locations  wasn’t  affected. 

As  noted, Verio  attributes  the  problems 
with  three  OC-48  circuits  at  an  unspecified 
location. Verio  fixed  the  problems,  and 
packet  loss  fell  sharply  after  that.  If  we  fac¬ 
tor  out  the  misbehaving  OC48s,Verio’s 
average  loss  on  all  other  circuits  amounts 
to  0.01%  of  all  traffic. 

Newman  is  president  of  Network  Test  in 
Westlake  Village ,  Calif.,  an  independent 
benchmarking  and  network  design  consul¬ 
tancy.  He  can  be  reached  at  dnewman@net 
worktest.com.  Mandeville  and  Corlett  can 
be  contacted  at  bob@iometrix.com  and 
Andrew@iometrix.  com. 


More  online! 

•  For  detailed  POP  performance  data,  check  out 

our  interactive  ISP  performance  chart. 

•  For  information  on  IP  VPN  and  services  offered 
on  top  of  the  ISP  backbones  we  tested,  check  out 

our  Buyer's  Guide. 
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Every  year,  more  senior  IT  and 
business  executives  attend  COMNET 
Conference  &  Expo  than  any  other 
networking  show.*  Because  they  know 
they'll  get  an  up-close  look  at  the  very' 
latest  networking  technologies, 
without  all  the  hype  and  the  hoopla. 
They'll  talk  face-to-face  with  the 
experts  about  implementing  new 
technologies  for  storage,  security,  Web 
services,  wireless  infrastructure  and 
more.  And,  they'll  network  with  other 
leaders  weighing  similar  purchases. 

So  what  else  do  today's  leaders 
know  that  you  don't?  Find  out  at 
COMNET  2003.  For  more  details, 
visit  www.comnetexpo.com. 
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PEN  Minds  Meet 


Linux  is  thriving!  Financial  services,  telecommunications,  government  and  retail  are 
utilizing  this  amazing  technology.  Shouldn’t  you? 

•  Attend  Keynotes  and  learn  from  inspiring  visionaries  who  are  devoted  to  Linux  and  Open  Source. 
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Customer  dissatisfaction 

A  survey  from  Walker  Information  shows  IT  products  don’t 
offer  enough  value,  yet  many  buyers  feel  stuck  with  vendors. 
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Feeling  joined  at  the  hip  to  your  IT  vendors?  You’re  not  alone. 


According  to  market  research  firm  Walker 
Information,  half  of  2,259  IT  executives  sur¬ 
veyed  are  unhappy  or  less  than  pleased  with 
their  IT  vendors.  However,  many  say  cost  and 
deployment  barriers  make  it  difficult  to  switch 
to  another  provider. 

“People  stay  because  the  cost  of  exit  is  too 
high,” says  Marc  Drizin,vice  president  and  loyal¬ 
ty  specialist  at  Walker. “Three  out  of  four  people 
will  buy  again,  and  of  that  75%,  two-thirds  want 
to  and  one-third  have  to.” 

The  study  measured  customers’  attitudes  and 
experiences  with  hardware  and  software  ven¬ 
dors,  including  3Com,  Cisco,  IBM,  Microsoft, 
Oracle, Seagate  and  Sun.  Results  show  that  54% 
of  respondents  see  the  value  offered  by  com¬ 
panies  as  “excellent”  or  “very  good.” 

Network  equipment  merits  the  highest  rating 
for  overall  quality  However,  IT  executives  say 
purchases  of  infrastructure  software,  such  as 
network  management  or  security  and  enter¬ 
prise  applications  lock  them  in  more  than  net¬ 
work  hardware,  server  or  storage  systems. 

Likewise,  the  larger  the  company  the  more 
likely  it  is  to  maintain  its  IT  investments  by 
remaining  loyal  to  a  particular  vendor.  ■ 


Repeat  customers 

As  company  size  increases,  the 
likelihood  for  remaining  loyal  to  a 
vendor  does  too. 

10,000  or  more  employees 


79% 


5,000-9,999  employees 

1,000-4,999  employees 


500-999  employees 

■■ 


79% 


76% 


100-499  employees 


72% 


50-99  employees 


71% 


1-49  employees 


70% 


Adequate  experiences 


Nearly  half  of  IT  executives  rate  their  experiences  with  vendors  as 
being  positive. 


Quality  of 
account  team  35% 


Quality  of 
customer 
service 


Technical 

support 


Training/ 

education 


Vendor  loyalty 


Manufacturers  have 
won  over  nearly  half 
their  customers,  while 
more  than  a  quarter 
will  keep  giving  them 
business  by  default. 


Unsure 

Plan  to  leave  ^  /° 

21% 


Trapped  and 
have  to  stay 

29% 


Truly  loyal 

47% 


8i%  Product  particulars 


While  IT  executives  are  more  satisfied  with  hardware  vendors  than  software 
vendors,  they’re  more  likely  to  remain  loyal  to  software  vendors  to  maintain 
their  investments. 


I  Overall  satisfaction 


Likelihood  to  continue  relationship 
with  current  vendor 

80% 


71% 


73% 


72% 


79% 
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Storage 

systems 


Network 

equipment 


Servers 


Infrastructure 

software 


Enterprise 

software 


Positive  thinking 


Customer  ratings  of  IT  vendors  show  there’s  room  for  improvement  in 
several  areas. 


I  Overall  quality 


Total  cost  of  ownership 


Value  offered 


57% 


61% 


91% 


60%  y 


50% 


,*>  45% 
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Introducing  APC's  New  NetworkAIR™  RM  Air  Distribution  Unit 


Benefits  of  APC's  Air  Distribution  Unit: 


As  heat  densities  continue  to  grow  at  an  alarming  rate,  the  traditional 
methods  of  distributing  air  in  a  computer  room  aren't  adequate  to  deliver 
the  necessary  airflow  required  to  cool  today's  data  center  environments. 


APC  presents  the  NetworkAIR'"  RM  Air  Distribution  Unit,  a  compact 
2U  rack-mounted  fan  unit  that  works  with  an  existing  precision  air 
conditioning  system  to  deliver  cool  air  to  the  equipment  contained  in 
a  rack  enclosure.  An  air  curtain  is  evenly  distributed  to  the  front  of  the 
enclosure  which  provides  consistent  temperatures  from  top  to  bottom. 


Visit  www.apc.com  to  see  APC's  complete  line  of  award-winning  power 
and  cooling  solutions. 


•  Increases  airflow  to  rack  equipment 

•  Works  in  both  raised  floor  and  non-raised  floor  environments 

•  Compact  2U  design 

•  Minimizes  air  mixing 

•  Helps  maintain  optimal  environment  for  high  reliability 

•  Improves  air  quality  through  30%  efficient  air  filtration 

(as  per  the  ASHRAE  52.1-1992  standard) 

•  Evenly  distributes  cool  air,  improving  air  circulation 
inside  the  rack 

•  Ensures  maximum  uptime  with  redundant,  dual,  independ¬ 
ently  controlled  blower  fans  and  A-B  power  input  feeds 

•  Fits  APC's  NetShelter®  VX  enclosure  or  other  19" 
EIA-310-D  enclosures  with  removable  bottom  plates 


The  compact  (2U)  Air 
Distribution  Unit  installs 
at  the  bottom  of  the  enclosure  and  sup¬ 
plies  an  air  curtain  to  the  intakes  of  equip¬ 
ment  located  within  the  enclosure,  evenly 
distributing  cool  conditioned  air  throughout. 


I* 


Legendary  Reliability' 


Enter  to  WIN  a  FREE  NetworkAIR™  RM  Air  Distribution  Unit 

Visit  APC'S  Web  site  at:  /7ttp;//pro/770.apC.  CO/77  Enter  Key  Code  i215y  Call  888-289-APCC  x6498  Fax  401-788-2797 

©2002  American  Power  Conversion  Corporation.  All  Trademarks  are  the  property  of  their  owners.  NA2A2BF-USa 
E-mail:  esupport@apcc.com  •  132  Fairgrounds  Road,  West  Kingston,  Rl  02892  USA 


On-Command  Power  Switching  for  your 
Network  Equipment*.,  from  Anywhere! 


Applications: 

Remote  Power  Management 
X  Servers 

X  Routers  Firewalls  DSU/CSU's 
X  Web  Cams 

Turn  On/Off  any  AC  or  -48VDC 
Powered  equipment  via  telnet, 
modem  or  local  terminal. 

Electronic  equipment  sometimes  "locks- 
up"  requiring  a  service  call  just  to  flip 
the  power  switch  to  do  a  simple  reboot. 
With  WTI  Remote  Power  Switches  you 
have  the  ability  to  perform  this  function 
from  anywhere  on  the  LAN/  WAN,  or  if 
the  network  is  down,  to  simply  dial-in 
from  a  modem  for  out-of-band  control. 

For  over  a  decade  WTI  has  been 
leading  the  way  in  Remote  Power 
Switching  technology  offering  more 
products  choices  for  small  or  large  scale 
remote  management  strategies. 

Our  switches  are  now  installed  in 
thousands  of  sites  world  wide.  Our 
customers  know  they  can  depend  on 
our  superior  quality  and  reliability  for 
their  most  mission-critical  operations. 

Yes,  we  are  customer  friendly! 

X  Two  year  warranty 
X  We  stock  for  same  day  shipment 
X  30  day  return  policy 
X  Start-up  cables  and  rack  ears  included 

Want  an  on-line  demo? 

Just  call  or  e-mail  and  you'll  see  for 
yourself  why  so  many  network 
professionals  choose  WTI. 


5  Sterling  •  Irvine  •  Ca 


EIGHT  PLUG  -  DUAL  BUS 


©  Dual  15  Amp  Circuits 
©  Telnet,  lOBaseT  Ethernet 
©  RS232  Console  and  Modem  Ports 
©  User  plus  Admin  Security  Features 
©  115VAC  and  230VAC  Models 


TWO  PLUGS  ■  LOW  COST 


©  Two  Addressable  Plugs 
©  Telnet,  lOBaseT  Ethernet 
©  RS232  Console  and  Modem  Ports 
©  1 1 5 VAC  and  230VAC  Models 
©  Manual  on/off  Buttons 


HIGH  CURRENT  -  DUAL  BUS 


NPS-2HD 

©  Ideal  for  CISCO  6500/7500 
©  Dual  20  Amp,  115VAC  Circuits 
©  Telnet,  lOBaseT  Ethernet 
©  RS232  Console  and  Modem  Ports 


DUAL  BUS  -48VDC 


RPC-4840 

©  Dual  -48VDC,  40  Amp  Circuits 
©  Telnet,  lOBaseT  Ethernet 
©  RS232  Console  and  Modem  Ports 
©  On/Off/Reboot  Switching 


CODE  ACTIVATED  - 
EXPANDABLE 


FIVE  CIRCUIT 
-48VDC  POWER  BAR 


©  Single  10  Amp  Circuits 

©  Expandable  to  10  Individually 
Switched  Plugs 

©  RS232  Control  Port 


©  Five  Individually 
Switched  Circuits 

©  Switch  -48VDC,  12  Amps 
each  Circuit,  30  Amps  Tota* 

©  Also  Available  in  115VAC 
and  230VAC  Models 


www.wti.com 


(800) 
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Keeping  the  Net.. .Wort 


Place 
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CONTROL  KEYBOARD,  VIDEO  AND  MOUSE  REGARDLESS  OF  LOCATION 

With  the  Kaveman  networking  device,  you  can  remotely  control  servers,  either  over 
the  Internet  or  a  local  network,  down  to  the  BIOS  level. 


i/e/nan 

COMPLETE  KVM  CONTROL  VIA  TCP/IP 


L. 


Remote  Client 


K  see  m  a  n 


llllllll 


ACCESS  SERVERS  USING  A  WEB  BROWSER  OR  VNC 

All  you  need  to  operate  Kaveman  is  a  web  browser  or  VNC  on  the  remote  client.  No 
additional  software  is  required.  And  no  software/users  licenses  help  keep  your  costs 
down. 

REMOTHJY  CONTROL  POWER 

Through  the  user-friendly  Kaveman  GUI,  you  can  control  the  power  of  up  to  eight 
devices. 


AUTOMATICALLY  MONITOR  SERVER  ACTIVITY 

Kaveman  automatically  monitors  critical  server  vitals  such  as  power,  video,  and 
keyboard  response;  it  alerts  you  to  crashes  and  enables  you  to  quickly  respond  to 
problems. 


Servers 


IC5I" 

The  Engine  of  Innovation 


Available  in  single  and  eight  channel  versions 


www.digitalv6.com 


Resellers  and  Distributors  Welcome 


Check  your  network  time  synchronization 
now!  Download  the  free  LMCheck.exe 
from  our  web  site  to  check  the  clocks  on 
your  network. 


IF  YOU’RE  STILL  USING  INTERNET  CLOCKS 
TO  RUN  YOUR  NETWORK, 

YOU’RE  LOSING  MORE  THAN  JUST  TIME. 

Time  inconsistencies  in  your  network  can  degrade  performance,  interrupt 
scheduled  operations,  and  create  inaccurate  server  logs.  Keeping  your 
network  tightly  synchronized  is  critical  to  quickly  recover  from  network 
crashes  and  effectively  deal  with  security  intrusions.  Unlike  public  Internet 
clocks  that  are  outside  of  your  firewall  and  can  lose  accuracy  over  WANs, 
TrueTime  Network  Time  Servers  ensure  reliable  network  operations  and 
accurate  log  file  correlation  when  you  need  to  troubleshoot  a  system  failure 
or  security  breach  by  keeping  workstations,  servers,  and  routers  in  sync. 


www.truetime.net 

1.888.367.7966 


.accurate,  and  secure  synchronization  —  time  after  time 
today  at  1.888.367.7966  or  visit  www.truetime.net 
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SENSAPHONE* 

IMS 


Sends 

SNMP 

Messages 


Monitors 

64 

IP  addresses 


Embedded 

Web 

Server 


Sends 

E-Mail 


Power 

Outage 

Alarming 


Internal 

UPS 


Power 

Control 

Interface 


Internal  Voice, 
Modem 
&  Pager  Port 


8  R|-45  Sensor  Inputs 

(Temperature,  Humidity, 
Water,  Motion,  Power, 
Smoke/Fire) 


Microphone 

for  Sound 
Monitoring 


BE  NOTIFIED  BEFORE  CRITICAL  EVENTS  TURN  INTO  DISASTER! 


•  Eight  environment  inputs 

•  Power  sensing 

•  Monitors  64  IP  addresses 

•  Send  alerts  to  64  people 

•  8  methods  of  contact 

•  Calendar  scheduling 

•  Expands  to  256  sensors 

•  Remote  power  control 

•  Optional  camera 


The  Sensaphone  IMS-4000  Infrastructure 
Monitoring  System  monitors  critical  environ¬ 
mental  and  network  elements  in  your  server 
room,  data  center,  or  telecomm  installation  and 
reports  to  you  instantly  when  events  threaten 
your  infrastructure.  The  IMS-4000  keeps  watch 
so  you  don't  have  to.  See  these  features  and 
more  on  the  web  at  www.ims-4000.com 


How  do  you  reboot  l6 
equipment  units... 


9  S€ntry  POWER  TOWER  :  Your  Zero  U  Reboot  Solution 


~  Install  the  new  Sentry  Power  Tower  in 
:  your  data  center,  NOC  or  co-lo  facility 
and  gain  the  advantage  of  remotely 
::  rebooting  up  to  16  of  your  equipment 
r  units  -  without  occupying  any  space  in 
I;  your  rack  or  endosed  cabinet 

j  Try  the  New  Sentry  Power  Tower  in  your 

mi  milltA  tkn  kanafifr 


316  remotely  addressable  power  outlets  — 
The  highest  density  available  of  any 
Remote  Power  Management  vertical  strip. 
30-amp  power  Input  feed  distributed 
across  16  outlets. 

Mounts  vertically  In  your  equipment  rack  or 

S  cabinet  and  requires  Zero  U  of  rack  space. 

Load  Sense  provides  real-time  current 
monitoring  In  the  remote  screen  Interface 
and  through  a  built-in  LED  display  for  on¬ 
site  measurement 

Power-up  sequencing  of  all  16  outlets 
prevents  an  In-rush  current  overioad. 
Telnet,  SNMP,  Modem  or  RS-232  interfaces  for  easy, 
practical  and  secure  power  management  of  remote 
Intecnetworking  equipment 


rack  or  cabinet  and  realize  the  benefits 
£/':  4  of  Intelligent  Power  Distribution  and 
*-  Remote  Power  Management 

See  our  complete  product  line  at  weMLservertech.com 
or  call  800.835.1515  or  yy5.aB4.aooo 


using 


Another  gmt  product  from 

Server  Technology; 


Trade  in  your  tired,  old  KVM  boxes 
for  the  Cat5-based  Paragon®  —  and 
save  up  to  $1600  on  every  switch. 

Since  1985,  Raritan  has  been  the  technical  leader  in  KVM 
switching  and  remote  management  solutions  for  accessing 
and  controlling  servers. 

Today,  the  most  powerful,  reliable,  and  secure  KVM  solution 
available  is  Paragon  from  Raritan.  Award-winning  Paragon 
is  the  only  solution  with  Cat5  Simplicity™  and,  multi-platform 
support  for  2  to  64  users  having  direct  control  of  16  to 
10,000  servers. 

The  time  to  power  up  with  Paragon  is  now.  Take  advantage 
of  our  generous,  limited-time  trade-in  rebate  and  get  back 
up  to  $1,600  per  Paragon  switch  purchased. 

Call  1  -800-724-8090  or  visit  www.raritan.com. 
Hurry!  Rebate  offer  ends  December  31,  2002 . 


[iRariti 


★  lUtuiAflf 

Computing 


/. 


Anywhere,  anytime  access. 

Get  a  free  online  demo  of  secure 
Web  browser  access  to  Paragw 
via  our  IP-Reach~  option. 

To  schedule  a  derno  from  your 
desktop,  visit  www.raritaii.ccifl 


Raritan,  Paragon,  Ca!5  Simplicity,  and  iP-Reach  are  r 


UltraLink™ 


Connects  to  standalone  computers  or  any  KVM  switch 
High  quality  16-bit  video  at  up  to  1280x1024  resolution 

Easy  to  install,  give  it  an  IP  address  and  run  the  Viewer 
program,  no  user  license  required 

Encrypted  communication  produces  highly  secure  operation 
Scaling  and  scrolling  features  for  maximum  flexibility 
Single  mouse  cursor  simplifies  user  interface 
See  four  servers  from  one  screen  with  quad  screen  mode 
Lifetime  free  flash  upgrades 


UltraLink  sets  a  new  standard  in  remote  management  of  server  room 
environments.  It  saves  you  money  by  allowing  you  to  centralize  your  IT 
resources.  Since  it  does  not  depend  upon  software  loaded  on  your 
computers,  it  deploys  easily  and  works  on  any  operating  system,  such 
as  Windows,  Linux,  Solaris,  Unix,  or  OSX. 

The  UltraLink  digitizes  the  remote  computer's  video.  It  then  scales, 
compresses,  encrypts,  and  packetizes  it  into  the  TCP/IP  protocol.  At 
your  PC  the  free  Viewer  application  receives  and  displays  the  video  and 
sends  back  keyboard  and  mouse  data.  This  process  allow  you  to  access 
remote  computers  from  anywhere. 

Rose  is  a  leading  manufacturer  of  switching,  extension,  and  access 
products.  As  a  KVM  industry  pioneer,  Rose  is  known  for  its  technically 
superior  and  price  competitive  products. 

Join  the  ranks  of  many  successful  companies  using  UltraLink,  call  Rose 
to  learn  more  about  KVM  Access  over  IP  as  well  as  KVM  Switches  and 
Extenders. 


WWW.ROSE.COM 


USA  toll  free  800  333  9343 
ROSE  US  281  933  7673 
ROSE  Europe  +44(0)1264  850574 
ROSE  Asia  +617  3427  5353 


Rose  Electronics 
10707  Stancliff  Road 
Houston,  TX  77099 
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There  Is  A  Better  Way  To  Troubleshoot  &  Manage  Your  Network 


up 


*991 


Expert 

Observer 

*2895 


Observer 

Suite 

*3995 


Observer® — Quickly  identifies  network 
trouble  spots  and  costs  thousands  less  than 
expensive  hardware-based  analyzers. 
Observer  provides  metrics,  capture,  and 
trending  for  both  shared  and  switched 
environments. 


•  Full  packet  capture  and  decode  for  over 
500  protocols,  including  TCP/IP  (v4  &  v6), 
NetBIOS/NetBEUI,  XolP,  SNA,  SQL,  IPX/SPX, 
Appletalk  and  many,  many  more! 

•  Switched  mode  sees  all  ports  on  a  switch 
gathering  statistics  from  an  entire  switch  or 
capture/statistics  from  any  port(s) 

•  Long-term  network  trending  collects 
statistical  data  for  days,  weeks,  months, 
even  years 

•  Real-time  statistics  include  Top  Talkers, 
Bandwidth,  Protocol  Statistics,  and 
Efficiency  History 

•  Ethernet  (10/100/Gigabit),  Token  Ring, 
FDDI,  and  Wireless  802. 1 1 — no  need  to 
purchase  separate  tools 


•  Windows ®  98/Me/NT/2000/XP  compatible 

•  Over  4,000  frame  types  recognized 


Expert  Observer — Identifies  problems  and 
provides  Expert  information  in  plain  English. 

Includes  all  of  the  features  of  Observer  plus 
real-time  and  post-capture  expert  event 
identification  and  analysis — new  SQL  and 
Frame  Relay  experts  add  to  the  many  other 
protocols  covered,  time  synchronization 
technology,  and  modeling  of  network  traffic. 


Observer  Suite — The  ultimate  tool  for 
the  most  demanding  power  user. 

Provides  a  full  complement  of  tools  that 
includes  all  of  the  features  of  Expert 
Observer  plus  SNMP  management,  RMON 
console/Probe  and  Web  reporting.  Includes 
one  remote  Probe. 


If  you  have  any  network  problems,  find 
out  the  cause  with  Observer,  Expert 
Observer,  or  Observer  Suite. 


Call  800-526-7919  or  visit  us  online  for  a  full-featured  evaluation: 

www.NETWORKINSTRUMENTS.com 

US  (952)  932-9899  •  Fa*  (952)  932-9545  •  UK  &  Europe  +44  (0)  1959  569880  •  Fa*  +44  (0)  1959  569881 


NETWORK 

INSTRUMENTS 


©2002  Network  Instruments,  LLC.  Observer,  “Network  Instruments"  and  the  “N  with  a  dot"  logo  are  registered  trademarks  of  Network  Instruments,  LLC. 
All  other  trademarks  are  properly  of  their  respective  owners. 
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Keynote’s  Red  Alert  service  can  monitor  and 
execute  end-to-end  checks  of  any  TCP-enabled 
Internet  application  or  device  24/7/365. 
Whenever  a  server  or  network  fails,  Keynote’s 
Red  Alert  service  isolates  the  problem  and 
immediately  notifies  you  with  full  details  via 
e-mail,  pager  or  cellphone.  Or  all  three. 

Red  Alert.  Another  way  Keynote  helps  you 
expect  the  unexpected. 


For  a  30  day  free  trial  of  Red  Alert 

Go  to  http://www.redalert.com 
Or  call  1(800)  548-4517 


•  Sun 

•  Cisco 

•  RS/6000 

•  Netfinity 

•  HP9000 

•  AS/400 

•  Compaq 

•  SAN  Solutions 


Easy  to  use.  Convenient. 

At-a-  glance  information  for 
selecting  the  right  server  for  your 
application  with  processor,  memory  and 
storage  information.  Available  for  HP,  IBM, 
Sun  and  Compaq.  Call  877.231.2451  or  visit 
www.wdpi.com  to  request  your  FREE  Server 
Configuration  Guide. 


•  HP  Netserver 


Buy  •  Sell  •  Lease  •  Repair  •  New  •  Refurbished  •  Used 

www.wdpi.com  •  877.231.2451 

121  Cheshire  Lane,  Minnetonka,  MN  55305  U.S.A. 


Seeking  Solutions  ...NTI  Has  The  Answers! 

MULTI-USER 

SERVER 

CONTROL  IS  EASY! 

Individually  command  or  simultaneously 
share  up  to  32  USB-enabled  computers 
using  USB  keyboards  &  mice  and  VGA 
multiscan  monitors. 


“I  want  Matrix  KVM 
control  for  USB  computers.” 


FREE  CATALOG! 


CUL  800-742-8324 


•  Compatible  with: 

-SUN  Blade  100, 1000, 

-  SUN  Ray  &  SUN  Fire*  280R 

-  USB-enabled  PCs 

-  MAC  G3/G4s 

-  HP  J5000  and  other  USB-enabled 
UNIX  computers 

•Available  with  2,  4  or  8  user  ports. 

•Controlling  USB  computers  is  easy 
with  NTI’s  Matrix  Control  Software 
with  a  GUI  interface. 

•  Features  NTI’s  patented  true  electronic 
autoboot  USB  switching  -  boots  all 
attached  computers  in  one  operation. 
(Other  USB  KVM  switches  require 
individual,  sequential  boot-up.) 

•  Fully  compliant  with  USB  standards. 

•  Crisp  &  clear  1900x1200  resolution. 


1275  Danner  Drive  •  Aurora,  OH  44202 
330-562-7070  •  FAX:  330-562-1999 


HEMIR  KVM  S0IUTI0HS 


BUY  ONLINE  at  www.ntil.com/sn 
Email:  sales@nti1.com 


Contact  these  companies  today  to  help  you  with  your  training  needs! 


Learnkey  Inc.  t 

(800)  865-0165 
www.learnkey.com 
Self-paced  online  CD  network 
certification  developer  bus/apps 


Boson  Training  ^ 

(813)  925-0700 
www.bosontraining.com 
CCIE,  CCNP,  CSS1,  CCNA,  Cisco, 
wireless,  CISSP 


PMG  NetAnalyst 

(800)  645-8486 
www.NetworkTraining.com 
Network  Forensic  Analysis  and 
Security  Training  and  Services 


Transcender 

(615)  726-8779 
www.transcender.com 
Award-winning  practice  exams 
for  IT  certification 


George  Washington  Univ 

(202)  973-1175 
www.cpd.gwu.edu 
Oracle  MCSE  Network  Security 
UNIX/LINUX  I -Net  VB.Net  XML 


WKMN  Training 

(415)  586-1713 
www.wkmn.com/wireless 
Comprehensive  introduction  to 
wireless  networking. 


CBT  Nuggets,  Inc. 

(541)  284-5522 
www.cbtnuggets.com 
IT  Certification  Videos 
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UP  TO  o5u/0  OFI 

CURRENT  TECHNOLOGY 


NEW  •  REFURB  /  BUY  •  SELL 


NORTEL  §P3 

NETWORKS 


^  Bax.y,( 

NATIONAL  LAN  EXCHANGE  •  WWW.NLE.COM 


caBLeTRon 

_ SY57PTTO 


HIIS  MONTH'S  HOT  SPECIALS 

Passport  8648TX  Enterprise  Routing  Switch  Module  (Refurbished) 

48  port  autosensing  10BASE-T/100BASE-TX  Ethernet  Layer  switching  interfaced 

Special  $4,800 

Cisco  2924-  CXI  (Refurbished) 

22  Port  10/100  Ethernet  Switch  &  2  Ports  B-FX 

Special  $675 

While  Supplies  Last 

ASN2  Base  Unit  32  M  48V  Redundant  Power  (Refurbished) 

Special  $895 

16  MB  Nortel  Compatible  PCMCIA  Flash  Card 

Special  $225 

NLE  OFFERS  FREE  LIFETIME  TECHNICAL  SUPPORT 

SPECIALS  EXPIRE  1/17/03 

NEW-USED 
WE  BUY-WE  SELL 


caBieTRon 

_ systems 


Cisco  Stste ■ s 


NEWRITTAL  19"  CABINETS 
72/24/34  w/DOORS/SIDES  S 650 
78/24/34  w/DOORS  S 500 
78/24/34  w/DOORS/SIDES  $ 650 

ERGONOMIC  ENTERPRISES.  Inc 
47  WERMAN  CT. 
PLAINVIEW  NY  11803 
1-877-41  AN -WAN  (452-6926) 
Int  i:  001-516-293-5200 
fx  516-293-5325 
ww  *.  * L  iiVYdn.com 
r<ch«  'iwan.com 


FIBER  OPTIC 
SOLUTIONS 


•  T1/E1  &  T3/E3  Modems 

•  RS-232/422/485  Modems  and 
Multiplexers 

•  IBM  3270  Coax,  AS/400  Twinax,  and 
RS/6000  Modems  and  Multiplexers 

•  LAN  -  Arcnet/Ethernet/Token  Ring 

•  Video/Audio/Hubs/Repeaters 

•  ISO  -  9001 


Toll  Free  866-SITech-1 
630-761-3640,  fax  630-761-3644 

www.sitech-bitdriver.com 


The  Hub  of  the  Network  Buy 


Smartronix 

Network 
Test  Tool 

s699 

10/100  Ethernet  LAN  Tester 


(FREE  Palm  ml05 
included) 


Design  Engineers: 

Evaluate  &  test  new 
equipment  under 
development 
Network  Engineers: 

Determine  faulty 
NIC  cards,  wiring,  & 
network  equipment 


►  Displays  network  utilization,  packets 
&  statistics 


►  Captures  &  generates  various  error 
packets 

►  Network  load  testing  function 

►  Full  auto  negotiation  &  DHCP  ready 


Toll  Free  1-866-442-7767 
www.smartronix.com/products 
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— 1  ■  NITWORK  HARDWARE 


IT  Hardware  for  Less 


D  R  n 

=  =v=  =  Cisco  Systems  _ 

IMM  HI  3Com  «»er 


0  3 
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new  and  refurbished  networking  equipmerit, 
t  with  the  best  value  and  serv  ice  anywhere. 


order  now:  310-416-1200 


or  visit 

www.ContiComp.com 


Make  the  Smart  Choice, 
Trust  the  Experts 


We  Specialize  In... 

Cisco  Systems 


^Continental 


COMPUTERS  Slaca  1984 


Authorized 
Reseller 

These  logos  are  a  trademark  of  the*  respective  companies  and  services 


We 


& 


Sell 


CISCO 


New  &  Used 
Fully  Guaranteed 
Overnight  Delivery 


■  ■■ 


Se  habla  Espaiiol 
Wir  sprechon  Deutscb 


800.451.3407 


90  Castilian  Drive.  Suite  110.  Santa  Barbara.  CA  93117 


Routers 
Switches 
Interface  Modules 
Access  Servers 
Accessories 


www.networkhardware.com 

BUY  ONLINE 


SI 


NETWORK  HARDWARE  R65ALEI 


Systems/F^rturesTMemory 


Also  Available:  Wellfleet,  Bay,  Fore, 
Xylogics,  Livingston,  &  Ascend 


In  Stock  •  Fast  Delivery  •  No  Expedite  Charges 

COMSTAR,  INC. 

The  Hi  Network  Remarketer 

952*835*5502 

Fax  952*835*1927  E-Mail:sales@comstarlnc.com 


Advertise  in  the 
Marketplace  and  watch 
your  sales  come 
pouring  in! 


Call  Direct  Response 
Advertising 
1-800-622-1108 


toll  free  800  879  8795 
ph:  + 1  402  575  3000 
fox:  +  1  402  575  20 1 1 


OptimumDatalnc. 

www.optimumdata.com 


Extreme  Networks 


ADTRAN  *  Sun 


For  more  information  on  advertising  > 
in  the  Marketplace, 

STOP  everything,  and  call  now! 
800-622-1108  ext. 6465 


,  \ 

STOP 

\  •  / 


Network  Products  &  Services  with 
**  Network  Wtrld's  Marketplace  Call  800-622-1108  exL  6587 
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careers.com 


IT  CAREERS 


MILLIONS  OF 
READERS 

MILLIONS  OF 
SURFERS 


ONLY 
THOUSANDS 
OF  DOLLARS 

TOTAL  IMPACT 
TOTAL 
SAVINGS 

Put  your  message  in 
ITcareers  and 
ITcareers.com  and 
reach  the  world’s 
best  IT  talent. 


ITcareers 

whare  (he  best  get  better 
1  800  762  2977 

ITcareers.com 


* 
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Network  Analyst  needed  in 
New  York  City  to  support 
automation  servers  and 
infrastructure,  build  severs, 
administer  MS  Exchange, 
provide  OS-level  diagnos¬ 
tics,  and  resolve  network 
connectivity  issues.  Comp¬ 
etitive  salary  and  benefits. 
Fax  860-766-2425,  e-mail 
Kieren.Portley@espn.com 
or  send  your  resume,  to: 
ESPN,  HR  Dept-KP,  ESPN 
Plaza,  Bristol,  CT  06010. 
EOE/AA/M/F/D/V 


Senior  Software  Engineer.  40hrs 
/wk.  Will  create  complex  operation 
or  application  systems.  Provide 
analysis  related  to  design  &  dev. 
and  solve  problems.  Encode, 
test,  debug  &  document  programs 
on  complex  projects.  Revise  & 
update  programs.  Formulate  oper. 
systems  advancements  &  per¬ 
form.  improve.  Evaluate  impact  of 
software  perform.  &  recommend 
changes  to  design.  Will  lead  &  su¬ 
pervise  Software  Engineers. 
Must  have  a  Bachelor's  degree  in 
Computer  Science  and  4  yrs. 
exp.  in  job  offered  or  similar. 
Please  send  resume  to  Rene 
Garcia,  Software  FX,  Inc.,  5200 
Town  Center  Circle,  Ste  450, 
Boca  Raton.  FL  33486. 


Software  Engineer  (Ocean- 
port,  NJ)  -  Develop,  test, 
implement  mainframe  med¬ 
ia  management  software 
based  on  user  needs  and 
analysis  of  current  systems. 
Req'd:  Bachelor  Degree  in 
Comp.  Sci.,  Eng'g,  or  relat¬ 
ed  field,  and  2  yrs  exp.  in  job 
offered  or  as  a  Systems 
Engineer  &  exp.  w/  C++  with 
storage  technologies.  EOE. 
Resume  to  CommVault 
Systems,  Inc.:  thoffman@ 
commvaultsystems.com 


Pivotal  seeks  SW  Engr.  for  Dallas 
office  DESC:  Anlz  exist  info  sys. 
Detr  bus  reqs  &  arch  Pivotal  CRM 
tech  solns.  Dsgn,  dev  &  impl 
RDBMS  &  rel  w/b  &  c/s  appls  util 
SQL,  Visual  Basic,  VBScript, 
JavaScript,  HTML,  XML,  COM,  & 
Windows  o/s.  REQS:  BS-Engr, 
Comp  Sci,  Math  or  Phys  +  2  yrs 
exp  desgn,  dev  &  impl  RDBMS  & 
rel  apps  util  SQL,  Visual  Basic,  & 
Windows  o/s  +  1  yr  of  exp  in  w/b 
prog  util  VBScript,  JavaScript, 
HTML.  XML.  COM.  Pis  reply  to 
H. Tinguely,  job#  PV-096,  Pivotal 
Corp,  Five  Concourse  Parkway, 
Ste  2200,  Atlanta,  GA  30328. 
job#  must  be  included. 


Software  Developer 
with  Bachelors  deg¬ 
ree  in  Computer 
Science  and  one  year 
exp.  wanted  in  Hous¬ 
ton,  TX.  Respond  to: 
HR  Dept.,  Xisico 
USA,  Inc.  3805  Ade 
Street,  Houston,  TX 
77063. 


Prog/Analysts  to  analyze, 
design,  develop/implement 
client  server  and  web  based 
appls  using  Java,  JDK, 
JavaScript,  JavaBeans,  JDBC. 
HTML,  C++,  CGI  with  Perl. 
Kawa,  Edit  Plus  etc.  on 
Weblogic,  IIS,  Windows;  per¬ 
form  onsite/offsite  maintenance, 
documentation,  debugging,  test¬ 
ing,  and  code  optimization. 
Require:  BS  or  foreign  equiv.  in 
CS/Engg  (any  branch)  with  2  yr 
exp.  F/t  position.  Competitive 
saiary.  Travel  involved.  Apply  by 
Resume  to:  HR,  Bahwan 
Cybertek  Technologies,  Inc., 
209  West  Central  Street,  Ste 
312.  Natick.  MA  01760. 


Senior  Systems  Analyst- 
Oracle  needed  to  provide  pro¬ 
ject  leadership  and  analyze 
complex  business  processes, 
define  business  require¬ 
ments/tech  specs,  and 
design,  develop  test  and 
implement  new/enhanced 
programs  and  systems. 
Competitive  salary  and  bene¬ 
fits.  Fax  860-766-2425,  e-mail 
Kieren.Portley@espn.com  or 
send  your  resume,  to:  ESPN, 
HR  Dept-KP,  ESPN  Plaza, 
Bristol,  CT  06010. 

EOE/AA/M/F/D/V 


Systems  Analyst-Oracle 
needed  to  analyze,  design/ 
develop,  document,  test 
and  implement  systems 
and  programs.  Competitive 
salary  and  benefits. 
Fax  860-766-2425,  e-mail 
Kieren.Portley@espn.com 
or  send  your  resume,  to: 
ESPN,  HR  Dept-KP,  ESPN 
Plaza,  Bristol,  CT  06010. 
EOE/AA/M/F/D/V 


Asst.  Information  Systems 
Aanalyst.  Asst.  Information 
Systems  Analyst  to  design, 
develop  &  implement  Info. 
Systems  for  networks/solutions 
integrating  diverse  S/W  &  hard¬ 
ware  w/use  of  Cisco  routers, 
switches,  Pix  firewalls.  Microsoft 
Windows  NT,  Windows  2000  & 
Sun  Solaris.  Req:  Bachelors  in 
Comp.  Sci.  or  Busn.  Admin, 
w/lnfo.  Sys.  Bkgd.  40  hr/wk. 
Job/Interview  site:  Fremont,  CA. 
Send  resume  to  Hello 
Computers,  Inc.  4966  Paseo 
Padre  Pkwy.  #  A,  Fremont,  CA 
94555. 


Systems  Engineer:  Develop/ 
configure  systems  for  P-Series 
systems,  SP,  RS/6000,  ADSM 
with  AIX  &  HACMP  certifica¬ 
tions;  analyze  &  determine  fea¬ 
sibility  of  design  for  AIX.  ADSM, 
&  HACMP  configurations;  for¬ 
mulate/design  software  sys¬ 
tems  &  software  testing  proce¬ 
dures  using  various  industry 
models.  Req  BS  in  CS, 
Electronics  &  Communication 
Engineering  or  related  disci¬ 
pline  plus  4  yr  work  exp.  Send 
resume  to  Paaridian,  11375 
Southbridge  Pkwy,  Ste  100, 
Alpharetta,  GA  30022  Ref  WA 
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For  over  20  years,  Syntel  employees  across  North  America,  Europe,  and 
Asia  have  helped  build  advanced  information  technology  systems  for  lead¬ 
ing  Fortune  500  companies  and  government  organizations  to  improve  their 
efficiency  and  competitiveness.  Today,  Syntel  professionals  are  building 
rewarding  careers  by  providing  solutions  in  e-business,  CRM,  Web  Design 
and  Data  Warehousing. 

Come  discover  why  Forbes  magazine  placed  Syntel  second  on  its  list  of 
“The  200  Best  Small  Companies  in  America”  and  Business  Week  ranked 
us  #1 1  on  its  list  of  Hot  Growth  Companies. 

Due  to  our  rapid  growth,  we  have  immediate,  full-time  opportunities  for 
both  entry-level  and  experienced  Software  Engineers,  Consultants, 
Programmers,  Programmer/ Analysts,  Project  Leaders,  Project  Managers, 
Supervisors,  Database  Administrators,  Computer  Personnel  Managers 
and  Computer  Operations/Account  Managers/Account  Executives  with 
any  of  the  following  skills: 


Mainframe 

•  IMS  DB/DC  or  DB2,  MVS/ESA, 
COBOL,  CICS 

DBA 

•  ORACLE  or  SYBASE 

Client-Server/WEB 

•  Siebel 

•  Websphere 

•  Com/DCom 

•  Web  Architects 

•  Datawarehousing 

•  Informix,  C  or  UNIX 

•  Oracle  Developer  or  Designer  2000 

•  JAVA,  HTML,  Active  X 

•  Web  Commerce 

•  SAP/R3,  ABAP/4  or  FICO  or  MM 
&SD 


•  Focus,  IDMS  or  SAS 


•  DB2 


•  Oracle  Applications  &  Tools 

•  Lotus  Notes  Developer 

•  UNIX  System  Administrator 

•  UNIX,  C,  C++,  Visual  C++,  CORBA, 
OOD  or  OOPS 

•  WinNT 

•  Sybase,  Access  or  SQL  server 

•  PeopleSoft 

•  Visual  Basic 

•  PowerBuilder 

•  IEF 


Account  Executives,  Account  Managers  and 
Business  Development 

Positions  available. 


Some  positions  require  a  Bachelor's  degree,  others  a  Master's  degree.  We  also 
accept  the  equivalent  of  the  degree  in  education  and  experience. 

With  Syntel  (NASDAQ:  SYNT),  you’ll  enjoy  excellent  compensation,  full  benefits, 
employee  stock  purchase  plan  and  more.  Please  forward  your  resume  and 
salary  requirements  to:  Syntel,  Inc.,  Attn:  Recruiting  Manager-LD12, 

525  E.  Big  Beaver,  Suite  300,  Troy,  Ml  48083.  Phone:  248-619-2800; 
Fax:  248-619-2888.  Equal  Opportunity  Employer. 


S^NirEL 

iniww.syntelinc.com 
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FPL  Group.  Inc.,  and  its  sub¬ 
sidiaries  (Florida  Power  &  Light. 
FPL  Energy  and  FPL  FiberNet) 
seek  qualified  applicants  for  the 
following  positions: 


Provide  technical  leadership  and 
consulting  se^ices.  Investigate 
technical  complex 

software/hardware  problems 
and  coordinate  problem  resolu¬ 
tions.  Bachelor’s  Degree  or 
Equivalent  in  Computer 
Science.  Engineering  or  related 
field  with  relevant  experience. 
Position  located  in  Juno  Beach. 
Florida. 

Senior  Programmer  Analyst: 
Analyze,  design,  develop,  test, 
debug,  implement,  maintain 
and/or  enhance  existing  or  new 
systems  in  a  reliable  and  effi¬ 
cient  manner.  Bachelor’s 

Degree  or  Equivalent  in 
Computer  Science,  Engineering 
or  related  field  with  three  years 
experience  in  the  position  or,  in 
the  alternative,  five  years  of 
experience  in  the  position  or 
related  positions  relevant  experi¬ 
ence  Position  located  in  Juno 
Beach.  Florida. 

Prpgramme_r_A.nalyst: 

Design,  test,  implement  and 
support  modifications  to  existing 
or  new  systems.  Monitor  perfor¬ 
mance  and  recommend  actions 
to  keep  systems  running  effec¬ 
tively  and  efficiently.  Bachelor's 
Degree  or  Equivalent  in 
Computer  Science,  Engineering 
or  related  field  with  two  years 
experience  in  the  position  or,  in 
the  alternative,  four  years  of 
experience  in  the  position  or 
related  positions.  Position  locat¬ 
ed  in  Miami,  Florida. 

Send  Resumes  to:  FPL, 
Recruiting  Department,  700 
Universe  Boulevard,  Juno 
Beach,  Florida  33408-0420  or 
internet-resumes@fpl.com. 
Please  include  reference  code: 
ANTECHGC. 


At  Quest  Diagnostics  Incorporated, 
we've  become  the  nation’s  most 
respected  name  in  diagnostic  test¬ 
ing  by  focusing  on  integrity,  innova¬ 
tion  and  quality.  We  have  created 
an  environment  where  dedicated 
professionals  can  learn,  grow  and 
advance  -  all  in  an  atmosphere  of 
pride. 

We  are  currently  seeking  an 
Applications  Development  Mana¬ 
ger  to  serve  as  the  lead  developer 
for  complex  software  applications 
using  new  technologies  such  as 
Object  Oriented  processes,  web- 
based  languages  and  tools,  web 
application  servers,  3-tier  architec¬ 
tures.  transaction  processors,  SQL, 
PL/SQL.  JSP.  Servlets.  JMS, 
SOAP.  ASP.  DHTML,  Active  X  con¬ 
trols,  XML  and  EJB.  Plan  team  pro¬ 
jects  through  guidance  and  leader¬ 
ship  to  technical  staff  to  meet  full 
s/w  development  lifecycle  activities. 
Represent  Quest  to  clients  and 
vendors;  contnbute  and  en-hance 
the  technical  aspects  of  a  prototype 
or  research  project,  and  be  respon¬ 
sible  for  implementing  and  design¬ 
ing  methodologies  using  object-ori¬ 
ented  processes  and  tools. 
Requires  a  Bachelor  s  degree  in 
Computer  Science  or  a  related 
field,  plus  6  years  expenence  in 
software  development,  or  8  years 
experience  in  software  develop¬ 
ment  Requires  4+  years  supervi¬ 
sory  or  team  lead  experience 
Expenence  in  Object-oriented  tech¬ 
nology.  UML.  web/internet  develop¬ 
ment  JAVA  DATASTAGE.  COG- 
NOS  EJB.  and  XML-enabled  data 
modeling  applications 

Please  add  source  code: 
UKAD1202  and  forward  your 
resume  to:  Email:  questdiag@ 
alexus  com  .  Fax  877-588-9942  or 
mail  to:  Quest  Diagnostics 
Incorporated.  PO  Box  3597 
Scranton  PA  18505 


WEB  DEVELOPER 

LYNX  Services,  a  wholly-owned 
subsidiary  of  PPG  Industries,  is 
a  national  leader  of  automotive 
glass  claims  management  busi¬ 
ness  within  the  insurance  indus¬ 
try  with  claims  call  centers  in 
Fort  Myers.  FL  and  Paducah, 
KY  LYNX  is  expanding  its  busi¬ 
ness  to  encompass  Auto 
Physical  Damage  (APD)  claims 
management,  and  is  building  a 
■state-of-the-art'  claims  man¬ 
agement  application  to  support 
the  claims  operations  unit.  The 
WEB  DEVELOPER  work  loca¬ 
tion  is  6351  Bayshore  Road, 
Suite  18,  Fort  Myers,  FL.  Salary 
is  competitive;  benefits  package 
included.  Requirements  include: 
a  minimum  of  4  years  experi¬ 
ence  designing  and  developing 
web-based  applications.  Exp¬ 
ertise  in  programming  ASP, 
COM.  COM+,  multi-tier  applica¬ 
tions  and  also  with  XML  tech¬ 
nologies,  XSLT.  XSD/XDR, 
XPATH,  and  XML  databases. 
Highly  proficient  with  HTML, 
JavaScript,  VBScript,  and  SQL 
Server  programming.  A  Bach¬ 
elor's  degree  in  Computer 
Science  or  related  field  is 
required.  Must  demonstrate  the 
ability  to  work  in  a  team  environ¬ 
ment  as  well  as  individually. 
Good  written  and  oral  communi¬ 
cation  skills  are  preferred. 
Willingness  to  travel  (minimal). 
Visual  Basic,  Visual  Interdev, 
Remote  Scripting  Library,  or 
OpenXML/Updategrams  experi¬ 
ence  a  plus.  Send  resumes  to: 
Marisa  Pompeo,  Human  Res¬ 
ources,  PPG  INDUSTRIES, 
INC.  ,  LYNX  Services  -  Web 
Developer,  One  PPG  Place, 
Pittsburgh,  PA  15272;  Fax: 
412/434-4301.  EOE 


B.S./equiv.  in  Info.  Syst.  Tech,  or 
related  field  +  5  yrs.  exp.  devel¬ 
oping  &  supporting  enterprise 
level  Internet,  Intranet,  &  client 
server  apps  using  VB,  ADO/RDO 
/DAO,  COM,  DCOM,  ASP,  IIS, 
Java  Script,  VB  Script.  SQL 
Server,  SQL,  Stored  Procs,  MS 
Access,  HTML,  Crystal  Reports, 
Visual  Interdev,  Visual  Source 
Safe,  Windows  NT/2000.  W/2 
yrs.  exp.  supporting  apps  provid¬ 
ing  secured  data  exchange  btwn 
servers,  mainframes,  &  trading 
partners  using  FTP,  SFTP,  PGP, 
XML,  XSL,  IBM  DB2  Connect,  & 
IBM  PCOMM.  Also  1  yr.  exp.  in 
optimizing  &  tuning  such  apps 
where  data  transfers  can  exceed 
800k  records  &  300  MB  in  size; 
in  using  Homesite,  Dream  weav¬ 
er,  Fireworks/graphic  tools.  MS 
Office,  MS  Project,  &  Visio;  in 
developing  systems  that  meet 
complex  business  rules;  &  in 
Rational  Rose,  Unix,  &  Oracle 
environments.  Must  have  MCSD 
certification  with  VB  5.0  or 
above.  Exp.  may  be  gained  con¬ 
currently.  Resumes  to:  Don 
Spaller,  GA  DMVS,  1200 
Tradeport  Blvd.,  Ste.  1158, 
Hapeville,  GA  30354 


Seeking  qualified  applicants  for 
the  following  positions  in  Color¬ 
ado  Springs,  CO:  Senior  Tech¬ 
nical  Analyst.  Research,  evalu¬ 
ate.  implement  and  coordinate 
changes  to  large,  complex  com¬ 
puter  systems/applications.  Re¬ 
quirements:  Bachelor's  degree* 
in  computer  science,  math,  en¬ 
gineering  or  related  field  plus  5 
years  of  experience  in  sytems / 
applications  development,  in¬ 
cluding  programming.  Experi¬ 
ence  with:  distributed  systems 
(C++  or  Java);  Sun  Solaris;  and 
Oracle  also  required  'Master's 
degree  in  appropnate  field  will 
offset  2  years  of  general  experi¬ 
ence  Submit  resumes  to 
Recruiting,  FedEx  Corporate 
Services.  350  Spectrum  Loop. 
Colorado  Spnngs,  CO  80921. 
EOE  M/F/DA/ 


Programmer  Analyst:  perform 
object  oriented  analysis  and 
design  using  design  patterns; 
design,  develop,  and  test  pro¬ 
grams  using  JAVA  and  J2EE; 
implement  solutions  for  Web 
Security  using  SSL  Req.  MS  or 
equivalent  in  CS  or  EE  with  3 
years  exp.  in  job  offered  or  as 
System  Engineer  or  Assistant 
System  Engineer.  Must  be  pro¬ 
ficient  in  OO,  SSL,  J2EE, 
RDBMS/Object  Database,  and 
XML.  40hr/wk,  9-5.  Java 
Certification  required.  $75,000/ 
yr.  Send  resume  to  BCA  at  2180 
Satellite  Blvd.,  Suite  325, 
Duluth,  GA  30097. 


Software  Engineers  needed; 
Seeking  candidates  possessing 
MS/BS  or  equiv.  and/or  rel.  work 
experience.  Duties  include: 
Design,  develop  &  implement  IT 
workflow  solutions  for  the 
healthcare  industry;  Write  soft¬ 
ware  packages  &  tools  and  pro¬ 
vide  technical  support  to  client 
websites.  Part  of  the  req.  rel. 
work  exp.  must  include  1  year 
working  with  C++,  Visual  Basic 
&  JAVA.  Mail  res.  &  ref.  to: 
Siemens  Medical  Systems,  51 
Valley  Stream  Pkwy.,  Attn: 
Mailcode  T06,  Malvern,  PA 
19355. 


Web  Designer-needed  to  main¬ 
tain  graphic  quality  of  web  sites 
and  manage  the  creation  and 
development  of  support  graph¬ 
ics,  redesign  and  branding  as 
well  as  perform  graphic  produc¬ 
tion  for  material,  including  art 
and  copy  layouts.  Competitive 
salary  and  benefits. 
Fax  860-766-2425,  e-mail 
Kieren.Portley@espn.com  or 
send  your  resume,  to:  ESPN, 
HR  Dept-KP,  ESPN  Plaza, 
Bristol,  CT  06010.  EOE/AA/ 
M/F/DA/ 


Computer  Consulting 
Co  seeks  program¬ 
mer  analysts  &  data¬ 
base  administrators. 
Bachelor's  +2yrs  IT 
exp.  Resume  to  Upp 
Business  Systems, 
3075  Highland  Park¬ 
way,  Downers  Grove, 
IL  60515. 


Sr  DBA  lead  teams  to  perform 
Oracle  database  admin,  on  Sun 
Solaris,  UNIX,  Linux,  Windows 
NT ;  design/develop  client  server 
appls  using  Oracle,  PL/SQL, 
Dev  2000.  Crystal  Reports;  per¬ 
form  data  migration; 
design/review  logical/physical 
data  model  using  ERWin;  setup 
&  maintain  OLAP  databases  on 
Oracle  &  SQL  Server  using 
replication  tech:  propose/imple¬ 
ment  methodologies/best  prac¬ 
tices.  Require  M  S  or  foreign 
equiv  in  CS  or  Buss  Admin  with 
2  yrs  exp  in  IT  High  salary  F/T. 
Travel  reqd  Resumes  to  HR, 
ChannelWave  Software.  Inc.. 
One  Kendall  Square.  Suite  200 
Cambridge,  MA  02139 


Programmer  Analyst  II 

Database  design,  implementation, 
data  mining.  Web  design,  web  ap¬ 
plication  programming.  Project 
design,  implementation,  manage¬ 
ment.  ERP,  CRM  implementation 
&  customizing  for  HR,  Finance 
Online  support  system  develop¬ 
ment.  M  S.  in  CS  or  rel.  &  1  yr. 
exp.  in  above  pos.  or  rel.  w/exp. 
in:  C++,  Visual  Basic,  Java.  ASP, 
XML,  Perl,  PHP.  HTML.  DHTML. 
JavaScript,  VBScript,  Unix,  Ora¬ 
cle,  SQL  Server,  Mysql,  IIS, 
Apache,  ERP.  CRM.  40.0  hr/wk. 
9-5.  Send  resume  to:  Linda  Harris, 
Recruiter,  lnterland.com,  Inc.,  303 
Peachtree  Center  Ave.,  Ste.  500, 
Atlanta,  GA  30303 


Software  Analyst  (Ocean- 
port,  NJ)  -  Analyze  user 
requirements,  procedures,  & 
problems  to  improve  existing 
systems.  Must  have  a  Bach. 
Deg.  in  Comp.  Sci.,  Eng'g  or 
related  field,  &  2  yrs.  exp,  in 
the  job  offered  or  in  a  soft¬ 
ware  quality  or  testing  occu¬ 
pation,  &  exp.  working  in  Java 
environment,  exp.  w/Win 
Runner,  Load  Runner,  &  Test 
Director  testing  tools.  EOE 
Resume  to  CommVault 
Systems,  Inc.:  thoffman@ 
commvaultsystems.com 


Software  Analyst  (Ocean- 
port,  NJ)  -  Analyze  user 
requirements,  procedures, 
&  problems  to  improve 
existing  system.  Must  have 
a  Bach.  Deg.  in  Comp,  Sci., 
Eng’g  or  related  field,  &  2 
yrs.  exp.  In  the  job  offered 
or  in  a  software  quality 
assurance  occupation  & 
exp.  w /  UNIX  &  SQL.  EOE 
Resume  to  CommVault 
Systems,  Inc.:  thoffman@ 
commvaultsystems.com 


Programmer  Analyst  need¬ 
ed  to  develop,  test  and 
implement  systems  for  on- 
air  product.  Competitive 
salary  and  benefits. 
Fax  860-766-2425,  e-mail 
Kieren.Portley@espn.com 
or  send  your  resume,  to: 
ESPN,  HR  Dept-KP,  ESPN 
Plaza,  Bristol,  CT  06010. 
EOE/AA/M/F/D/V 


SAP  Consultant  -  Waltham, 
MA.  Requires  ABAP  Mod¬ 
ule  with  experience  in 
Workflow,  SAPscript,  ALE, 
EDI,  Idoc.  Strong  communi¬ 
cation  skills  are  a  must  plus 
a  willingness  to  travel  100% 
within  US.  Send  resume 
ATT:  HR  Department,  Plaut 
Consulting,  Inc.,  1050 
Winter  Street,  Suite  2300, 
Waltham.  MA  02451. 

NO  PHONE  CALLS 


Sure 

NetworkWori.d, 

COMPUTERWORLD, 
AND  INFOWORLD 

Help  You  Do 
A  Better  Job. 

Now  Let  Us  Help 
You  Get  One. 

Call: 

1-800-762-2977 

careers 


Become  a  ITIicrosoft  Windows  2000  Security  Expert. 

It’s  easy.  Just  point,  click  and  choose  the  format  that  works  best  for  you: 
•CD-R0IT1  •Uleb-Based  •Hands-On  •Uirtual  Classroom 

Uisit  netSmart  today  at  wuiut.nuinetsmart.com 


o 


careers.com 


IT  CAREERS 


Helping  You 
Get  One. 


it 


Software  Engineer 
University  Corporation  for 
Atmospheric  Research  (UCAR) 
seeks  a  Software  Engineer  to 
work  in  Boulder,  CO  and  other 
unanticipated  job  sites  in  the 
US.  Engage  in  full  life  cycle 
development  of  meteorological 
software  used  to  study  climate 
change.  Requires  a  Master's  in 
meteorology  or  computer  sci¬ 
ence;  2  years  in  software  devel¬ 
opment  of  meteorological  soft¬ 
ware  on  super  computers  using 
shared  memory  and  distributed 
system  techniques;  and  2  years 
utilizing  weather  prediction 
model  tools,  and  Perl,  Message 
Passing  Programming  (MPI), 
C/C++.  Respond  via  surface 
mail  only  to  Lara  Cervantes, 
UCAR,  PO  Box  3000,  Boulder, 
CO  80307-8709,  and  refer  to 
#0060 WY. 


McData  Corporation  has  an  op¬ 
ening  in  our  Broomfield,  CO  office 
for  a  Sr.  Unix  Administrator  to 
serve  as  Unix/NT  system  adminis¬ 
trator  and  Oracle  database  admin¬ 
istrator  for  a  company  that  produ¬ 
ces  enterprise  switching  solutions. 
Successful  candidates  will  have  5 
yrs.  exp.  as  a  Unix  Administrator 
supporting  Solaris  2.6/7/8,  HP-UX 
7/8/10.20,  AIX  4.x  and  5  yrs.  exp. 
as  an  Oracle  DBA  supporting 
Oracle  RDBMS  versions  7  &  8. 
Candidates  must  also  have  work¬ 
ing  knowledge  of  Linux,  Free¬ 
BSD,  Windows  2000,  Sym-metrix 
and  Clariion  storage,  Ver-itas  Net 
Backup,  Veritas  Volume  Manager, 
Perl,  Apache,  DBI/DBD  and  Korn 
Shell.  Interested  candidates 
should  send  resumes  to  Pete 
Whittle,  McData  Corporation,  380 
Interlocken  Crescent,  Broomfield, 
CO  80021. 


Software  Engineer/Senior  (Multi¬ 
ple  Openings):  Bachelor’s  or 
Master’s  degree  in  related  field 
plus  6  months  to  2  yrs.  of  exp.  re¬ 
quired  depending  on  position. 
Research,  analyze,  design,  de¬ 
velop,  test,  diagnose,  debug  busi- 
ness/web  applications  using 
some  of  the  following:  EJB,  BEA 
WEB  LOGIC  APPLICATION 
SERVER,  WEBSPHERE,  JAVA, 
SERVLETS,  JSP,  ASP,  JAVA¬ 
SCRIPT,  JDBC,  RMI,  HTML, 
DB2,  POWER  BUILDER,  UML, 
RATIONAL  ROSE,  ORACLE,  SY¬ 
BASE,  UML,  C/C++,  SAP,  MS 
VISUAL  BASIC,  MS  SQL  SERV¬ 
ER,  MS  WINDOWS  NT,  UNIX,  & 
SUN  SOLARIS.  May  require  trav¬ 
el  to  client  sites.  Top  $$  +  bnfts. 
Mail  resume  to:  Yash  Technolo¬ 
gies,  Inc.  605  17th  Ave.,  Suite  #1 , 
East  Moline,  IL  61244. 


COMPUTERS 

EpicEdge,  an  e-business 
solutions  company  is  seeking 
an  e-commerce  application 
developer  at  its  Austin,  TX 
office  with  experience  in 
Websphere  JSEE  (java  stan¬ 
dard  edition)  v  3.5  or  higher 
(preferably  on  OS/390  plat¬ 
form).  MS  with  3/yrs  exp.  or 
BS  with  5/yrs  exp.  EpicEdge 
offers  a  competitive  salary 
with  great  benefits.  Respond 
by  resume  to  PB/HR,  5508 
Highway  290  West,  #300, 
Austin,  TX  78735 


EMTS  IV  -  Web  Technology: 

Lead  a  team  to  provide  conceptu¬ 
al  and  technical  solutions  to  com¬ 
plex  business  or  technical  prob¬ 
lems.  Provide  technical  expertise 
in  operating  systems  in  the  tele¬ 
communications  industry.  Design 
and  develop  business  process 
automation  systems  for  the  tele¬ 
communications  industry  on  cli¬ 
ent-server  architecture  using 
object-oriented  techniques  and 
software  development  utilizing 
C/C++,  Visual  Basic,  Oracle, 
Windows  NT  and  Unix.  Master’s 
degre  or  equivalent  in  Computer 
Science  or  Engineering  required. 
One  year  of  experience  in  the  job 
offered  or  one  year  of  experience 
as  Engineer/Programmer/Ana¬ 
lyst  required.  One  year  of  pro¬ 
gressive  exerience  must  include 
experience  with  C/C++,  Visual 
Basic,  Oracle,  Windows  NT  and 
Unix.  The  employer  will  accept  a 
Bachelor’s  degree  plus  five  years 
of  post-Bachelor's  progressive 
experience  as  equivalent  to  a 
Master's  degree  plus  one  year  of 
experience.  $74, 000/year,  plus 
usual  corporate  benefits.  9-5,  40 
hrs./wk.  Send  two  copies  of 
resume  and  copy  of  advertisment 
to  New  Hampshire  Employment 
Security,  Job  Order#  2003-054, 
P.O.  Box  989,  Concord,  NH 
03302-0989.  Must  have  proof  of 
legal  authorization  to  work  in  the 
United  States. 


Seeking  qualified  applicants  for  the 
following  positions  in  Memphis, 
TN:  Senior  Systems  Planning  Ana¬ 
lyst.  Serve  as  a  project/team  lead¬ 
er.  Evaluate  systems  requirements 
and  develop  system  configurations 
to  ensure  corporate  objectives  are 
met.  Plan,  design,  analyze,  devel¬ 
op  and  implement  computer  sys¬ 
tems.  Requirements:  Bachelor's 
degree*  in  computer  science,  MIS, 
engineering,  applied  science  or 
related  field  plus  5  years  of  experi¬ 
ence  in  computer  systems  devel¬ 
opment.  Experience  with  Visual 
Basic,  SQL  Server,  MVS/TSO 
mainframe  development/interfac¬ 
ing  with  server  applications  also 
required.  ‘Master's  degree  in 
appropriate  field  will  offset  2  years 
of  general  experience.  Submit 
resumes  to  Chris  Gibney,  Federal 
Express  Corporation,  2600 
Nonconnah,  Suite  191,  Memphis, 
TN  38132.  EOE  M/F/D/V. 


OTET2S 

NET2S  is  a  leading  International 
Consulting  and  Engineering  firm 
specializing  in  communications 
technologies.  We  are  presently 
seeking  to  fill  the  following  posi¬ 
tions: 

Business  Analyst  (NYC) 

Develop  and  implement  marketing 
strategies.  Manage  sales  life  cycle 
including  client  presentations  and 
negotiations.  Oversee  project 
management  including  deploy¬ 
ment  and  roll  out.  Co-manage  pro¬ 
ject  center. 

Must  possess  excellent  communi¬ 
cation  skills  as  well. All  positions 
require  BS/MS  degree  with  a  min¬ 
imum  of  2  to  3  years  of  experience 
in  the  field.  Must  possess  excel¬ 
lent  communication  skills  as  well. 
NET2S,  82  Wall  Street  Suite  400, 
New  York,  NY  10005;  Fax:  (212) 
279-  1960;  Phone  (212)  279-6565; 
or  Email:  iobus-nv@net2s.com 


IT  firm  in  NY  looking  for 
a  Sr.  Software  Deve¬ 
loper,  Strong  in  J2EE, 
Weblogic,  Oracle,  rela¬ 
tional  database,  Data 
modeling,  UML,  CVS. 
BS  in  computer  science 
or  related  field  with  2  yrs 
related  exper.  Send 
resume  to  jobs@boyle- 
software.com 


Sr.  Software  Engineer, 
Portsmouth,  NH:  Working  in 
high-paced  start-up  envrmt 
using  exp  w/embedded  s/ware 
systm  dvlpmt  on  LINUX  plat¬ 
form,  dsgn  &  dvlp  LINUX  operat¬ 
ing  systm  based  firmware  & 
s/ware  that  will  enable  Co's  next 
generation  protocol  agnostic 
Fibre  Channel  &  Ethernet  switch 
that  is  for  intended  use  w/in 
Storage  Area  Network  (SAN). 
Work  individually,  as  well  as  w/in 
team  that  is  implmtg  stndrds 
based  Fibre  Channel  switch  ser¬ 
vices  (FC-SW2  &  FC-GS3)  & 
LINUX  OS  functionality. 
Solutions  to  be  dvlpd  must  be 
thoroughly  tested  to  meet  5 
nines  (99.999%)  reliability.  Dsgn 
&  dvlp  firmware/s/ware  that  will 
allow  retrieval  of  target  images 
using  stndrd  protocols  (DHCP, 
TFTP)  &  that  will  allow  Fibre 
Channel  services  timers  to  be 
implmtd  as  part  of  FC-GS3  stan¬ 
dard,  using  exp  w/LINUX  kernel 
functionality,  as  well  as  dsgn  exp 
w/Pthreads  (POSIX  threads). 
Using  exp  w/Object  Oriented 
dsgn  &  dvlpmt  using  C++.  &  exp 
w/C  prgmg  lang,  dsgn  &  dvlp 
firmware  that  will  allow  configu¬ 
ration  &  downloading  of  Field 
Programmable  Gate  Arrays. 
Implmt  High  Availability 
Middleware  &  Virtual  IP  multi 
MAC  functionality  in  order  to 
allow  targets  to  failover  without 
reconfiguration  of  host  mgmt 
systms.  Dvlp  &  implmt  API  for 
NVRAM  access  to  allow  mes¬ 
sages  to  be  stored  locally  on  an 
embedded  systm  running  LINUX 
OS.  Support  scheduler  algo¬ 
rithm  dvlpmt  team  by  dvlpng  test 
routines  (using  C,  C++  or  any 
other  suitable  lang)  to  test  func¬ 
tionality  of  crossover-switch's 
switching  algorithm.  Dvlp 
InstallShield  based  installation 
prgms  for  Co's  products  that  run 
on  MS  Win  using  exp  w/dvlpng 
installation  scripts/tools.  Provide 
assistance  in  testing  s/ware  for 
security  holes  &  vulnerabilities 
using  exp  w/Network  Security  & 
Intrusion  Detection.  Spvr: 
Principal  S/ware  Engr.  $78K/yr, 
40  hr/wk,  8a-6p.  Educ:  Masters 
or  foreign  equiv  in  Comp  Sci, 
Engg,  Electronics  or  related 
tech'l  field.  Exp:  3  yrs  in  job  offd 
or  3  yrs  in  pos  involving  s/ware 
dsgn  &/or  dvlpmt  using  C  &/or 
C++;  within  3  yrs  of  exp,  must 
also  have  2  yrs  exp 
w/Embedded  s/ware  systm 
dvlpmt  on  LINUX  platform;  with¬ 
in  3  yrs  exp,  must  also  have  1  yr 
exp  w/following:  Multithreaded 
modules  or  applies  using  POSIX 
threads  (Pthreads);  Dvlpg 
Installation  Scripts/Tools  using 
InstallShield;  Network  Security  & 
Intrusion  Detection;  &  Object 
Oriented  dsgn  &  dvlpmt  using 
C++  (Exp  may  be  gained  con¬ 
currently).  Applicants  must  send 
2  copies  of  resume/ltrs  of  applic 
to  J0#2003-073,  P.O.  Box  989, 
Concord,  NH  03302-0989. 


IT  Technical  Support  Specialist  II 

Providing  troubleshooting  of  hard¬ 
ware/software  problems;  construct¬ 
ing  &  maintaining  dynamic  web 
pages;  providing  server  support  for 
Windows  NT,  2000  platforms;  up¬ 
dating  existing  software;  participat¬ 
ing  in  various  cross-functional  pro¬ 
jects;  applications  development; 
providing  on-call  support  for  critical 
applications  problems;  providing 
support  of  specialized  systems 
maintained  by  the  Business  &  Fi¬ 
nance  division,  maintaining  dynam¬ 
ic  web  pages  using  XML/  ASP,  pro¬ 
viding  Point  of  Sale  Support.  B.S.  in 
CS  or  rel.  w/ability  to  use  C,  C++, 
HTML,  Unix,  WinNT  4.0,  Win2000, 
VB.  Must  have  certificates:  A+ 
Certified  Professional,  &  Peoplesoft 
Query  End-User  Training  Certifi¬ 
cate,  and  be  proficient  in  Cougar 
Mountain,  Griffin  Diebold  etc. 
Nebraska  Bookstore.  40.0  hr/  wk. 
8-5.  Send  resume  to  Stephanie 
Rooks,  HR  Director,  State 
University  of  West  Georgia,  1601 
Maple  Street,  Carrollton,  GA  30118. 


system 

provr®  _____ 

value  s6l0fiorii.fe)tert»{? 
insurance,  banking', >?. 
card,  consumer  tending  ptit 
securities  induj{rre&.  :;'W|^vl^ 
provide  a  Complete'  tifetE^ede+3 
of  services  including,'  ^ 
program  managerftfinf,  }  Y 
business  analysis,  ■ 
technology  planning, ^  v*5sd„ 
architecture,  application 
development,  maintehcm'de.iL 
and  support.  Our  .  ' .y 

specialized  services  include, 
business  intelligence,  '  ; 
package  selection, 
customization  and 
implementation. 

The  following  opportunities  . 
are  based  at  our  corporate 
headquarters  in  Chicago 
and  locations  nationwide. 

We  are  seeking  candidates 
with  technical  skills  in:  JAVA, 
J2EE,  OOAD.  WebSphere, 
XML,  COBOL,  CICS,  DB2, 
JCL,  and  VisionPlus 
expertise  in  an  MVS 
environment. 

•  Project  Managers 

•  Technical  Architects 

•  Project  Leads 

•  Sr.  Programmer/ 
Analysts 

For  consideration,  forward 
response  to:  Kqnbay,  Inc., 
6400  Shafer  Ct.,  Suite  100, 
Rosemont,  IL  60018.  Fax: 
847-318-0784.  Email: 
rstewa  rt@ka  n  bay.  com . 

Please  reference  code 
CW1202  in  all 
correspondence.  Kanbay  is 
an  Affirmative  Action 
Employer/EOE 
organization. 


Kanba> 


wwwckanbay.com 


SOFTWARE  ENGINEER  to  pro¬ 
vide  on-site  consultancy  in  analy¬ 
sis,  design,  development,  imple¬ 
mentation,  customization  and 
maintenance  of  B2B,  client/server, 
distributed  and  web  based  applica¬ 
tion  software  using  Microsoft  and 
Sun  technologies,  WebMethods, 
Trading  Network,  Java,  JSP,  Java 
Servlets,  SQL  Server,  Windows 
and  Sun  Solaris.  Require:  B.S.  (or 
equivalent)  in  Computer  Science/ 
Electronics  Engineering  and  four 
years  experience  in  the  job  offered 
or  any  experience  providing  skills 
in  described  duties.  40%  travel  to 
client  locations  within  the  United 
States  required.  Competitive  sala¬ 
ry  and  benefits,  8  am  to  5  pm,  M-F. 
Apply  with  resume  to:  Vice 
President.  Frontline  Consulting 
Services,  Inc.,  8701  Mallard  Creek 
Road,  Charlotte,  NC  28262. 


IfA 


Kama  Consulting  Inc. 
TOP  $$'s,  W2  or  1099 


We  are  a  fast  growing 
Consulting  company  based 
in  New  Jersey. 
Excellent  opportunities  for 
Programmers, 

Systems  Analysts,  DBAs 

Sun  Solaris  System  Admins, 
Natural,  Powerbuilder, 
ADABAS,  ORACLE,  SYBASf . 

PROGRESS.  COBOL 
TCP/IP,  Delphi/VB,  Windows  NT 

Send  your  resume  to 
Rod  McFadden 
Kama  Consulting 

Fax:201-934-7165 
Email.  Kamaco(q)aol  corn 
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www.nwfusion.com 


^  Sales  Offices 


Carol  Lasker,  Associate  Publisher/Vice  President 
Jane  Weissman,  Sales  Operations  Coordinator 
Internet:  ciasker,  jwei8sman@nww.com 
(508)  460-3333/FAX:  (508)  460-1237  _ 


New  York/New  Jersey 

Tom  Oavis,  Associate  Publisher,  Eastern  Region 
Fiisa  Della  Rocco,  Regional  Sales  Manager 
Aimee  Jacobs,  Sales  Associate 
Internet:  tdavis,  elisas,  ajacobs@nww.com 
(201)  587-0090/FAX:  (201)  712-9786 _ 

Northeast 

Donna  Pomponi.  Regional  Sales  Manager 
Caitlin  Horgan.  Sales  Assistant 
Internet:  d pomponi,  chorgan@nww.com 
(5081  460-3333/FAX:  (508)  460-1237 


Mid-Atlantic/Maryland 

Jacqui  DiBianca,  Regional  Sales  Manager 
Marta  Hagan,  Sales  Assistant 
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Network  World  Seminars  and  Events 
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inars  are  also  available  for  customized 
on-site  training.  For  complete  and  imme¬ 
diate  information  on  our  current  seminar  offerings,  call  a 
seminar  representative  at  800  643-4668.  or  go  to  www.nwfu- 
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Retail 

continued  from  page  1 

increasing  market  penetration. 

Retailers  aren’t  known  for 
spending  IT  dollars  liberally  Their 
budgets  tend  to  lag  behind  those 
of  other  industries  such  as  high- 
tech  and  financial  services.  Gart¬ 
ner  reports  that  retailers  devoted 
an  average  of  2.4%  of  revenue  to 
IT  spending  in  2002  compared 
with  8.9%  among  telecom  com¬ 
panies  and  6.6%  among  banking 
businesses. 

But  Gartner  says  retailers  are 
starting  to  think  more  strategic¬ 
ally  about  IT  and  will  become 
more  aggressive  in  their  adop¬ 
tion  of  technology  over  the  next 
few  years.  Huge  increases  in  IT 
spending  aren’t  likely,  but  Gart¬ 
ner  says  the  industry  will  make 
moderate  increases  in  IT  spend¬ 
ing  in  2003  with  continual 
growth  through  2005. 

Retailers  also  will  dramatically 
change  how  they  spend  their 
budgets,  shifting  to  prepackaged 
software  and  away  from  custom 
applications,  Gartner  says. 

One  retailer  with  new  invest¬ 
ments  in  packaged  software  is 
Finish  Line.  The  Indianapolis  ath¬ 
letic  retailer  selected  ATG’s  Com¬ 
merce  software  to  run  its  retail 
Web  site  and  Portal  product  to 
improve  communication  among 
its  481  physical  stores. 

Finish  Line  had  outgrown  its 
old  Web  setup,  which  it  out¬ 
sourced,  and  took  the  opportu¬ 
nity  to  build  a  more  robust  infra¬ 
structure  that  it  now  manages  in- 
house,  says  Kent  Zimmerman, 
e-commerce  director. 

“We  really  found  ourselves  lim¬ 
ited  in  what  we  could  do”  with 
the  old  site  infrastructure,  Zim¬ 
merman  says.  “We  kept  having  to 
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Online  shopping 
surge... 

Consumers  spent 

$2  billion 

online  during  the  post- 
Thanksgiving  shopping 
week  ended  Dec.  6, 
reports  comScore 
Networks. 

...could  bode  well 
for  IT  budgets 

IT  spending  among  U.S. 
retailers  will  grow  at  a 
compound  annual  rate  of 
9.3%  and  hit 

$39.4  billion 

by  2006,  reports  IDC. 


write  code  for  every  little  thing 
we  wanted  to  do.”  For  example, 
simply  changing  the  rules  about 
how  coupons  are  accepted  re¬ 
quired  weeks  of  code  writing, 
he  says. 

Finish  Line  launched  its  new 
ATG-powered  Web  site  last 
month.  For  customers,  the  plat¬ 
form  translates  into  a  more 
streamlined  checkout  process 
and  more  payment  options, 
including  gift  cards.The  new  soft¬ 
ware  also  improves  the  site’s 
search  capabilities,  Zimmerman 
says.  Finish  Line  plans  to  eventu¬ 
ally  use  ATG’s  personalization  fea¬ 
tures  to  create  customized  offers 
based  on  user  preferences  and 
order  history 

Sports  apparel  maker  Vans  and 
gift  retailer  Lillian  Vernon  sought 
to  improve  Web  site  performance 
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in  time  for  their  busy  seasons. 

Vans  is  using  Speedera's  con¬ 
tent  delivery  network  to  speed 
download  times. 

“We  knew  that  the  Web  site  per¬ 
formance  was  too  slow,”  says 
Joseph  Jenkins,  manager  of  tech¬ 
nical  services  for  Vans.  The  com¬ 
pany  subscribes  to  Gomez’s  per¬ 
formance-monitoring  service, 
which  revealed  it  was  taking  as 
long  as  3  minutes  for  the  entire 
front  page  of  Van’s  shopping  site 
to  download.  “Once  we  imple¬ 
mented  Speedera,  it  went  from  3 
minutes  down  to  4  or  5  seconds," 
Jenkins  says. 

Speedera’s  network  of  servers 
stores  Vans’  graphic-rich  product 
and  event  content  at  the  edge  of 
the  network.  When  a  Web  site  vis¬ 
itor  requests  information,  Speed- 
era  routes  the  request  to  the 
fastest,  most  available  server. 

Meanwhile,  catalog  veteran  Lil¬ 
lian  Vernon  sees  a  potential  cash 
cow  in  its  Web  site  after  ex¬ 
periencing  70%  growth  in  online 
sales  this  fall. With  Web  sales  a  rel¬ 
atively  new  area  for  Lillian 
Vernon,  it  has  become  the  fastest- 
growing  part  of  the  business,  says 
David  Hochberg,  a  vice  president 
at  the  Rye,  N.Y,  retailer. 


To  keep  up  with  Web  growth, 
Lillian  Vernon  chose  Fireclick’s 
Netflame  suite  of  Web  accelera¬ 
tion,  monitoring  and  analytic 
products.  The  content  accelera¬ 
tion  engine  reduces  page  down¬ 
load  times  to  4  seconds  or  less. 
Reporting  tools  track  online  visi¬ 
tor  behavior  and  traffic  flow,  and 
a  marketing  module  measures 
the  effectiveness  of  marketing 
campaigns. 

The  feedback  helps  Lillian  Ver¬ 
non  tweak  its  site  design  and  de¬ 
cide  which  products  to  place 
where.“We  sell  60,000  products  — 
everything  can’t  be  prominent,” 
Hochberg  says. 

Other  retailers  also  have  launch¬ 
ed  new  Web  tools. 

•  Men’s  Wearhouse  chose  True- 
Spectra’s  Image  Server  to  stream¬ 
line  its  image  publishing  and 
maintenance  processes.  With  Im¬ 
age  Server,  Men’s  Wearhouse  lets 
its  customers  make  changes  to 
Web  site  images  on  the  fly, 
such  as  zooming  in  on  a  product 
photo.  Image  Server  replaces 
static  Web  site  images  with  flex¬ 
ible,  dynamically  rendered  im- 
ages.This  saves  the  company  from 
having  to  make  and  store  multiple 
versions  of  a  one  graphic  image. 


•  Neiman  Marcus  Group  adder  ! 
a  text-based  chat  application  from 
LivePerson  to  NeimanMarcus 
.com.  The  LiveFterson  technology 
deployed  as  a  seivice,  lets  cus¬ 
tomers  ask  questions  and  get  in¬ 
stant  assistance  while  they  are 
browsing  and  without  having  to 
pick  up  the  phone. 

•  Famous  Smoke  Shop  de¬ 
ployed  address  verification  soft¬ 
ware  from  QAS.  The  vendor’s 
QuickAddress  Pro  software  helps 
catch  address  errors  before  prod¬ 
ucts  get  shipped  —  and  before 
the  Easton,  Pa.,  cigar  and  acces¬ 
sories  retailer  incurs  fees  from 
United  Parcel  Service,  which 
charges  $10  for  every  address 
correction. 

•  Ritz  Interactive  rolled  out  En- 
deca’s  InFront  search  and  naviga¬ 
tion  software  across  its  14  Web 
properties  —  which  include  Ritz- 
Camera.com,  WolfCamera.com 
and  BoatersWorld.com.  Ritz  want¬ 
ed  one,  integrated  search  platform 
that  spanned  all  its  sites  and 
helped  customers  find  products 
even  if  they  didn’t  know  its  exact 
name  or  spelling.  ■ 

Get  more  information  online. 
DocFinder:  3542 
www.nwfusion.com 


Enterasys 

continued  from  page  12 

mance  on  a  single  803.3ae  port. 

According  to  many  industry 
experts  and  the  vendors,  most  com¬ 
panies  offering  10G  Ethernet  mod¬ 
ules  for  their  modular  switch  prod¬ 
ucts  can  deliver  only  between  6G 
and  8G  bit/sec  of  throughput  on 
the  ports  because  of  limitations  in 
the  chassis’  architecture  (see  re¬ 
lated  story  at  www.nwfusion.com, 

DocFinder:  3546. 

Like  many  competitors, 

X-Pedition  —  based  on  Cable¬ 
tron’s  old  SmartSwitch  Router 
architecture  —  is  built  on  older 
backplane  and  module  intercon¬ 
nect  technology,  with  a  limit  of 
around  8G  bit/sec  between  the 
module  slots  and  the  backplane. 

Despite  this  limitation,  Enter¬ 
asys  says  the  new  modules  can 
be  valuable  to  corporations  for 
connecting  backbone  switches  with  high-speed 
links. 

“If  all  you  have  is  single  fiber,  eight  gigabits  per 
second  is  still  better  than  one,”  Pfearce  says.  He  adds 
that  the  modules  support  802.3ad  link  aggregation, 
which  allows  two  10G  Ethernet  ports  to  be  trunked 
together  for  a  maximum  of  around  14G  to  16G 
bit/sec. 

Ten  Gigabit  modules  for  the  X-Pedition  chasis 
(which  costs  around  $20,000)  will  be  available 
next  month,  starting  at  around  $35,000  for  a  sin¬ 
gle-port  blade.  Then  new  10  Gigabit  module  for 
the  Matrix  El  (which  costs  $25,000)  will  be  avail¬ 


able  for  $1,300,  down  from 
$10,000  in  the  previous  model. 

Enterasys’  10  Gigabit  products 
come  at  the  end  of  what’s  been  a 
year  to  forget  for  the  company 
Last  month.it  finished  restating  its 
entire  2001  annual  report,  after  it 
was  discovered  that  it  overstated 
revenue  in  the  fourth  quarter  of 
that  year.  In  February,  the  compa¬ 
ny  revealed  that  the  SEC  was  look¬ 
ing  into  its  finances  and  account¬ 
ing  practices. This  led  to  the  resig¬ 
nation  of  Henry  Fialo  as  the  com¬ 
pany’s  CEO,  and  the  appointment 
of  William  O’Brien  to  the  com¬ 
pany’s  top  post  in  April.  Fallout 
from  those  moves  lingers,  as  the 
Associated  Press  reported  last 
week  that  a  lawsuit  was  filed 
by  Enterasys  investors  against 
Fialo,  Piyush  Patel,  CEO  of 
Cabletron,  which  once  controlled 
Enterasys,  and  David  Kirkpatrick, 
Cabletron’s  CFO. 

While  some  observers  say  Enterasys’  fate  skirted 
close  to  the  paths  of  companies  such  as  WorldCom 
and  Global  Crossing,  its  customers  were  also  largely 
unshaken  by  the  vendor’s  troubles. 

A  recent  Gartner  report  on  Enterasys  also  shines  . 
positive  light  on  the  embattled  vendor. 

“We  believe  Enterasys  has  put  the  financial  ris- 
associated  with  its  past  problems  behind  i: 
Gartner  analysts  Lawrence  Orans  and  Mart  Tbs 
write  in  the  report.The  company  has  survived  tw 
tumultuous  periods  —  its  spinoff  from  a  down 
ward-spiraling  Cabletron  and  this  recent  spat'  < 
financial  improprieties.”  Hi 


Enterasys'  ER-16  can  now  support 
up  to  128  Gigabit  Ethernet  ports. 
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Christmas  clue  giving 


c 


hristmas  comes  but  once  a 
year,  which  is  just  as  well  be¬ 
cause  all  that  enjoying  our¬ 
selves  just  takes  away  from  time  we 
could  be  spending  staring  at  moni¬ 
tors  and  servicing  the  impossible 
demands  of  our  organizations. 

But  I  guess  if  we  have  to  do  the  holiday  thing 
and,  considering  that  it  is  better  to  give  than 
receive,  we  might  as  well  think  about  what  we’d 
like  others  to  get. 

One  present  I  know  that  many  of  you  would  like 
to  give  is  grief  to  spammers.  Note  that  my  editor 
has  threatened  me  with  grievous  bodily  harm  if  I 
write  about  spam  anymore,  but  given  the  number 
of  letters  I  receive  on  the  topic  I  feel  the  risk  is 
worth  it  for  a  quick  story  of  a  spammer  who  is  get¬ 
ting  his  just  desserts. 

This  tale  concerns  Alan  Ralsky  one  of  the  Internet’s 
best-known  and  most-hated  spammers.  Ralsky  has 
made  a  fortune  sending  spam  on  behalf  of  others 
and,  in  the  process,  has  become  notorious  and  not  a 
little  disliked.  He’s  been  sued  by  Verizon,  taken  to 
court  by  other  ISPs  and  had  his  activities  tracked  by 
scores  of  people  in  an  effort  to  stop  him. 

If  you  want  to  learn  just  how  much  of  a  problem 
Ralsky  s  spamming  has  caused,  check  out  his  entries 
at  the  Register  of  Known  Spam  Operations  (go  to 


www.nwfusion.com,  DocFinder:  3544,  and  search  for 
“Alan  Ralsky”). There’s  a  lot  on  him.  Also  check  out 
an  interview  with  him  that  appeared  last  month  in 
the  Detroit  Free  Press  (DocFinder:  3545). 

As  it  turns  out,  Ralsky  recently  purchased  an 
expensive  house  in  West  Bloomfield,  111.,  and  that 
made  him  relatively  easy  to  find  (apparently  the 
transaction  is  listed  in  the  Oakland  County  real 
estate  records). 

The  result  of  being  findable  was  that  Ralsky  started 
to  receive  old-fashioned  junk  mail.  Not  just  the  usual 
amount,  but  literally  tons  of  it  from  legions  of, shall 
we  say  well-wishers  who  signed  him  up  for  anything 
and  everything  they  could  think  of.  Ralsky  is  report¬ 
ed  to  be  rather  annoyed.  Merry  Christmas,  Mr.  Ralsky! 

Anyway,  what  other  presents  would  we  like  to  hand 
out?  I  think  that  this  season’s  preferred  gift  is  a  “clue” 
because  if  there’s  one  thing  this  past  year  has  shown 
is  how  many  people  and  companies  have  lack  of  a 
clue  regarding  IT. 

First  on  my  list  of  those  who,  to  quote  Mr.  Ano¬ 
nymous,  couldn’t  catch  a  clue  if  they  smeared  their 
bodies  with  clue  musk  and  did  the  clue  mating 
dance  in  a  field  full  of  horny  clues  at  the  height  of 
clue  mating  season  is,  yes,  your  old  friend  and 
mine,  the  U.S.  government. 

Leading  the  government  clueless  where  informa¬ 
tion  technology  is  concerned  is  still  President 
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Bush’s  Critical  Infrastructure  Protection  Board, 
which  1  first  wrote  about  in  September  when  it 
issued  its  draft  report, “The  National  Strategy  to 
Secure  Cyberspace.”  In  the  past  three  months  the 
board  doesn’t  appear  to  have  achieved  anything  of 
note.  I  definitely  think  a  clue  would  be  a  good  pre¬ 
sent  for  it. 

And  hot  on  its  heels  but  in  the  private  sector  is 
the  Recording  Industry  Association  of  America, 
which  also  has  appeared  in  this  column  several 
times  over  the  past  year.  Its  cluelessness  is  shown  in 
the  total  implausibility  of  its  trying  to  stamp  out 
technology  to  solve  its  business  problems. 

Other  clues  I  would  like  to  give  out  would  go  to 
Microsoft  for  foisting  ridiculous  architectures  on  us 
(.Net  and  building  TCP/IP  into  the  core  of  Windows 
XP  —  just  ’cause  you  can  doesn’t  mean  you  should, 
Bill);  Verizon  for  my  crappy  cellular  service;  venture 
capitalists  in  general  for  being  so  wimpy  at  the 
moment;  and  . . .  well,  I  could  go  on  but  I’m  sure  you 
have  your  own  list  of  who  should  receive  a  clue  for 
Christmas. 

Let  me  know  who  you’d  like  to  give  a  clue  to  and 
why  I’ll  see  you  after  Christmas  —  have  a  safe  and 
merry  holiday! 

If  you're  in  the  neighborhood,  join  us  for  drinks  at 
backspin@gibbs.  com. 


uzz  News,  insights,  opinions  and  oddities 


By  Paul  McNamara 

C'mon,  tell  us  your  story 

Anyone  who  has  spent  any  time  sending  and  receiv¬ 
ing  the  stuff  has  a  personal  "My  Most  Embarrassing 
E-mail  Story.” 

You  do,  right?  . . .  Now  go  ahead  and  ask  the  closest 
co-worker. . . .  See  what  I  mean? 

Today,  we  are  looking  for  those  of  you  who  don’t 
mind  sharing  your  stories. 

The  idea  springs  from  a  conversation  with  a  few  colleagues  who  were  more  than 
happy  to  recount  the  silly  things  they  have  done  —  and  had  done  to  them  —  thanks 
to  the  wonder  we  call  e-mail. 

One  such  episode  involves  a  public  relations  company  charged  with  getting  ink  for 
a  vendor  Network  World  writes  about. 

The  messages  were  flying  back  and  forth  at  a  furiogs  clip  between  employees  of 
the  PR  firm. The  topic  was  how  to  ensure  that  an  upcoming  meeting  between  the 
firm’s  client  and  a  reporter  would  happen  as  scheduled  and  produce  a  positive  story. 
Concerns  were  expressed  that  the  reporter  might  not  be  anxious  to  take  the  meet- 
mi.  Someone  compared  the  reporter  with  others  at  competing  publications,  and  not 
in  a  flattering  way.  Theories  were  espoused  as  to  which  spin  would  prove  effective. 

Hey,  I'm  on  this  e-mail,  you  know,"  our  reporter  finally  replied  to  the  group,  which 
had  been  oblivious  to  that  fact. 

Same  reporter:  This  time  she  is  the  one  pounding  out  the  unflattering  e-mail.  It’s 
about  a  co-worker  who  sits  close  enough  to  hear  the  clacking  of  her  keyboard.  Her 
intern  is  to  share  the  poisoned  missive  with  a  sympathetic  friend. 

nstead  she  absent-mindedly  addresses  the  e-mail  to  the  target  of  her  invective. 

It's  awfully  tough  to  smooth  over  that  kind  of  thing. 

My  story  also  involves  a  PR  professional.  This  fellow  sent  a  press  release  with  the 


greeting:  “Dear  VIP."  Rather  than  be  flattered  by  the  bum-smooching,  I  found  the 
ploy  so  over-the-top  that  it  called  for  a  dose  of  my  oh-so-clever  commentary,  which  I 
intended  to  share  with  a  co-worker  who  also  enjoys  picking  on  defenseless  flacks. 

Only  problem  is  that  I  hit  “reply"  instead  of  "forward." 

The  horror  of  realizing  the  mistake  three  seconds  later  was  exceeded  only  by  the 
unpleasantness  of  having  to  write  an  apology  to  the  poor  fellow. 

Now  it's  your  turn.  Send  me  your  worst  e-mail  faux  pas.  Presuming  I  get  enough 
good  ones,  I'll  share  the  best  in  a  January  column  (and  withhold  the  names  of  those 
who  insist  on  anonymity). . . .  Don't  be  shy.  The  address  is  below. 

The  end  of  online  publishing? 

This  story  did  not  get  enough  attention  last  week:  Australia’s  highest  court  has 
ruled  that  an  Australian  businessman,  mining  magnate  Joseph  Gutnick,  can  file  a 
libel  suit  against  Barron's  magazine  on  Gutnick's  home  turf  in  Victoria  rather  than  on 
Barron's  in  New  Jersey. 

Now  the  closest  Buzz  ever  got  to  law  school  was  watching  “The  Paper  Chase,” 
but  it  doesn’t  take  a  legal  expert  to  see  how  this  ruling  might  cast  a  chill  over  the 
online  publishing  world. 

There  are  190  nations  that  let  individuals  sue  publishers  for  dragging  people 
through  the  mud  without  cause.  I  am  familiar  enough  with  the  laws  of  only  one  — 
this  one  —  to  be  comfortable  that  I  can  express  my  opinions  here  without  costing 
my  employer  a  fat  settlement. 

But  put  aside  the  financial  and  logistical  burden  of  a  publisher  having  to  defend 
lawsuits  worldwide. 

Here’s  the  killer:  If  freedom  of  the  press  online  is  going  to  mean  only  as  much  free¬ 
dom  as  the  least  tolerant  of  those  190  nations  allows,  don't  get  too  attached  to  your 
favorite  news  sites. 

Now  send  your  e-mail  story.  The  address  is  buzz@nww.com. 
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Twenty-four  hours  a  day.  Seven  days  a  week.  Gateway's  high 


Gateway's  Server  Guarantee1  makes  sense  for  your  business. 

100%  Satisfaction  Guaranteed:  If  you  are  not  satisfied,  we'll  return  your  money... 
and  your  old  server!  We  want  you  to  have  a  server  that  truly  meets  the  needs  of 
your  business  and  we'll  be  there  to  make  that  happen.  Your  purchase  of  a  Gateway 
Server  is  backed  by  Gateway's  Server  Guarantee1  that  includes: 

•  FREE  Network  Consultation2  «  FREE  30-Day  On-site  Server 

•  FREE  Personalized  Integration  Plan  Performance  Check 

•  FREE  Customized  Installation  •  FREE  Upgraded  Technical  Telephone 

and  Integration  Support  for  90  Days  ($129  value) 


performance  servers  are  working  hard  for  you.  Stronger  and  more 
reliable  than  ever,  Gateway's  960  Series  Workgroup  Servers  drive  your 


Gateway  Networking  Sweepstakes4 

Enter  to  Win! 


network  -  and  your  business  -  with  powerful  Intel  'Xeon '  processors 
featuring  Hyper-Threading  Technology11  for  increased  performance, 


51 5,000  Grand  Prize 


faster  response  times,  improved  memory  and  enhanced  business 
productivity.  Plus,  we've  raised  the  standards  on  our  3-Year  Limited 
Warranty1  by  delivering  the  industry's  first  Server  Guarantee.1 


Grand  Prize:  Receive  an  Office  Technology  Overhaul  (valued  at  $15,000) 
in  Gateway  business  products  and  services 
Hurry!  Enter  today  at  www.gateway.com/offer/nww 
Gateway  Networking  Sweepstakes  ends  12/29/02 


Gateway  recommends  Microsoft'  Windows'  XP  Professional  for  Mobile  Computing.  |  AOL  Keyword:  Gateway 

Prices  and  configurations  subject  to  change  without  notice  or  obligation.  Prices  exclude  shipping,  handling  and  taxes.  Not  responsible  for  typographical  errors.  ’The  Gateway  Server  Guarantee  is  offered  to  customers  v  a 
server  and  network  installation  with  a  Microsoft  operating  system.  Customers  have  90  days  after  installation  to  return  server  if  dissatisfied  (server  must  be  in  same  condition  as  purchased).  If  returned,  Gateway  will  pick  up  sen.- 
file  back  to  old  server  under  Gateway's  standard  data  migration  service  and  refund  original  purchase  price  and  associated  installation  fees.  Tree  consultation  based  on  up  to  two  hours  of  assessment.  Consultation  will  be  j/ 
or  on-site,  as  deemed  necessary  by  the  service  provider.  The  specific  services  delivered  during  the  consultation  will  be  determined  by  the  service  provider,  limited  warranties  and  service  agreements  apply;  vi$>:  w. 

1-800-846-2000  for  a  free  copy.  ‘No  purchase  necessary.  A  purchase  will  not  improve  your  chances  of  winning.  Void  where  prohibited.  Open  only  to  legal  residents  who  live  and  work  in  the  50  Uni 
who  are  18  or  older  and  are  technology  purchase  decision  makers  or  influences  of  US  business  (i.e.,  business  manager,  owner  or  IT  professional).  Complete  sweepstakes  rules  and  regulations  :r. 
www.gateway.com/offer/ntsweeps. ‘Performance  may  vary  depending  on  the  system  configuration  and  software  applications  used. Copyright  ©2003  Gateway,  Inc.  All  rights  reserved.  Gateway,  the  Spotted  G  Gateway  Logo, '  • 
the  Black-and-White  Spot  Design  and  'A  better  way."  are  trademarks  or  registered  trademarks  of  Gateway,  Inc.  in  the  U.S.  and  other  countries.  Gateway  Terms  &  Conditions  of  Sale  apply. The  Intel  Inside  Logo,  Intel  and  Xeon  a'e  :••••, 
of  Intel  Corporation  or  its  subsidiaries  in  the  United  States  and  other  countries.  All  other  brands  and  product  names  are  trademarks  or  registered  trademarks  of  their  respective  companies.  Ad:  Arnell  Group  Ad  Code:  112019 


WHY  NOT  BE  THE  FIRST  ON 
YOUR  BLOCK  WITH  A  SHIFT 
ON-THE-FLY  DATA  CENTER? 


The  processing  power  you  need  to  deploy  new  applications  already  exists  within  your 
company's  walls.  It’s  just  sitting  there. 

The  server  that’s  running  your  CRM  app  is  more  likely  to  be  operating  at  45%  of  its  capacity 
than  90%.  And  the  one  backing  up  your  database,  at  10%.  If  you  could  combine  and  access 
the  idle  processing  power  of  the  machines  you  already  have,  imagine  how  much  easier  it 
would  be  to  deploy  new  applications  and  develop  new  revenue-producing  services. 

At  Sun,  our  goal  is  to  drive  costs  and  complexity  out  of  the  data  center.  Our  vision  for  N1 
is  to  drive  up  utilization  of  the  servers  you  already  own  and  get  them  operating  together 
like  a  seamless,  single  system. 

Instead  of  having  systems  administrators  manually  reconfigure  and  re-cable  servers 
every  time  there’s  a  need  to  shift  or  add  new  resources,  imagine  a  single  person  able  to 
manage  these  changes  from  a  single  workstation. 

Instead  of  managing  individual  servers,  imagine  if  your  IT  staff  could  better  support  your 
business  objectives  by  responding  in  real  time  to  the  accounting  rush  at  the  end  of  the 
quarter.  Or  to  the  10,000  customers  clamoring  for  your  newest  services.  They  would 
transform  themselves  from  systems  administrators  to  proactive  service  providers. 

Our  ultimate  goal  with  N1  is  to  transform  your  data  center  into  a  strategic  weapon.  When 
your  computing  resources  are  working  together  as  one,  you  become  your  competition's 
worst  nightmare.  You  can  add  services  faster  than  they  can.  Handle  more  customers  than 
they  can.  Keep  up  with  the  ever-increasing  demand  for  information  and  services.  With  N1, 
you're  not  just  playing  to  win.  You  are  winning. 


To  see  the  future  of  the  data  center,  visit  SUN.COM/WHVNOT 
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